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OPERATIONS OF LOAN GUARANTY AND DIRECT LOAN 
PROGRAMS OF THE VETERANS’ ADMINISTRATION 
IN ROANOKE OFFICE OF THE VA 


FRIDAY, FEBRUARY 17, 1956 


House or REPRESENTATIVES, 
SUBCOMMITTEE ON Housing OF THE 
CoMMITTEE ON VETERANS’ AFFAIRS, 
Staunton, Va. 

The subcommittee met at 9 a. m., pursuant to call, in the circuit 
courtroom, county courthouse, Staunton, Va., Hon. Ed Edmondson 
(chairman of the subcommittee) presiding. 

Mr. Epmonpson. The Subcommittee on Housing of the Committee 
on Veterans’ A ffairs will come to order. 

I will ask the staff member present to call the roll. 

Mr. Jenkins. Mr. Edmondson ? 

Mr. Epmonpson. Here. 

Mr. Jenxins. Mr. Shuford ? 

Mr. Suurorp. Here. 

Mr. Jenkins. Mr. Christopher? (No response.) 

Mr. Ayres? (No response.) 

Mr. Weaver? 

Mr. Weaver. Here. 

Mr. Epmonpson. A quorum being present, we will proceed with 
the hearing. I want to recognize the presence here this morning of 
the Honorable Burr P. Harrison, who is Congressman from this dis- 
trict, and who has long demonstrated a very keen interest in the 
veterans’ affairs of the country. On January 20 in Washington, the 
full Committee on Veterans’ Affairs, of which Congressman Olin E. 
Teague of Texas is chairman, held hearings on the operation and 
administration of the loan-guaranty program and the direct loan 
program. 

Congressman Harrison, at that time, on January 20, appeared be- 
fore the full committee and gave testimony to the full committee 
concerning the operation of the direct loan program in this district, 
out of the Roanoke office of the Veterans’ Administration. 

He testified at that time that there were numbers of veterans unable 
to obtain direct loans from the regional office; that among the reasons 
for their inability to obtain the loans was the fact that their appli- 
cations for direct loans were being referred to the Voluntary Home 
Mortgage Credit Program, which in turn was locating private lenders 
who were asking discounts and downpayments, which very frequently 
prevented the closing of the loans. 

The committee on Thursday, February 16 released its report on 
the veterans loan guaranty program and made certain recommenda- 
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tions with regard to the future of that program. Some of these 
recommendations will require new legislation, and some bills con- 
cerning the program and its improvement have already been intro- 
duced by members of the subcommittee and the full committee. 
This hearing is being held to obtain firsthand information in the 
field as to the operation of this direct loan program. We are inter- 
ested in hearing from anyone who has information that is material 
and relevant with regard to the operation of the program. We want 
to encourage any witnesses present to speak freely, to tell what they 
know about the program, and to give such details as they can supply 
to the committee. 
We would appreciate it if witnesses appearing on the same type 
of information would avoid repetition to as much of an extent as 
possible. We are going to make an effort to close this hearing in one 
continuous sitting 1f we can, and we will appreciate your cooperation. 
At this time, I would like to call upon your own Congressman 
from this district, a man who is most highly regarded by all the 
Members of Congress on both sides of the aisle, so far as I know, 
without an enemy in the Congress of the United States, Hon. Burr 
P. Harrison. 
Mr. Harrison. Thank you, Mr. Chairman. I certainly am grateful 
to you for your kind and generous remarks. 
Inasmuch as I notice that the Voluntary Home Mortgage Credit 
Program Organization, in their statement, that they were kind 
enough to let me see a copy of, refers to our area here in the Shen- 
andoah Valley as “a small and remote section of Virginia,” I am 
deeply grateful for the kind personal remarks that you made to me. 
I had not thought that we were either so small or so remote, but 
maybe that is the trouble that we have been having in this veterans’ 
home loan program. 
Mr. Chairman and gentlemen of the committee, it is certainly a 
privilege, and honor, and a pleasure to be able to welcome this dis- 
tinguished committee to the 7th Congressional District of Virginia. 
IT am certain the citizens of Staunton, the birthplace of Woodrow 
Wilson and a city of many other historical associations, would want 
you to feel just as much at home here as I do. 
You will recall, Mr. Chairman, that the Committee on Veterans’ 
Affairs gave me the opportunity to testify before it a few weeks 
ago in regard to the complaints I had been receiving from veterans, 
builders, and individuals in the home mortgage field in this part of 
Virginia. TI recall, particularly, your attentive and sympathetic atti- 
tude at that time, and your request to Chairman Teague that your 
Subcommittee on Housing be authorized to hold a hearing in the 
field to hear firsthand of the difficulties and disappointments which 
have been experienced. 
I do not intend, Mr. Chairman, to repeat the testimony which I 
gave in Washington. You are here to continue your very consci- 
entious study of the actual operation of the Veterans’ Administration 
direct housing loan program, with particular reference to the effect 
on it of the Voluntary Home Mortgage Credit Program—the so- 
called VHMCP. 
There are available to testify before you today the regional man- 
ager of the Veterans’ Administration, the director of the division of 
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war veterans claims of the Commonwealth of Virginia, officials of 
veterans organizations, and individual veterans who have experienced 
typical cases of bafflement and frustration in trying to obtain the 
home financing they had thought their Federal Government was 
going to help them get. In addition, there are on hand responsible 
members of the home construction and real estate fields who can tell 
typical stories from their own experiences in striving to sell homes 
to veterans and obtain financing for the veterans. 

I should emphasize that those who will tell today of their prob- 
lems are not involved in unusual situations. They are just a few 
of the many who have communicated with me. While I should like 
to give the committee an excuse to spend a few weeks in this beautiful 
valley of Virginia, I can appreciate that your heavy schedule will 
make it necessary to hold the witness list to a reasonable number. 
To that end, I understand your counsel proposes to call a repre- 
sentative group. 

I should like to offer for the record a number of additional state- 
ments from my files. 

One further point, Mr. Chairman—there are three major groups 
who have been affected adversely by the conduct of the loan programs 
for veterans during the past year or more. First, of course, and the 
most important, is the individual veteran, trying to buy a home for 
his family. He is concerned primarily, of course. 

The reputable builders and real-estate men who are trying to deal 
in good faith with the veteran likewise have been subjected to uncon- 
scionable confusion and delays. 

In addition to these, the private lending institutions in this com- 
munity, and others throughout Virginia and elsewhere, which would 
like to find a reasonable basis for providing mortgage money to vet- 
erans, have found it impractical to participate and have seen the vet- 
erans placed in the hands of out-of-State moneylenders by an agency 
of the Federal Government. 

It is my hope, Mr. Chairman, that what you hear today will help 
you develop a plan of changes in the regulations and policies and, if 
necessary, in the law, which would permit veterans, and responsible 
businessmen dealing with the veterans, to know just where they stand 
and to arrive at equitable financing arrangements. 

I thank you, Mr. Chairman. 

Mr. Epmonpson. Thank you, Burr, for the very fine statement. 

I would like to at this time call on Congressman Shuford from 
North Carolina. 

Mr. Suvrorp. I would like to state, Mr. Chairman, that I am de- 
lighted to be in this town of Staunton. I have been here before on 
several occasions. 

I was reminiscing a little this morning and realized that it was 
around 1926 that I made my first visit and stayed at the Stonewall 
Jackson Hotel. It was comfortable then, and it was very comfortable 
last night. 

I am particularly delighted to be in the district of Burr Harrison. 
You know, when you like a man, you start calling him by his first 
name right off. And that is the way we approach Burr Harrison in 
Washington. He has the love and affection of every Member of the 
Congress. They recognize his ability, which is tremendous. And it 
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gives us a great deal of pleasure, and me particularly, to be in his 
distriet and to see if there is anything we can do as members of this 
committee to assist his constituents in solving the problem that is 
apparently giving so much trouble to the veterans. 

I want you to know that the committee is sympathetic to your prob- 
lems, here, and anyway we can help we are going to do so. 

Thank you very much, Mr. Chairman. 

Mr. Epmonpson. In order to acquaint those present here with the 
entire committee membership, I would like to call on Congressman 
Phil Weaver of Nebraska, who is the Republican member of the sub- 
committee. 

Mr. Weaver. Thank you, Mr. Chairman. 

I certainly am pleased to have this opportunity to be here, and I 
want to extend a word of thanks and appreciation to all of you who 
have made our stay pleasant in your State and city. I can also concur 
in the remarks of our chairman that your Congressman, Burr Har- 
rison, has certainly indicated a very strong interest in matters per- 
taining to veterans, and that is certainly evidenced by our presence 
here today to go over these things and try to bring to light those 
things that should be brought to light, and corrections made. 

Mr. Edmondson referred to me as the Republican member of the 
subcommittee, and I may state without reservation that on either our 
full committee or on any subcommittee of the Veterans’ Affairs Com- 
mittee there has never been a time when partisanship has entered in, 
because we have strictly tried to live up to our responsibility and our 
job as it pertains to discussing and handling the rights and benefits 
of the veterans of all wars. 

Thank you, Mr. Chairman. 

Mr. Epmonpson. Thank you, Phil. 

The official reporter for these proceedings is J. C. Kelley, and the 
housing consultant of the committee, who is at the end of the table, 
here, is J. Buford Jenkins. The assistant to Mr. Harrison, who is 
present, is Mr. Chris Mathisen. And if there are any witnesses whose 
names have not been listed to testify and who want to become witnesses 
for this hearing, if you will get the attention of Mr. Jenkins or Mr. 
Mathisen while other witnesses are appearing, they will turn your 
name in, so that we can schedule you also as a witness. 

At this time, I would like to ask Mr. Wooddell if he would come 
forward. 

Would you have a seat directly in front of us, here, Mr. Wooddell ? 

Would you state your full name, now, and your address, and your 
position or occupation, please ? 


STATEMENT OF WILLIAM IRVIN WOODDELL, STAUNTON, VA., 
DEPARTMENT ADJUTANT QUARTERMASTER, VETERANS OF 
FOREIGN WARS, STAUNTON, VA. 


Mr. Wooppett. My full name is William Irvin Wooddell. My 
home address is 729 Burwell Avenue, Staunton. My office address 
is 7 South Market Street, Staunton. I am the department adjutant 
quartermaster of the Veterans of Foreign Wars. 

Mr. Epmonpson. Mr. Wooddell, have you had experience with the 
direct-loan program and the VHMCP program and their operation 
in the State of Virginia? 
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Mr. Wooppetu. Yes, sir, I have. 

Mr. Epmonpson. Would you care to make a statement in connec- 
tion with the operation of the program in this State and in this area ? 

Mr. Woopprt. Mr. Edmondson, I would like to state that my ob- 
servation of the program in the State of Vir ginia seems to be one, or 
is one, that much time is consumed in getting the loan through. A 
large number of forms are required in processing the loan. And in 
some cases, it seems to me that the costs incident to the loan are 
excessive. 

I have one case in particular that I would like to refer to the com- 
mittee, to be used as an example case. That is the case of Mr. W ilson 
8. Robinson, who made application for a direct loan, and the Veterans’ 
Administration, instead of permitting him to have the direct loan, 
which they could not do, it seems, because an attempt must first be 
made to secure a private lender, then referred his application to the 
voluntary home mortgage credit program. And from the VHMCP, 
his application was referred to the Home Mortgage Corp. of Rich- 
mond. 

Mr. Robinson made his downpayment of $200, or 2 percent, which 
is the minimum required by the Veterans’ Administration. He also 
paid his $20 contract application fee. 

He was informed, through the real-estate agent handling the case, 
Mr. Wilson L. Agnor, that he would be required to pay a $300 closing- 
out cost. 

Mr. Robinson’s application stated that he had $800 eash in bank. 
The check for $200 was submitted as the downpayment, and he was 
then informed by the Home Mortgage Corp. that due to his 

age it would be necessary for him to put up $300 more, which would 
make a total of $500, That amount, plus the $300 closing-out costs, 
would appear to absorb all of the money that he had in the bank. 

So the question was raised in Mr. Robinson’s case that to produce 
the extra $300 for the downpayment, making the total of $500, would 
work a hardship on him; and for that reason, he felt that he was en- 
titled to the direct loan rather than the GI guaranteed loan. 

Now, those, briefly, are the statements in his case. And of course, 
there are various factors that enter in. Being age 47, the lender 
feels perhaps that his age is mature. But I would like to point out 
that this man was drafted into the service of our country, and at 
that time he had a family, his wife and three children; nothing said 
about his age so far as militar y service was concerned, about his ‘being 
tooold. And certainly now that he has made application for a direct 
loan, and finally is offered the guaranteed loan, he feels that the ques- 
tion of age should not enter into his case. 

Se we would like to peint out in particular that if this case is ac- 
cepted and the Veterans’ Administration will not grant the direct 
loan as it stands at the present time, a hardship is going to be worked 
on Mr. Robinson. It will cause a hardship in his case, due to the fact 
that he has a son in military school and he has another son in high 
school. He also has one son in the Marine Corps. 

Mr. Enmonpson. Does he have a house picked out to buy now? 

Mr. Wooppei. He has a house that is already built that he has 
selected. And the question of the 2-percent dise ount enters particu- 
larly into this case, in that the seller has offered to sell this home to 
Mr. Robinson at a price of $10,000, and that price has been agreed 
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upon. The agent is to receive his commission, which in this case 
happens to be 5 percent, or $500. 

The Veterans’ Administration is requiring this 2-percent discount. 
The seller does not feel disposed to raise the price on this property, 
which he cannot lawfully do, to cover the 2-percent discount. The 
agent in the case wants his 5-percent commission and will not give 
the $200 out of his 5-percent commission to cover the 2-percent dis- 
count. And as it stands, Mr. Robinson cannot purchase the property. 
And that is the stalemate in his case. 

Mr. Epmonpson. Have all of these facts been brought to the VA’s 
attention now ? 

Mr. Wooppet. I would not say that the final analysis of the 2 per- 
cent has been presented to them. I do not know about that. 

Mr. Epmonpson. As to the seller’s unwillingness to pay the 2 per- 
cent, you do not know whether that has been brought to the V.A’s at- 
tention or not? 

Mr. Wooppett. No, sir, I do not know. 

er Weaver. What correspondence do you have with the VA on 
this? 

Mr. Wooppe.u. I have a copy of the letter with reference to the 
setup. I mean with reference to the obtaining of the loan in Mr. 
Robinson’s case, which letter was submitted to the real-estate agent, 
Mr. Agnor. 

Mr. Epmonnson. How long has it been since Mr. Robinson sought 
the direct loan in the first place? 

Mr. Wooppetyi. January 4, 1956. 

Mr. Epmonpson. January 4 he made his first application in con- 
nection with it? 

Mr. Woopnetu. That is the date of the approval, or when the form 
was submitted. I believe I am correct in that. The real-estate agent 
can inform you better on that question. 

Mr. Epmonpson. Do you have any questions, Mr. Shuford ? 

Mr. Suvrorp. I would like to boil this thing down a little, Mr. 
Wooddell. Mr. Robinson selected a home. He made application for 
a guaranteed loan. 

Mr. Wooppet.. First for a direct loan. 

Mr. Suvrorp. First for a direct loan. Then he was advised by the 
VA that he could not get the direct loan; he would have to have a 
guaranteed loan. 

Mr. Wooppetu. Correct. 

Mr. Suvrorp. That was by submitting the case to the Voluntary 
Home Mortgage Credit Program. And he was therefore informed 
that someone would take his loan, some finance company, with a 2- 
percent discount; that the appraisal of his property was satisfactory 
to the VA; that the price was $10,000, and the appraisal was $10,000. 
But since the seller would not pay the 2 percent, that the loan could 
not be effected. 

Mr. Wooppet.. That is right. 

Mr. Suvrorp. That is the case in a nutshell; is it not? 

Mr. Wooppety. That is correct. 

Mr. Suurorp. As a result, he is unable to purchase the piece of 
property that he has selected. 

Mr. Woopveti. That is correct. 
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; Mr. Suurorp. That is all, Mr. Chairman. 

Mr. Epmonpson. Did you have any questions, Mr. Jenkins? 

Mr. Jenkins. Yes, Mr. Chairman. 

I would like to ask you if you have in your possession a letter from 
the lender with regard to the 2-percent discount. 

Mr. Wooppeti. Idohave. I havea copy of such a letter. 

Mr. Jenkins. Does that letter mention who should pay that 2- 
percent discount? If so, would you read that to the committee ? 

Mr. Wooppetu. The letter from the lender does not state who shall 
pay that, but the Veterans’ Administration does have a copy of the 
letter from the VA, which states who must pay it. 

Mr. Jenkins. Did the lender ask the seller or the realtor to pay that 
2 percent ? 

Mr. Wooppeti. The real-estate dealer has been informed, and also 
the seller, that the 2 percent must come from somewhere. 

Mr. Jenkins. That isall, Mr. Chairman. 

Mr. Epmonpson. But from the standpoint of the veteran, the dis- 
count is not the only problem in this case, but also the fact that a 
downpayment requirement of 2 percent has been raised to 5 percent 
in his case on his supplied information that he had $800 in the bank; 
is that right? 

Mr. Wooppet.. Well, I wouldn’t state that it was based on that. 

Mr. Epmonpson. But it would appear quite a coincidence that it 
developed that way. 

Mr. Wooppe.L. It is a coincidence that it should be like that. And 
I might state that the purchaser, or the veteran, is now offered, in this 
$10,000 propositoin, 5 percent downpayment with $9,500 guaranty. 

Might I state this: that the $300 closing-out cost in my opinion is 
excessive. There are various items that enter into those costs, and in 
trying to get a breakdown of this from the representative of the lend- 
ing agency it seems that the costs vary in various positions, due to 
the length of time required in various localities in the checking of 
titles. I am informed that in the city of Richmond they must go back 
as far as 60 years. I have had titles checked for real estate which I 
possess, and I do know that the attorney’s fee in particular, in the pur- 
chases of real estate that I have made, has been considerably less than 
the fees in some of these cases. 

Mr. Epmonpson. And do you have any further cases to call the com- 
mittee’s attention to at this time, sir ? 

Mr. Wooppetu. No, sir. Not at this time. I do have some cases 
that can be presented with reference to closing-out costs, by way of 
comparison of this $300. But I do not see that that would be too 
) pertinent at this time in reference to this particular case. 

Mr. Epmonpson. Have you had any experience with reference to 
the period of time to obtain direct loans, in cases of which you have 
knowledge? 

Mr. Wooppetx. I have had no direct experience, but I have been in- 
formed by veterans all over the State of Virginia concerning their 
problems, and I do cover the entire State, that it takes a considerable 
period of time to get their loans through, and in many cases they with- 
draw the loan because of the time element and make provisions for 
loans elsewhere, because the piece of property must be disposed of that 
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the veteran has selected. And in order to get that piece of property, 
he cannot wait until the GI loan is approved, and therefore, other ar- 
rangements must be made in order to secure the purchase of that real 
estate. 

Mr. Weaver. Mr. Wooddell, you would state, then, that in view of 
the time it takes between when an application is submitted until it is 
closed, in many instances the veteran loses the opportunity to purchase 
the home because of that time lag ? 

Mr. Wooppers.. That is correct. Let us take the position of the 
seller of the property. He has found another piece of property that 
he likes. A man, we will say, owns his own Sut He has found 
another piece of property. He must turn that property he now owns 
into cash, so that he can make his payments on the other piece of 
property. In order to secure the other piece of property, the deal 
must be consummated as soon as possible, and he cannot wait for the 
period of time. 

Mr. Weaver. Thank you. 

Mr. Wooppett. I wikhd like to state this: that the forms that are 
required by the Veterans’ Administration further complicate the 
problem of the veteran. Until he gets all of his forms filed, he is so 
choked with redtape that he does not know which w: ay toturn. And 
I have counted, in this particular case, 19 different pages of forms 
that are required for this veteran to complete this loan. And there 
could be others that I do not have. And TI have samples of all of these 
forms for the benefit of the committee, if you would like to have copies. 

Mr. Sxurorp. Do you happen to have a breakdown of the $300? 

Mr. Woopett. I could not get that breakdown, no, sir. 

Mr. Suvrorp. Is that title examination, title insurance, and various 
other costs ¢ 

Mr. Wooppe.y. And various other costs. 

Mr. Suvrorp. Could you supply the committee with that break- 
down ¢ 

Mr. Wooppets.. Not in that particular case, no, sir. I tried to get it, 
but I could not. 

Mr. Epmonpson. Do you have a copy, Mr. Wooddell, of the different 
forms required in the instance of this particular loan? 

Mr. Wooppetx. Yes, sir, I do have. 

Mr. EpmMonpson. I wonder if you could supply the committee with 
those forms. 

I think if there is no objection, a set of these forms will be included 
in the record at the conclusion of your testimony at this point. With- 
out objection, it is so ordered. 

(The material referred to follows :) 


a i SR mei SN 
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VNC Form No. 2 ‘Rev.) Fore approved 
‘ 


- Neme of applicant: 
« Present mailing address; 


- TYPE OF LOAN (Check (a) or (6), or both if appropriate.) 


+ PURPOSE OF LOAN - The proceeds of the loan applied for are to be used to 


- TYPE OF OCCUPANCY (Check ome.) 


. DESCRIPTION OF PROPERTY (1f house is te be built, enclose set of plane and specifications). 


7. PROPERTY AND LOAN CHARACTERISTICS 


8. PERSONAL AND FINANCIAL STATUS OF APPLICANT 







Vv Budget Bureau No. 63-R659. 
Voluntary Home Wortgage Credit Progra: 


For office use only 
ASSISTANCE APPLICATION FOR AID IN OBTAINING A LOAN 
(See inatractions on reverse side) 


To assure prompt processing, fill in completely four copies 
of this fore, retain one and return three to: 


Region IV 

Voluntary Home Mortgage Credit Program 
Room 627, 1001 Vermont avenue, N. *. 
Washington 25, D. C. 





(Lest nane) (Firet name) (middle name) 





(street address) (ea ty) (State) 


(a) The applicant is eligible and willing to apply fer s loan guerenteed by the Veterans Administration 
(b) The applicant is willing te apply for a loan insured by the Federal Housing Administration. 


(Check either (a) or (b) end ome of the boxes under the item checked.) 
(a) [ ] finance new dwelling to be built 
4 on land owned by applicant which is valued at $ 
on lend to be purchased which will cost $ 
(b) .. ] finance purchase ef existing dwelling 
previously occupied. 
not previously occupied. 


- The dwelling is for owm cccupancy; a Reatel. 


(a) The property to secure the loan is located at (give full address): 





(Street address) (city) (County) (State) 


(b) The lot hes « frontage of feet on. sss Street, and extends beck .____._ feet, or 
(otherwise describe approziaate lot size) 





le 


- 


Street improvements - (1) Curbs: Cj Yes; [ ] No. (2) Sidewalks: [ ] Yes; [ ] No. 
(3) Sereet paved with (specify): 


(a Ueilicies - (1) Water-supply systea: { } public; [ ] community; [ | individual. (2) Sewage disposal 
systes: t 4 public; {J communi ty; LJ individual (specify): 











(3) Gas: Yes; CJ No. (4) Electricity: [ }] Yes; [ ]} No. 

Ce) Dwelling - (1) When built (if an existing dwelling unit): __ (year). (2) Type of construction: 
{] frame; C] brick veneer; [ ] masonry; [ ] CUR cis (3) Dwelling designed for fami - 
lies. (4) Totel aumber of rooms (excluding bathrooms): Ss. (5) Number of inside bathrooms: ; 
(6) Approximate floor area (outside dimensions exclusive of porches): _-___ square feet. (7) Is there 
® garage? (8) Cam the house be expanded to « larger size at « later date? . (9) Number 





of bedrooas:__._.. (10) Type of heating: [ } hot water; { } hot air; [ } radiant. 
rm 2 


(a) The purchase price (or estiaated cost of the completed dwelling, including land) is $ 
(b) Estimated annual real estate taxes (including present special assessment payments): $ 
(c) The amount of the loan desired is $ 


(d) The term of the loan desired is years. 





(a) Age of applicant: years. Merried: [ ] Yes; [ ] No. Age of spouse: years. Are you living 
with spouse? [ ] Yes; Cj No. Number of dependents (other than spouse):_w#§_§. Ages of dependents: 








(b) Employment: 











Applicant employed by: SS Sprouse employed by: 

tt eS A a aA NRSRNETERS 
A WO OF YES - No. of yrs: 
Position occupied: 0 CséiPsitiion occupicd: — 
NN NE tiem Annual salary: $ ; 

Other income; $ per yer. | tt i 
Source of other income: 0 sé: of other’ inccomee:: 





* If im present position for less than 2 years, list previous employment. 


(Over) 
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8. (b) Employment (Continued): 























Empioyer (applicant): = — Employer (spouse): as 
Address: __ Address: ms siteatiiaee 
Position: Yrs.: Position: aad Yrs.: seis 
(c) ASSETS LIABILITIES 
Cash on hand or in bank: $ Bills owed: 6s neuen 
Savings Bonds; s Auto and other installment loans 
Auto - meke: rs: $ owed: Di cathcacitedl tadiniah beitalie 
Furniture and other assets: s ——_. Mortgage on real estate owned: Ea 
Stocks and other securities 
(cash value): $_________ Total debts; s a 
Reel estate owned: $ oS Payments per month 
Equity in real estate owned; Ee Se a 
Life insurance; $_.__Cash value; $ 7 
Totel assets: $s 
(d) If the house is to be built, are you desling with a builder or general contractor? [ | Yes; { ] No. 


If no, explain to what extent you will let subcontracts, hire labor, or do the work yourself, and what 
experience you have which qualifies you to do this. 


Remarks (including additional information which would be helpful to a financing institution in considering an 
spplication for « loan): 





IMPORTANT 


IF THE HOUSE TO BE PURCHASED IS (Signature of applicant) 
COMPLETED, ATTACH A PHOTOGRAPH 

OF THE HOUSE AT LEAST 2K BY 3X 

INCHES IN SIZE. (Base) 








INSTRUCTIONS 


If, afer reading these instructions, you have difficulty in providing the information requested, itis suggested 
the~ you seek assistance from your local financing institution, builder, or realtor. 


Itee 3. Check both (a) and (b) if you are a veteran and eligible and willing to negotiate for either « 
VA-guerenteed loan or an FHA-insured loan. 


Item 6(b). If irregular sheped lot, describe shape of lot and give approximate dimensions of sides. 


Item 6(d)(1). Check “public” if water system is owned by public body. Check “community” if water system is 
owned by private groups. Check “individual” if the water supply consists of « well on the 
property. 


Item 6(d)(2). Under “individual”, specify “septic tank", etc., or “none” for outside toilet. 


Item 6fe)(1). Enter approximate year existing dwelling was constructed. If dwelling is to be constructed, 
leave blank. 


Item 6(¢)(6). Compate approximate square-foot floor area by using measured length of exterior walls. Include 
ares of all spaces above basement or foundations. For two-story dwelling, add to the first floor 
area thet of the second floor. In a half-story, include only floor sreas where ceiling height is 
five feet or more. Close approximations of square-foot area will suffice. 


7(«). If the dwelling is to be constructed, add to the cost of the land the amount of the contractor's 
bid, or, if you ere operating as your own contractor, add the sum of the bids by the various 
subcontractors. 

7(@). "Term" of the loan refers to the number of years over which the loan is to be repaid. 

8%). Under “Annual selery", enter estimated annuel amount (before income taxes) based on current rate 


of earnings. 
Under “Other income (annuel)", list the amount received during the pest 12 months. 


8c). Uader “Lisbilities", where the amount is substantial, an explanation under “Remarks” as to what 
they ere and how payable would be appropriate. 


8d). If you plen to do much of the work yourself in building your house, explain what experience you 
heave in this kind of work. 





] 


i 
. 
: 





: 
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FIRST MORTGAGE CORPORATION 
RICHMOND, VIRGINIA 


I HEREBY MAKE APPLICATION for a loan in the AMOUNT of FHA 


Si at MA Bic cccecicocncnstsniece inks: CR DC EEE” Win ccecneemmeicrnea I 
BNE RE BG crete %, for a TERM of ~------__ yrs. on property I purchased 
i casa bnieeaeabameines Tor Ths 26m OCD. on 
and submit for your consideration the following information: 
a Eee ee paella 
a ns a Satchel etiiceh On) Bs nh ddale te 
I ise dicccciec ced ltd aL tihbtiinn PRG ROOR 565th disse dedi 
Pignieieey: ONG ok be tei ct Tek Dio iesesitnc Date employed___..-_-__-_ 
RIND: CR NOR sii kitties Isic sotttntinacnbiebanneaten 
SPER NE ia kid ee ie ied denies 
No. of Dependents_____-~ Agen: Wife..._,; Ohildrems.., 5c , Others______ 
DIRSET. OP Wet eS en How Long Married :__._---__-__ Years 
I RW io ne et fae OR oa cae a Staal el. NOs 
Position Held... ......... Date Employed_____-__-__- Salary $_.- ~~ DOP iss 


For VA LOANS 


ee es ed NE ie ices Pisce of Births... 
Date entered service______-_ Date separated________- Rank_-_____ Branch__-_.- 


Separated for convenience of Government( ) or (Explain) 


FINANCIAL STATEMENT 


ASSETS 

Clit ORs TOO 6s ee sks. bear QR em mnnciioceces ete ed eee 

I te ceo iinicini mm minnicien ‘Tye G8 DOW coscccctcmesecn 

Balance $__-.. ~~ Bonds, Stocks Etc.,..._.__.__ ein ca timate Eiki Weeden ciate csc 

er is sierlcin is Ses aitelia COON BR icrcicintcesibie se 

I Te NID ois sc. ccnp es Telesoiean ss cocaine as pins cnivein PF PO hn se ctecsnioreiics 
LIABILITIES 


Misc. Accts. payable $____ @ $____ Per Mo. Notes Payable $____ @ $____ Per Mo. 
ESTIMATED NET WORTH: $ 


INCOME 
a NN a Other Income $........._- Sonress. 
ANNUAL EXPENSES 


Fed. and State Income Tax $___- Life Ins. Prem. $___._ Payts. Other Loans $___- 


Previous ANNUAL HOUSING EXPENSES CREDIT REFERENCES 
Mortgage Payment or Rent_. $__------ I heise daies coaceeetooen eon aaaen angina 
it tia ianiciacicienininbsaxcanuiiy TR eiiceee ai ck aa ce a 
a a lala iat Wcities PN ptt ol ke ee eee 
Water, Gas, Electricity.__._. $_-----~- PI re cenentcict hee kikt ee wedob tee mnie asananigninat 
I i iia cmniinins Di achac ie sees SOMME TEL a BI cera bla rn ta Lach bncieninniceceniiipiionineianeghiios 
NE ita icitatihaitsincinien tien ae inch gieehsidichsinipcthianiaanaaaalitcaaes 
SECURITY 
i i ic, Legal Description—City ( ) County ( 
LOT fronts______ ft. on the--___- side of the streets with a depth of______1 feet 
ied a re St. 


BUILDING: Existing Construction ( ) Under Construction ( ) Proposed 
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Construction ( ) Electricity ( ) Gas ( ) Sewer ( ) Septic Tank ( ) 
ee oon eesti Water Supply: Public ( ) Private (_ ) 
Age of Property____- 926, ee ee Sq. Ft. Type of Construciton__________ 
Reel o.sscsscssn.~ No. of Rooms........<scje0sses Dia inn aee~mnae Bathe...... 
Kind of heat & fuelu__....--..--- Single ( ) Duplex ( ) Four-Family (_ ) 
NR Estimated Taxes $____._____ Insurance $........-_ 
Stories above basement__.__ Zia Peceruen 16 pew O..- 
GCOOUrANc:: Gunner ( »). Dee. 1 Baa +... ..... Per Mo., 
PRG. DOAN S.W.- n Held by 


Idonot ( )do¢  ) own four or more dwellings which are subject to mortgages 
insured under any title of the National Housing Act. 

To the best of my knowledge and belief the above statements, information and 
descriptions are in all respects true, correct, and complete, and I agree to pay 
the out-of-pocket expense of the First Mortgage Corporation incurred in process- 
ing this application. If, upon receipt of your commitment to make the loan 
applied for, I should deeline to aceept it, I agree to pay you 1% of the principal 
amount of said loan for your services in processing this application. It is further 
understoed and agreed that if this application is approved title to the property 
is to be examined by the attorney designated by you and that I am to pay all costs 
in connection with the closing of the transaction including the title fee. 


(Date) (Applicant) 
Monthly payment: Prin. & Int. $____, Taxes $____, Insurance $____, Total $____ 
Closing costs: Appraisal $______ Credit Report $______ Title Policy $_____- 
Insurance $______ Survey $_____- Recording costs $_._____ 


First MorrGaGe CorPoRATION 
912 East Main Street 
RICHMOND 14, VIRGINIA 


Re request for verification of employment. 
Memmiovee <.22.0352.2 ce telek ckewe 
RI cascada cites cnccncicin das eases tiademenes 
Attention: Personnel director. 


DEAR Srr(S): The above party has applied to us for a loan toe be secured by his 
(her) home and advises us that he (she) is employed by you. 

We will appreciate your forwarding us confirmation of his (her) employment 
status for our confidential use. A space is provided for your reply on the lower 
portion of this form, but you may use any method of acknowledgement most 
convenient to you. 

Your prompt reply will be sincerely appreciated by us and your employee. A 
business reply envelope is enclosed for your convenience in mailing this to us. 

Please furnish information requested. 

Very truly yours, 





, 
New Business Department. 





ae (Employee) 
[Please reply in duplicate] 


First MortTGAGE CORPORATION, 
Post Office Bor 6-B, 

Richmond, Virginia: 
The following is furnished you in strict confidence as requested above: 
Length of time employed 
InN UN NONNUIIR eke rcm t  seaunca snowmelt ccpeebkn asioonmuseecsboben 
Base salary: Per Year ( ) Month ( ) Week ( ) Hour ( ) (Check 
UN mh eli eb Ah eee cee eentannne Bobble 
Approximate annual earnings for overtime work _________-____-__. ne 
Probability of continued employment and other remarks 


(Please sign, show title) 
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First MORTGAGE CORPORATION 
912 East Main Street 
RICHMOND 14, VIRGINIA 


Re request for verification of deposit. 
Depositor 
Address 


Dear Sir: In an application made to us for a loan, the above party indicates 
that he (she) has a balance on deposit with you as follows: 


Account in name of Type of account Balance______- $-—- — —- 


We will appreciate your forwarding us confirmation of this deposit for our 
confidential use, together with any other information that may assist us in 
making this loan. A space is provided for your reply on the lower portion of 
this form, but you may use any method of acknowledgement most convenient 
to you. 

It is understood that any statements on your part or on the part of any of your 
officers as to the responsibility or standing of any person, firm or corporation 
is merely a matter of opinion and given as such, and solely as a matter of cour- 
tesy, and for which no responsibility is attached to your institution or any of 
your officers. 

Your. prompt reply will. be sincerely appreciated by us and your depositor and 
a business reply envelop is enclosed for your convenience in mailing this to us. 

Please furnish information requested. 

Very truly yours, 


New Business Department. 





(Depositor) 


Frrst MorTGAGE CorPorATION, 
Post Office Box 6-B, Richmond, Virginia: 
The following is furnished you in strict confidence as requested above: 
cel ancien lemons bcincnmeregndenctelapirnareiin bassin 
Fee CIENT. oso: scsi COREE einen RCC 0... — cate enicesin tenn es 
Date account opened if less than 2 months old___________________- 
Approximate average balance during past 2 months $____-___-__.--_------_---. 


Amount of loans outstanding to depositor: Secured $____.._-____. 
Unsecured $ 


Date 


Mita ey og" (Please sign, show title) 


ick tn cetataci hes aemaavaed , 19 


-—-—=—s 


In re proposed borrower: Property location. 


First MortTGAGE CORPORATION, 
Richmond, Virginia 

DeAR Stirs: In connection with the above application, in event of approval of 
the loan, in order to enable you to place the loan with an investor and issue a 
commitment to close, the undersigned hereby agrees, as builder or seller of the 
property (or as authorized agent for either or both), to pay ___._% discount, 
based on the principal amount of the loan closed, with the further agreement that 
no part of this discount will be paid by or charged to the borrower. 


(Builder or Seller 


(Name of proposed borrower, property location, and percent of discount must 
be filled in before this form is signed.) 


73604—56——_2 


mene i amnwmeernm mee eS Of ies mA LET TET RAM LATAW TE FAST Sin Ere Ty A 921 Rg 
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In re application for mortgage loan property. 


First MORTGAGE CORPORATION, 
912 East Main Street, 
Richmond, Virginia. 

GENTLEMEN : It is understood by the undersigned that First Mortgage Corpora- 
tion, in accepting and processing this application, is assuming no obligation to 
close the loan unless it finds a satisfactory market therefor. 

Very truly yours, 


Form approved. 
Budge Kooree 


‘No. 76-R37i.1 















VETERANS ADMINISTRATION 
REQUEST FOR DETERMINATION OF ELIGIBILITY 
AND AVAILABLE LOAN GUARANTY ENTITLEMENT 


INSTRUCTIONS: 


A. This form is used by veterans to request VA to establish |cates must be returned to the Veterans Administration for 
eligibility for Loan Guaranty benefits and to determine the | cancellation. 
amount of entitlement to such benefits. It is used whether the C. In addition to any Certificate of Eligibility previously 
entitlement arises from World War II or from service on or after | issued, there should be attached to this request the veteran's 
June 27, 1950, or both. However, if you are now on military | original discharge or separation papers from the latest period of 
duty, you may establish entitlement based on such duty only | service (see item 5). If you are in doubt regarding the 
by filing this form after you are discharged or released. documents to be submitted with this request, you con- 
tact the Loan Guaranty Division of the nearest Veterans Ad- 
B. Attach to this request the Certificate(s) of Eligibility, if | ministration Regional Office for that information. 
any, previously issued to you. You are hereby notified that D. Veterans lacking proper discharge or separation papers 
certificates of eligibility relating to World War II entitlement | should apply for them to the branch of military service involved. 
are not valid if you are — for loan benefits by virtue of |In this connection, any VA Contact Representative will assist 
active military duty on or after June 27, 1950, and such certifi- | you in procuring such papers. 


| LAST NAME—FIRST NAME—MIDOLE NAME OF VETERAN 


Veterans Administration, 
ATTN: Loan Guaranty Division, 


211 W, Campbell sponse 











































4. MILITARY SERVICE DATA 


The veteran requests the Veterans Administration to determine his eligibility and the amount of entitlement evailable to him by virtue of 
he following ) of active militery duty. (List all periods of activ® military service, any part of which was on or after September 16, 1940 
Lae the last per: of service on line 4A, and prior periods in descending sequence ) 


PERIOD OF SERVICE NAME 
(Show your name EXACTLY as it appears on 
|__cavernow | ate To | your discharge papers for each period of service) 













& IN SUPPORT OF THIS REQUEST THE FOLLOWING COCUMENTS RELATING TO MY LATEST PERIOD OF SERVICE ARE SUBMITTED HEREWITH (Check) 


DISCHARGE OR SEPARATION PAPERS DISCHARGE OR SEPARATION PAPERS 
FROM WORLD I! SERVICE FROM SERVICE ON OR AFTER JUNE 27. 1950 










NOTE.—If, instead of the discharge certificate, you received DD Form 214, METEORS Perey: 900. or similer form or form letter in lieu of discharge upon 
your release from the latest period of active military duty, complete items 6A and 6B. 

















6A. ARE YOU NOW ON ACTIVE MILITARY OUTY? 6B. WERE YOU ON ACTIVE MILITARY DUTY ON THE DAY FOLLOWING THE DATE OF SEPARATION IND)- 
CATED IN THE PAPERS SUBMITTED? 
Ov Ovo Ov Ov 


A. tS THERE A CERTIFICATE OF ELIGIBILITY FOR LOAN GUARANTY OR DIRECT LOAN PURPOSES ENCLOSED? 

0 yes 0 NO (it “No,” complete items 7B and 7C.) 

7B. HAVE YOU PREVIOUSLY APPLIED FOR A CERTIFICATE OF ELIGIBILITY FOR LOAN GUARANTY OR DIRECT 
LOAN PURPOSES) 






ADDRESS OF VA REGIONAL OFFICE INVOLVED 


Oo Ct" Yes,”’ give location b 
ves nO of VA Office involved) 
TC. HAVE YOU PREVIOUSLY RECEIVED SUCH A CERTIFICATE OF ELIGIBILITY? 


0 ves 


GA. HAVE YOU PREVIOUSLY SECURED A VA DIRECT LOANT 


Owe Cn otek tucdine oestion » 
. 











0 art “ty * five location 
NO of VA Office involved) 











@B. HAVE YOU PREVIOUSLY OBTAINED LOAN(S) WHICH WERE GUARANTEED OR INSURED BY VA? 


0 Ut “Yes,” give location 
ves "Oo of VA Office involved) 


ee 4-1880  custine stocks oF va FORM 41900, NOV 195, WILL BE USED. sai U. 5. GOVERNMENT PRINTING OFFICE : 1884—O-314017 
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form 
Budget a No. 76-R138.4 
VETERANS ADMINISTRATION 


FOR HOME LOAN GUARANTY OR INSURANCE 


for PRIOR APPROVAL of « home joen 
‘eterans ; DUPLIC. should be retained by lender 
credit report on the veteran end either the veteran's 
especial ceases. such #8 loans to refinance delinquent 


—- < poned exterior 
ih the VA regional office in 
| TO BE PROCESSED UNDER (Check) 
os sec 
= () mm () 
j 


| [ sec sec 
sm (ec) 4 


‘The undersigned veteran and lender hereby epply to the Administrator of Veterans) Affairs for 
a} GUARANTY 0 INSURANCE of the loan described herein and severally agree thet the Regulations promulgsted pursuant to Tithe IIL, Servicemen’s Re- 
adjustment Act of 1944, as amended, and in effect on the date said loan is approved for queranty or insurance shell govern the rights, duties, end Hebilities of the partics 


1. PURPOSE, AMOUNT, TERMS OF AND SECURITY FOR PROPOSED LOAN 





PURCHASE EXISTING HOME 0 CONSTRUCT A HOME—PROCEEDS TO [) PURCHASE EXISTING HOmME— 
PREVIOUSLY OCCUPIED BE PAID OUT DURING CONSTRUCTION J MOT PREVIOUSLY OCCUPIED 


OTMER 








nclude lot and block numbers and subdivision name) 





7 AMOUNT OF LOAN | ~~ 4. TERMS OF PROPOSED LOAN 


A eee eniianh ier i . . 
| 4A. PAYMENTS TOBE MADE (Check) 48. AMOUNT OF PAYMENT ] « RATE OF inTEREST |@ PROPOSED MATURITY 
| (including interest) PER ANNUM 


Quar sem ) ANNU. 
5 0 MONTHLY { TERLY anmuaury L_} ALLY 1 PERCENT 
5 TvPe OF LIEN (Reg. 96.4951) i ie eat ia : 


FURST REALTY [7] SECOND REALTY oO FIRST CHATTEL m r—) OTHER 
MORTGAGE LJ morToase MORTGAGE LJ UNSECURED LJ (Specify) 


‘O PROPERTY WILL BE VESTED IN THE FOLLOWING PERSON(S) 


0 0 OTHER (Identify and state 
VETERAN D VETERAN AND SPOUSE interest of each person) 


7 ESTATE IN PROPERTY WAL BE (Reg. 36.4350) i. 


0 LEASEHOLD (Give [7] OTHER 
FEE SIMPLE expiration dete) LJ (Specify) 





"HiBE NONREALTY. IF ANY. TO BE ACQUIRED WITH PROCEEDS OF PROPOSED LOAN 





7 APPRORIMATE ANNUAL | 10 APPROMIMATE ANNUAL HAZARD INSURANCE | [1A APPROXIMATE ANNUAL SPECIAL ASSESS - T 11S TOTAL UNPAID SPRE) 
REAL ESTATE TAXES PREMIUM } MENT PAYMENT ASSESSMENTS 
| } 


i. PERSONAL AND FINANCIAL STATUS OF VETERAN 
1 MARITAL STATUS (Check) ~ “ 


mo c) NEVER - 
LJ} wannieco LJ mannieo |) wiooweo O DIVORCED oO SEPARATED _ 


2 OCCUPATION OF VETERAN CASH (On hand and on deposit) 


FURNITURE AND HOUSEHOLD 6000S (Approximate resale value) 
~"S WAME AND ADORESS OF VETERAN'S EMPLOYER 


AUTOMOBILE (Approximate resale value) 


sh value) 


LIFE INSURANCE (Approsime 


4 OCCUPATION OF SPOUSE U.S SAVINGS BONDS (Cash value! 





STOCKS AND OTHER SECURITIES (Cash value) 
"S NAME AND ADORESS OF SPOUSE'S EMPLOYER 


REAL ESTATE OWNED (Approximate market value) 


OTHER 
ASSETS + 
Cltemise 


© NUMBER OF VETERAN'S DEPENDENTS ANO THEIR AGES 


7. CURRENT MONTHLY INCOME 


SALARY 
(Report on either basis 7 we « 
preferably “take-hom 





INSTALLMENT OEBTS (Auto, furniture, 
appliances, television. etc ) 


oO TAKE HOWE 
MORTGAGE ON OTWER REAL ESTATE OWNED 
T 
O TAKE HOME 


a Denes _| : 


OTHER 
av - — oeeTs 
+ 


(ltemise) 


OTHER 
(Specity 


source) 


Torat |s 


10. AGGREGATE OBLIGATIONS ON WHICH VETERAN (S COMAKER, ENDORSER. 
OR GUARANTOR (Exclusive of those listed under item 9) 





VA FOR VB 4-1802 — surceseves va ronw «ime nov 19s WHICH WiLL MOT BE USED 





WA 


i 
{ 


= 
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| PURCHASE OF IMPROVED REALTY 























lcost of IMPROVEMENTS 
2 Caer | UNPAID BALANCE OM LAND 
yor. _— gira ——— — 


} REPAIRS, ALTERATIONS. OR I! IMPROVEMENTS (Existing dwelling unit) 


4 "REFINANCE E OELINQUENT IW INDEBTEDNESS ( (See 307. attach VA Perm - 1868) 
[ese or commmcr ~~ «*Y ORGINAL CONTRACT PRICE - 

5 REFINANCE UNPAID BALANCE OF LAND 

SALE CONTRACT (See. 36.4354) | 


6 TOTAL (come i through & } Cot ®» 


[cxeoir REPORT 









RECORDING FEES 


Aaanrc 7 = 





VA COMPLIANCE INSPECTION FEES me hoe 


Tsuvey 





Hrirue examinaTion 






[Tele msuRAMCE 
: 

7 CLOSING | 

CcosTSs 








ATTORNEY FEES 


















"ORIGINATION | CHARGE (See VA Fee ) Schedule) _ 











pcnsenemeeen - 
‘SPECIAL ASSESSMENTS 





8 PREPAID 
ITEMS 















CTwER CANBTYS (fe 
sheds ony —---- -= = a 
tiene tobe vincrred. 

©. 4.. junior liens, ee ali 

unsecured loans. | 

| ete . and describe — _ ~ - ————— = — 
| terms of repayment) | 


L Dice snlnetinniiein — 


10 LESS 











1) AMOUNT GF LOAN (item 9 lees item 10; Col. &> ee 


i2B. PURCHASE PRICE (// acquired other than by purchase, state “None’) 
j 

is 
1. DESCRIPTION OF PRIMARY LIEN 
(Fin in items 1 through 8 only if the Proposed loan will be secured by other than a first lien) 


s "MORTGAGE LOAN ACCOUNT (Check) 


12 IF LAND ACQUIRED BY | 12a DATE ACQUIRED 
SEPARATE TRANSACTION | 
FILL IN IZA AND 128 















| HAME OF HOLDER 





[7] BEMMOUENT Cit “dating ene,” oO ween 
2 SE Gomes A rong ©) SS eri 
A PRINCIPAL s 





8 TEREST 








3 DATE OF LIEN "| &. TERMS OF REPAYMENT 





D INSURANCE PREMIUMS: 





nh 
5 MATURITY DATE 6 UNPAID PRINCIPAL ie OTHER (Specity) 




















AS OF " = a eer 
” is o_o Se ie See 
7 PRIMARY LIEN'(Check) Tr CREDIT BALANCE é REAL ESTATE TAX AND | 
7). GUARANTEED OF ro wwsuReo TY pa ED OR INSURED | WSURANCE FUND IF ON DEPOSIT WITH LENDER | 


LJ INSURED BY vA BY FHA 





READ CAREFULLY BEPORE SIGNING 
_¥. MUST BE SIGNED BY VETERAN AND LENDER F 


THE UNDERSIGNED VETERAN CERTIFIES THAT 


The foregoing is true and complete to the best of my knowledge and belief; 
I now occupy or intend to occupy, es my home, the property described herein; 





r ~ 
IL } DO C) DO NOT have an application pending for guaranty or insurance of any other loan under Title III, Servicemen's 
Readjustment Act of 1944, as amended; 


1 0 HAVE ‘= HAVE NOT used my gueranty or insurance entitlement for other loans; 





I hereby authorize a charge against my entitlement of $_—______ 
allow the maximum amount of guaranty or insurance credit on this loa in. 


] SiGNATURE OF VETERAN —— = va - -- —_——$—$—$————— 


_, amd such additional sum as may be aveilable and necessary to 












DATE 


THE UNDERSIGNED LENDER CERTIFIES THAT ALL information reflected in this application is true to the best of my knowledge and belief. 
ate 





| name Amo ADDRESS OF LENOER 








HGMATURE AND TITLE OF OFFICER 









FEDERAL STATUTES PROVIDE SEVERE PENALTIES FOR ANY FRAUD, INTENTIONAL M’ ESENTATION, OR CRIMINAL CONNIVANC! 
CONSPIRACY PURPOSED TO INFLUENCE THE ISSUAN: OF ANY GUARANTY OR INSURANCE BY THE ADMINISTRATOR 





US GOVERNMENT PRINTINGOFFICE 199% —O- 351480 


ie eS atts 





ates an 


; 
j 
{ 
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VETERANS ADMINISTRATION 
REQUEST FOR DETERMINATION OF 
REASONABLE VALUE 


(Real Estate) 
INSTRUCTIONS: No request for eppraisal should be submitted to the VA on 
this form or otherwise, if a direct loan will be sought to finance the purchase or 
acquisition of the property. 

























Explanation to Lender, Builder, Seller, Owner, or No certificate of To all instances involv: proposed construction thie request must be accompanied 
Reasonable Value on new of proposed construction will be issued uniess the certift- exhibits consist hase it or contracts, Description of Meteriais 
cation on the reverse hereof has been executed by the builder of seller (if other than (VA Form VB4-1652, Form 2005). and drawing owing streets, walks, lot lines, 
the builder). If this request relates to an existing property which has been vi- location of dwelling. finished grades, plans, elevations and deta The quan- 
ously occupied, execution of the certification om the reverse hereof by the qa) tity of exhibits required and the aecessity for submission at other exhibits not enu- 
will be required prior to the issuance of » certificate of reasonable value if the re- _ merated above are set forth in VA Pamphlet 4A 8 and the Regional Office Bulletins 


quest is submitted or on behalf of the seller, on be required if the specifying requirements far both individual and committee cases. 
request is submitted by or on behalf of a veteran 










|. MAME AND ADDRESS OF FIRM OR PERSON MAKING REQUEST 





2 STATUS OF FIRM OR PERSON MAKING REQUEST (Check) 


0 LENOER O BUILDER 


3 PROPERTY ADORESS (Number and stree! or development location, city, county, and State) a & PROPERTY (Kind) 


CO HOME O FARM 





O Owe 


OD sponsor 















O BUSINESS. 











5. STATUS OF PROPERTY (Check appropriate items) 

















A PROPOSED B EXISTING PROPERTY — C EXISTING PROPERTY — 0. ALTERATIONS, IMPROVEMENTS. 
CONSTRUCTION MOT PREVIOUSLY OCCUPIED PREVIOUSLY OCCUPIED \ OR REPAIRS 











NOTE: If item 5B or SC is checked, complete item 6A or 6B. 
t COMPLETED (Check) 





O A. WITHIN 12 CALEMOAR MONTHS PRIOR TO THE _DATE HEREOF 0 B_ MORE THAN 12 CALENDAR 





INTHS PRIOR TO THE DATE HEREOF 








NOTE: If item 5A is checked, complete items 7 and 8. If item 5B is checked complete items 7 through 9B. If item 5C 
or 5D is checked, items 7 through 9B need not be completed. 


7. COMPLIARCE 'NSPECTIONS WILL BE OR WERE MADE BY | ©. NAME AND ADORESS OF BUILDER 


DC ema Ow 






[1] wo communnee msrcrons ¥ a i ee 
‘3A. MASTER TE OF REASONABLE VALUE OUTSTANDING ‘98. MASTER CERTIFICATE NO. 
Oo ves oO NO (if “Yes,"’ complete item 9B) 


NOTE: If iteiwn 5A, 5B, or 6A is checked, complete item 10. 
10. NAME OF WARRANTOR = x 










WARRANTY REQUIRED BY SECTION 36.4362 OF VA 
REGULATIONS WILL BE EXECUTED AND DELIVERED. 















Ti. NUMBER OF STRUCTURES 12 NUMBER OF OWELLING UNITS 








14 LEGAL DESCRIPTION (Continue on reverse) 





1S. TITLE LIMITATIONS INCLUDING EASEMENTS, RESTRICTIONS, ENCROACHMENTS, ETC. (Describe) 
















164A. OCCUPANTS NAME 17. VETERAN PURCHASER'S NAME AND PRESENT ‘ADORESS 


108A. BROKER'S MAME 











19. TIME AND DATE AVAILABLE FOR INSPECTION 2. KEYS AY (Address) 21. SALE PRICE OF PROPERTY (Insert 
AM ONLY on DUPLICATE. Original ’ 


Pm must not show this amount 
22. NOM-REAL-ESTATE (TEMS SUCH AS APPLIANCES INCLUDED IN PURCHASE PRICE OR COST (Enumerate and describe) 








ZB REMARKS (Continue on reverse, if necessary) 








24. On receipt of “Certificate of Reasonable Value” (e. 4, VA Form 41843), or advice from VA that a ‘Certificate of Reasonable Value” 
will not be issued, we agree to forward to the appraiser the eum of $ which we ere holding for this purpose. We also 
affirm that this request will be valid only as to the guaranty or insurance of a loan by VA. 








5A. NAME OF PROSPECTIVE LENDER 







258. ADORESS OF PROSPECTIVE LENDER 





TIA. SIGNATURE OF PERSON AUTHORIZING THIS REQUEST 


FEDERAL STATUTES PROVIDE . ores PENALTIES FOR ANY FRAUD, INTENTIONAL POSREPRESENT ATION, OR CRIMINAL COP ANCE o8 


CONSPIRACY PURPOSED TO I. THE ISSUANCE OF ANY GUARANTY OR I OR THE GRANTING OF ANY LOA 
ADMINISTRATOR 













DO WOT WRITE IN THIS SPACE—FOR VETERANS ADMINISTRATION USE ONLY 
SIGNATURE OF LOAN GUARANTY OFFICER OR DESIGNEE "A ™ 





NAME AND ADORESS OF APPRAISER 


rc 
















Norsz to Appraiszr: You are assigned to make an 
appraisal of the above-described property. Two (2) 
copies of each appraisal report form are required. 
No other copies are to be distributed. Your esti- 
mate of reasonable value is confidential and subject 
to administrative adjustment. Sign all copies of ex- 
bibits used in your analysis of proposed construc- 
tions; forward two (2) photos of existing buildings 
with your completed report. If you cannot complete 
this assignment in 5 days, please notify the Loan 
Guaranty Officer immediately. 






mu VB4-1805 SUPERSEDES VA FORM 4-1005, APR. 1903, WHICH WILL NOT SE USED. 
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CeRtivication Of Buttper on Setter: The undersigned builder or seller of the dwelling unit(s) as to which this request relates hereby 
certifies to the Administrator of Veterans’ Affairs that it (he) has not paid and will not pay to or on behalf of the veteran any of the 
expenses involved in the closing of the VA guaranteed or insured loan to finance the purchase or construction of any such unit which 
properly are chargeable to the borrower under section 36.4312 of Loan Guaranty Regulations. 

DATE ’ | SIGNATURE Ps “a _ S aa 





(U.S GOVERNAEENT PRINTING OFFICE 19-—O-398404 


we ee 


— 


seiko a 





i 
; 


aa in me set OES 
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Mr. Epmonpson. Does that complete your testimony ? 

Mr. WooppeEtu. Yes, it does. 

Mr. Jenxrns. I would like to ask two more questions, Mr. Chair- 
man, if you do not mind. 

Mr. Epmonpson. Yes, Mr. Jenkins. Go right ahead. 

Mr. Jenkins. Mr. Wooddell, this is one of ‘the cases you have docu- 
mented. Is thisa typical case that you run into with veterans through- 
out the State that you contact ? 

Mr. Wooppe.y. Yes, sir. 

Mr. Jenkins. This is not just an isolated case that you have docu- 
mented. This is a typical case of numerous veterans in this area ? 

Mr. Wooppetz. That is absolutely right, sir. 

Mr. Jenkrns. One further question: Do you have any correspon- 
dence with the Veterans’ Administration regional office in Roanoke 
as to what will happen to the veteran’s loan in case this 2 percent is 
not paid ? 

Mr. Wooppe.u. Not necessarily with reference to that. But I do 
have correspondence that states if this veteran fails to accept this offer 
of loan by the Home Mortgage Corporation of Richmond, he will be 
denied a direct loan by the Veterans’ Administration. He will be 
precluded from any further possibility of obtaining a loan through 
the Veterans’ Administration or with their assistance. 

Mr. Jenxins. In other words, if the seller or the real estate broker 
does not pay this 2 percent, and he does not close the loan with this 
firm located by the voluntary home mortgage credit program, then 
this veteran cannot get a loan for this house. 

Mr. Wooppetu. As it now stands, yes, sir. That is correct. 

Mr. Jenkins. Do you know of any other cases where this discount 
has been in excess of 2 percent? 

Mr. Wooppe... No, sir, 1 donot. But I have heard of cases where 
it was more. 

I would like to submit for the record a statement that was prepared 
and signed by our national housing chairman, who is a member of the 
National Housing Committee of the Department of Virginia of the 
State of Virginia. And I shall submit that to the chairman. I also 
have a statement here that was prepared by our public relations de- 
partment, which answers your question, Mr. Jenkins, in that it states 
that in some cases the discount is as much as 10 percent. I would like 
to submit this. Or perhaps you would like for me to read it, so that 
those in attendance could hear it. It refers to $135 million that the 
Veterans’ Administration now has available for direct loans, and they 
are not in the present situation permitted to make those loans. 

Mr. Epmonpson. I suggest that you read both of those for the in- 
formation of all present, including witnesses to follow, because we will 
want some comment from them on it. 


Mr. Wooppett. From our department surgeon, box 247, Spring- 
field, Va. 


Hon. W. I. WooppdELt, 
Department Adjutant-Quartermaster, 
Veterans of Foreign Wars, Staunton, Va. 
DEAR COMRADE WoOODDELL: Have been informed that a hearing will be held in 


Staunton at an early date relative to the difficulties that veterans are experi- 
encing in securing GI home loans. 


FEBRUARY 11, 1956. 
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As a member of the national housing committee of our organization, may I 
make the following observations: 

1. Lending institutions are requiring discounts on loans that discourage small 
builders and individual homeowners offering their property for sale under the 
GI financing. 

2. The long delay from time of application for GI appraisal and time of com- 
pleted appraisal being furnished the owners. 

8. Unusually long time for approval of loans to veterans. This delay dis- 
courages the average property owner in making such property available to 
veterans. 

The above are the outstanding complaints that I have received from veterans, 
builders and property owners. This condition in my opinion is general and is 
not restricted to the Commonwealth of Virginia. 

There are many builders, men who build 5 to 20 homes that will not build and 
sell under GI financing because of the restrictions of the act and the frequent 
and restrictive requirements imposed on them. These builders are all reputable, 
build good homes but cannot exist under present GI requirements. 

It is sincerely hoped that these hearings may develop the information required 
by the Congress in correcting a difficult situation. 

Yours in comradeship, 
Rosert H. RrNer, 
Department Surgeon. 


I would like to state that Mr. Riner prepared this statement at the 
request of Mr. Harrison, who was in conference with Mr. Riner on the 
7th day of February of this year. 

Mr. Epmonpson. All right, sir. Will you read that next statement 
that you have, then, identifying its source? 

Mr. Wooppvetx. The information contained in the next 2 statements 
is contained in 2 portions of what we call our Veterans’ Reporter and 
was prepared by our public relations department in Washington, D. C. 
The first section reads as follows: 


In Washington, Chairman Olin E. Teague, of the House Veterans’ Affairs 
Committee, said he will push legislation to make it easier for veterans to get 
direct loans to buy homes * * *. The Texas Congressman said he will intro- 
duce a bill to remove the Veterans’ Administration from the Voluntary Home 
Mortgage Credit Program. A veteran’s application for a direct loan under 
the Veterans’ Administration’s direct-loan program could then bypass the 
Voluntary Home Mortgage Credit Program. This group, composed of private 
lenders, was set up under Government sponsorship to help make home mortgage 
funds available in areas where private financing is hard to get. The VA mean- 
while, was voted $150 million this fiscal year for direct loans to veterans unable 
to obtain private financing. During committee hearings, officials of the Vet- 
erans’ Administration’s loan guaranty program stated that applications for 
direct loans are first referred to the Voluntary Program for a 45-day period to 
see if private financing is available. VA officials agreed this has been slowing 
up direct loans. They also said that so far this year about $135 million in 
direct-loan funds remain uncommitted and acknowledged it is possible much 
still will remain unused by the end of the year. 


The second portion of the statement reads: 


A House Banking and Currency Subcommittee headed by Congressman Albert 
Rains, of Alabama, recommended a return to no downpayment terms for GI 
home loans and immediate easing of other restraints on home-buying credit. 
It denounced as excessive and outrageous, the premiums charged by some com- 
mercial lenders to make loans on low-interest Government-insured home mort- 
gages. The subcommittee foresaw a sharp slump in home building unless curbs 
imposed last July 30 are rescinded. The subcommittee was sharply critical of 
mortgage discounts it said are being charged by commercial lenders. In some 
cases, the subcommittee said, the discount is as much as 10 percent. 


Mr. Epmonpson. Does that complete vour statement, sir? 
Mr. Woopperxt. Yes, Mr. Chairman. 
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Mr. Epmonpson. Mr. Weaver? 

Mr. Weaver. You mentioned the downpayment situation as it 
existed in Mr. Robinson’s ease. Are you aware of other instances 
where to sort of put the lever on the veteran, so to speak, they have 
required him to pay more money down because of the fact that he 
might have had more money to pay down? 

Mr. Wooppe.t. I would like to clarify myself in stating that I do 
not know that that is the case in Mr. Robinson’s situation. I say it 
is a coincidence that it is the same. 

Mr. Weaver. But it did require him to pay more down than was 
originally agreed upon. 

Mr. Wooppeti. I know of another case where a veteran called me 
voluntarily, day before yesterday, and told me that he was asked 
to put up money to a certain amount, to the extent of a certain 
amount, and it did create quite a hardship on him, but he complied 
with the request of the Nene agency one went through with all of 
the expenses that were imposed upon him. 

Mr. Weaver. And woul you be aware of any instances where, if 
the veterans did not have more to pay down, they may have suggested 
that his parents or someone else could help him? 

Mr. Wooppeti. Right offhand, I do not, Mr. Weaver. 

Mr. Epwonpson. Thank you, Mr. Wooddell. 

Mr. Agnor? 

(Letters supplied by Mr. Wooddell are as follows :) 

First MorTGAGE CORPORATION 
INTEROFFICE 
912 East Main Street, Richmond, Va. 
JANUARY 23, 1956. 

From : Mr. Adams. 


To: Mr. Jordan. 
In re VHMCP Appl. No. 4-44-123-2279—Robinson, Wilson B., Staunton, Va. 


I don’t believe NYL will make this loan with less than 5 percent down and 
because of age I don’t believe they will approve a term longer than 20 years. 
Therefore, I suggest trying to get application for a $9,500, 20-vear, VA loan at 
a discount of 2 percent. 

I have checked the estimated monthly payments against his income and I 
believe this man can qualify for the above loan. Also, he seems to have 
approximately enough cash to handle the purchase of the house on that basis. 


T. TUNSTALL ADAMS, Jr. 


VETERANS’ ADMINISTRATION REGIONAL OFFICE, 
Roanoke, Va., January 31, 1956. 
Mr. W. L. AGNOR, 
Real Estate Broker, Staunton, Va. 


DeAR Mr. AcNor: Your concern for the above-captioned veteran, as indicated by 
your telephone conversation this date, is indeed appreciated by this office. From 
the information gathered from your conversation, it would appear that Mr. 
‘espe __._.. has been offered financing with a 2 percent discount, payable by the 
seller, builder, or broker; and the usual 1 percent placement fee payable by the 
veteran. These terms are not considered unreasonable as they prevail through- 
out the State of Virginia. Refusal on the veteran’s part te negotiate under 
these terms would preclude this office from considering his application for a 
direct loan. 

This office has no control over the actual downpayment required of a veteran 
by the private lending institution except that the downpayment must be a 
Ininimum of 2 percent. Should the downpayment required be excessive in that 
it would create a hardship on the veteran, or should the veteran not be in a 
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position to meet such downpayment, it is possible that we could entertain his 
application for a direct loan. Final determination of whether or not we could 
give such consideration to Mr. __-------- would depend entirely upon the facts 
reported to our office by the voluntary home mortgage credit program. 
Very truly yours, 
(Signed) Thomas H. Patterson, 
THomMAS H. PATTERSON, 
Chief, Services Section, Loan Guaranty Division. 

Mr. Epmonpson. Mr. Agnor, will you state your name and address, 

sir, and your profession or business? 


STATEMENT OF WILSON LEE AGNOR, REAL-ESTATE BROKER, 
STAUNTON, VA. 


Mr. Acnor. Wilson Lee Agnor, A-g-n-o-r, Staunton, Va. 

Mr. Epmonpson. And your business, please, sir. 

Mr. Acnor. Real-estate broker, or agent. 

Mr. Epmonpson. Have you had experience, Mr. Agnor, with this 
direct-loan situation under the VHMCP program in Staunton and in 
the Staunton area? 

Mr. Acnor. Yes, sir. 

Mr. Epmonpson. Would you state to the committee what your ex- 
perience has been with the program ? 

Mr. Acnor. In this particular case you were referring to, with 
respect to Mr. Robinson, on January 4, 1956, we went to Roanoke, 
and in the time that we were there we went in to Mr. Hale’s office. 
And of course the only thing that Mr. Hale could do was to give Mr. 
Robinson papers to file to the home mortgage committee. That was 
the only thing they could do. And then we filed a paper. 

So several days after I had filed papers, a representative from the 
First Mortgage Company of Richmond called me, and said that he 
was in Mr. Robinson’s house and that they would be able to make him 
a 95-percent loan. And then I asked him: Would the veteran have 
to put up the $300 additional cost? And he said he would. So he 
had already deposited with me $200 as his downpayment, of 2 percent. 
And in addition to that, he informed me that it would run about $300 
closing costs. In addition to that, 2 percent to the life-insurance 
company for making the loan, which would either be paid by the 
seller or the agent selling the property. 

Mr. Epmonpson. This representative told you that the 2 percent 
would have to be paid either by the seller or by the agent ? 

Mr. Acnor. By the agent. 

Mr. Epmonpson. Which would be you, in other words. 

Mr. Acnor. Yes, sir. 

Mr. Epmonpson. Who was this representative that told you this, 
now ¢ 

Mr. Acnor. Do you want his name? 

Mr. Epmonpson. Yes, I think we would like to have his name, if 
you have it, sir. 

Mr. Acnor. Here it is. 

Mr. Epmonpson. This is T. Tunstall Adams, Jr.? Or is it the 
man at the bottom? There are two names at the bottom. 

Mr. Acnor. L. Alex Jordan, Jr., is the man. 

Mr. Epmonpson. First Mortgage Corp., 912 East Main Street, 
Richmond. 
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Mr. Aenor. And as I said, I don’t know how he had gotten hold of 
the papers of the First Mortgage Co., when I had sent the papers to 
the Voluntary Home Mortgage Credit Program in Washington. 

Mr. Epmonpson. This statement also informs you that he believes 
they will not approve a term longer than 20 years for the loan. Is 
that correct ? 

Mr. Aenor. Yes. 

Mr. Epmonpson. And the man also informs you that he thought 
the man’s income was adequate for a loan of this size. 

Mr. Acnor. Well, the letter states that. 

So I took it up with the owner of the property, which he is here 
to state for himself, but I will state it, if he would be willing to put 
up $200 to get his property sold. He said, “absolutely not.” 

Mr. Epmonpson. He would not give $200 from his sale price? 

Mr. Acnor. He would pay me $500 for selling it but would not pay 
$200 for selling the property to the insurance company for making 
the loan. 

Mr. Epmonpson. Did you thereafter inform the VA of these facts 
and of the seller’s unwillingness to pay the 2 percent ? 

Mr. Aenor. The next morning I called Mr. Hale’s office. Mr. Hale 
is here. 

Mr. EpmMonpson. About what would that date be, sir ? 

Mr. Acnor. I would say that was around about probably the 28th 
or 29th of January, somewhere in that time. 

Mr. Epmonpson. Can you tell us what the substance of your con- 
yersation with Mr. Hale was? 

Mr. Aenor. I talked to this lady in Mr. Hale’s office. I believe her 
name was Mrs. Geiger. 

Mr. Epmonpson. Mrs. Geiger ? 

Mr. Acnor. Yes. And I told her this was the first such case I had 
bucked up against, and that I felt like the veteran was being taken 
for aride. So I dictated his letter to her. 

Now, I would like to correct one thing here. The VA letter to me and 
to Mr. Robinson said it would depend entirely on the facts reported 
to this office by the Voluntary Home Mortgage Credit Program wheth- 
er they would entertain making him a loan or not. It would depend 
on their facts. 

Mr. Epmonpson. Since this time, has Mr. Robinson asked the VA 
to give him a direct loan? 

Mr. Aenor. No; he has never asked the VA, to my knowledge. In 
fact, I am reasonably sure he has not. 

Mr. Epmonpson. Do you have any questions ? 

This is your only experience with VHMCP as a real-estate man? 

Mr. Acnor. That is right. 

Mr. Epmonpson. Do you intend to attempt to make any more 
loans through the VHMCP on property ¢ 

Mr. Agnor. That depends. 

Mr. Suvrorp. A little discouraging, though, is it not, Mr. Agnor? 

Mr. Aenor. Certainly if they would require me to put up $200 and 
I did not put it up, and I went to the seller, and he said no, if he said, 
“No, I won’t put up the $200”—it is pretty hard to go to a man and say, 
“Here, you have to put up $200 to the life-insurance company for 
making the loan.” 
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Mr. Suvrorp. I would like to find out about the appraisal. The 
appraisal of the loan was equal to the sale price, was it ¢ 

Mr. Aenor. The house has never been appraised. In other words, 
to make application for a loan, when the loan is approved it is sub- 
ject to the VA, or being appraised by GI appraisal. 

Mr. Suvurorp. And this one never has been ? 

Mr. Acnor. No, sir; it has not. Because we stood still on this. 

Mr. Epmonpson. Has Mr. Jordan inspected the house, to your 
knowledge, on which the loan was proposed # 

Mr. Agnor. No. I don’t think he has ever been to the house. But 
he was at Mr. Robinson’s house the night that this happened. 

Mr. Epmonpson. Thank you very much, Mr. Agnor. 

Mr. Arehart ? 

Give the committee your full name and address, sir. 


STATEMENT OF AUBREY WRIGHT AREHART, STAUNTON, VA. 


Mr. Areuart. Aubrey Wright Arehart, 706 Gypsy Avenue, Staun- 
ton. 

Mr. Epmonpson. Are you the Mr. Arehart to whom Mr. Agnor 
made reference a few moments ago? 

Mr. Arenart. Yes, sir. 

Mr. Epmonpson. The owner of a piece of property which the 
veteran was wishing to buy ¢ 

Mr. Arenart. Yes, sir. 

Mr. Epmonpson. Did you have any communications or dealings 
with the VHMCP in connection with the sale yourself ¢ 

Mr. Arenart. No, sir. 

Mr. Epmonpson. Everything took place through Mr. Agnor? 

Mr. Arenart. Through Mr. Agnor. 

Mr. Epmonpson. Were you willing to pay the 2-percent discount ! 

Mr. Arenart. No, sir; I am not. 

Mr. Epmonpson. Any further questions? 

Thank you, sir. 

Mr. Friski? 

Would you give your full name, please, sir, and your address? 


STATEMENT OF ADAM FRISKI, FRONT ROYAL, VA. 


Mr. Frisxt. Adam Friski, F-r-i-s-k-i, 209 Church Street, Front 
Royal, Va. 

Mr. Epmonpson. Mr. Friski, ] understand you are one of the vet- 
erans who has obtained a loan and should be a satisfied customer 
in this program. Would you tell us what your experience with the 
program has been ¢ 

Mr. Frisxt. I suppose I should stand up and take a bow first. These 
people that talk about 1956 I think are mere children in this field of 
securing a guaranteed loan, or securing a direct loan. I made appli- 
cation to the Veterans’ Administration regional office in Roanoke, Va., 
on November 29, 1954. 

Mr. Epmonpson. Now, that application was an application for 
direct loan ¢ 

Mr. Friskt. For direct loan; that is correct. 
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After I could not secure financing within the Front Royal area, this 
was. The Veterans’ Administration also received notices of three 
lending institutions verifying this, that I had contacted. 

My next contact was on April 7, at which time they told me of the 
existence of the Voluntary Home Mor tgage Credit Program. 

Mr. Epmonpson. Was that 1955 ? 

Mr. Frisx1. That is right. 

Mr. Epmonpson. At that time, you were informed there was a 
VHMCP program ? 

Mr. Friskt. Yes, sir. 

Mr. EpmMonpson. Go ahead. 

Mr. Frisxt. From that time, April the 7th, until June the Ist of 
1955, I received the usual forms from the Veterans’ Administration, 
which were numerous, and some of them repetitious, ere I sent back; 
and always they gave me a very limited time to do it, 15 days I think. 

Mr. Epaonpson. But you executed each of these forms ¢ 

Mr. Frisxt. I did, within the prescribed time. 

My next communication pertaining to it after the filing of the 
necessary forms which they required was on June 1, 1955, which was 
an acknowledgement of all the papers that I needed. 

Then, on June 14, 1955, I had a letter stating that my application 
for a $10,000 loan had been considered, given preliminary considera- 
tion, and ‘they felt that I was eligible for such a loan. 

Mr. Epmonpson. That was.J une 14? 

Mr. Friski. June 14. And it stated that sufficient funds were avail- 
able to make the loan, and the requirements were fulfilled, and they 
asked for three other pieces of information, my eligibility to obtain a 
direct loan, reasonable value, and determination of credit status. 

Mr. Epmonpson. All right, sir. 

Mr. Frisk1. Which I promptly provided them with, within the 
specified time, and I have a receipt from them for $25 for appraisal 
and credit checks. 

Then, on June the 23d, I have a communication from them that 
says: 

We have been advised that a private lender expects to make a VA-guaranteed 
loan to you for the purpose for which you recently requested a direct loan. 
Accordingly, this office is closing its files on your direct loan application at this 
time. However, if later developments are to include the clesing of the VA- 


guaranteed loan by the private lender, you may wish to request that your direct- 
loan application be reinstated. 


And they are saying that I can request that it be reinstated. 


In that event we will give further consideration to your application upon your 
request that we do so. 

Mr. Epmonpson. This is a letter from the VA now of June 23? 

Mr. Frisxi. That iscorrect. June 23. 

So I went into waiting temporarily for a matter of a few di ays—since 
I might point out that I had a closing date of July 1 for this piece 
of property, and I talked to our area director at Front Royal, Mr. 
Ted Matthews, and he told me in November of 1954—I don’t want to 
misquote him, but I think’he said something about 5 months, or it may 
have been 7, but it wasn’t in excess of 7 months. He said that was 
the time that was being taken to process a direct loan at that time. 
When I entered into the contract with the fellow we figured July 1, 
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which we thought would allow ourselves adequate time to close the 
deal. So this was on June 23 that I received this, with 7 or 8 days 
to go. And I was excited. 

So I eventually went to Mr. Matthews’ office, not knowing who this 
man was that was willing to make me this loan, since they had not 
provided me with this information. I was simply in the dark. Mr. 
Matthews called and contacted a Mr. Tyndall, in the office of the 
Veterans’ Administration, who found the information and supplied it, 
that the people that would make such a loan were Weaver Bros., Inc., 
in Baltimore, Md., who represent the Metropolitan Life Insurance Co. 

Mr. EpmMonpson. Now, when was this that you learned the identity 
of your lender ? 

Mr. Friskt. Some time between June 23 and June 30. 

I went home and called Weaver Bros., Inc., and talked to a Mr. 
Douglas Buttner concerning his application to make me a loan. I 
inquired as to why he had not contacted, since I found out that the 
Veterans’ Administration had received this information I think about 
June 15. I think that is what they informed us at the time of contact 
withthem. Naturally he did not give me a direct answer. 

He assured me of the conditions under which I could make it or 
could secure it, and in the course of the conversation I told him that 
my closing date was there. I told him the conditions under which I 
had made arrangements to buy the property, and he was not concerned 
in the least. One of his outstanding statements was: 

Of course, you know that if you don’t accept what we offer you, you can’t get 
a direct loan anyway. 

Mr. Epmonpson. Oh, he did ? 

Mr. Frisxr. He definitely did. 

Mr. Epmonpson. Now, who is this gentleman ? 

Mr. Frisxi. Mr. Douglas Buttner, B-u-t-t-n-e-r. I received then 
the material from them. 

Mr. EpmMonpson. When did you receive that from them ? 

Mr. Frisk. Dated June 30, 1955; which to a large degree is again 
a repetition of those things that were asked for by the Veterans’ 
Administration, the forms, and so forth; at which time they requested 
$28 to cover appraisal and a credit report. I don’t know why it costs 
more for one outfit than for another, but I suppose that is immaterial. 

Included in the material that I received was one letter that states 
that I was to sign: 


I, the undersigned, who have made application to your company— 
and I didn’t make any application to them— 


for a loan of $10,000 for the property located on Church Street, Front Royal, Va., 
hereby agree to pay to such company if said loan is granted all the charges al- 
lowed by the Veterans’ Administration, including 1 percent of the face amount 
of the loan, or any other charges that may be allowed from time to time by 
the Veterans’ Administration. 


Now, I did not know whether they meant 10 years from now or 
50 years from now that I would get another bill from them if I signed 
this thing for $500. I don’t know. I hoped it was legitimate, that 
they would not do that. 

I also received a statement from them that refers to 209 Church 
Street. Incidentally, I was living in the property at that time, and 
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I know it did not apply to me. In other words, they are asking the 
seller: 

In order to arrange the mortgage for the purchase of your property, it is 

necessary that you pay a loan discount fee of 2 percent the amount of the 
mortgage arranged for the purchaser at settlement. 
And they go on to say they would appreciate it if the seller would 
sign this and return the same to them. And I am again acting as an 
agent for a mortgage broker. In other words, I have to take this 
and go to the seller and solicit money for them. 

Mr. Epmonpson. What is the date on that? Now, that was in- 
cluded in the forms sent you on June 30? 

Mr. Frisxt. That is correct; the date being July 1 on this particular 
form that is to be returned to them. 

Mr. Epmonpson. I take it that the seller agreed to pay the 2 percent. 

Mr. Frisk. I take it that the seller did not agree to pay the 2 per- 
cent. The seller did not pay the 2 percent. That was a case where I 
would like to throw this into it. 

They had a son in school. The man had an acute heart condition. 
We were also battling the time of his death, more or less, to reach a 
date of closing on the property, because if his death occurred before 
we could have closed, we would have run into extreme difficulty. 

However, he did pass away in January 1956, which was just barely 
a month, I think, before the deal was closed. And the man needed the 
money desperately. He sold the property to me at a reduced rate. 
And he was not in a position financially to pay this amount of money. 
Neither could he do it from a sound business standpoint. We had 
reached an agreement and signed a contract that he would sell and I 
would buy for a given amount. That was binding on both parties. 

Mr. Epmonpson. When was it determined that the seller would not 
pay the 2 percent ? 

Mr. Frisxt. Immediately. I went to the agent for the seller who 
was Mr. Edward Kirby, and he contacted the seller, - he immedi- 
ately notified me that the seller would not pay this. I don’t have a 
= of that letter. There was a copy of that letter sent to the Vet- 

‘ans’ Administration, I believe. 

On July 5, there was a letter sent as follows. This was to me, a 
copy of which was sent. 

Acting as agent for Mrs. Claire on the sale of her Church Street property to 
you, this is to advise you that she is unwilling to pay 2 percent of the selling price 
of this property as a fee to Weaver Bros. for making the loan, as they requested 
in their correspondence to you. Inasmuch as the selling price was set as low 
as possible, we hope that other means of financing is available. 

And I might say now we are in the red, because my closing date had 
expired, July 1 being that date. 

Mr. Epmonpson. All right. Now, how long had it been at this time, 
from the time that you had picked the property that you wanted to 
buy ¢ 

Mr. Frisx1. Seven months. 

Mr. Epmonpson. Seven months had elapsed from November 9, when 
you picked your property ? 

Mr. Frisxr. That is right, to July 1, 19 

Mr. Epmonpson. On July 5 you informed the VA by letter, or at 
least the VA is informed by letter, that the seller will not pay the 2- 
percent discount. 














2328 OPERATIONS OF LOAN PROGRAMS IN ROANOKE OFFICE OF THE VA 


Mr. Frisxt. That is correct. 

Mr. Epmonpson. What did you then do? 

Mr. Friskt. I have a copy of that letter that was sent to the Vet- 
erans’ Administration, at which time we pointed out all these things. 

Mr. Epmonpson. Did you at this time renew your application for a 
direct loan? 

Mr. Friskt. You mean, did T request that they reopen my case ? 

Mr. Epmonpson. Yes; mak: a direct loan to you. 

Mr. Friskr. I am sure it is included in here. I will read the letter. 


In your last letter of June 23, 1955, you advise that my application would be 
handled by a private lender. On July 2, 1955, I had Edward M. Matthews talk 
with your Mr. Tyndall. He advised that the private lender was one Weaver 
Bros., Baltimore 2, Md. This mortgage company was contacted by phone and 
they advised that they would make the loan subject to a 1-percent origination 
charge payable by me, and 2-percent charge payable by the seller. I asked that 
they verify this by letter, and the enclosed correspondence was received from 
them. 

The seller of the property will not agree to payment of this 2-percent discount 
and I frankly do not blame them. 

I am enclosing all of the correspondence which I received from Weaver Bros. 
which will clearly show that they are requiring this 2-percent discount. You 
will also note that they are asking that I send them a $28 appraisal fee. I 
originally sent $25 to your agency, and I frankly do not understand why their 
appraisal should cost any more than yours, even though it is a minor difference. 

In the original contract of sale which I transmitted to you, the proposed 
date of transfer of the property was July 1, 1955. As this date has passed and 
the sellers have been gracious enough to give me a few more days to get this 
matter cleared up. Since I cannot and will not be able to have the sellers comply 
with this 2-percent discounting deal. I am asking that I be given immediate 
consideration for a direct loan. I cannot obtain financing from private lenders 
and I believe I am correct in my assumption that there is money available for a 
direct loan when private financing cannot be obtained. 

I think that is the extent of your question. 

Mr. Epmonpson. What happened thereafter ? 

Mr. Frisxr. Well, Mr. Matthews at the same time also sent a letter 
to Mr. Harry F. Carper, who is head of the Division of War Veterans’ 
Claims from area G, at which time he informed Mr. Matthews—I had 
better get the reply on that. He was following up the same line that 
I had gone over previously. 

Mr. Epmonpson. The Mr. Matthews you are referring to is the 
State veterans’ department officer; is that correct ? 

Mr. Friskt. That is correct. 

Mr. Epmonpson. And he was being of assistance to you and lending 
his weight in connection with the obtaining of the direct loan? 

Mr. Frisxt. He was, I think, following up to see if what was happen- 
ing was legal within the scope of veterans’ rights, and so forth. I think 
that was his interest in it. 

At that time, Mr. Carper replied, and I quote: 

I can assure you that the charging of 1-percent fee to the veterans plus a 
1- to 3-percent fee to the seller is according to law. 

Mr. EpmMonpson. Now, who is advising on that? 

Mr. Frisxt. This is a letter from Mr. Harry F. Carper to Mr. Ed- 
ward Matthews, dated July 7, 1955. 

Mr. Epawonpson. And this is Mr. Carper, also of the State veterans’ 
department, is it ? 

Mr. Frisxr. That is correct. He is answering Mr. Matthews’ 
question. 
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Mr. EpmMonpson. I see. 

Mr. Frisxi. At the time, Mr. Matthews also asked if the seller would 
not pay this was it permissible by law for me to pay it; and they said 
definitely that it could not be done in that manner. 

And then I have also, on July 7, 1955, a letter from J. B. Perry, 
Chief, Examining Section, Loan Guaranty Division, that stated: 

In further reference to your application for a direct loan, we have reviewed 
Mr. Matthews’ letter to the Division of War Veterans’ Claims, your letter to the 
Veterans’ Administration, and other correspondence pertinent to your applica- 
tion. Under the present regulations, we are precluded from considering your 
request for a direct loan, due to the fact that you have been offered a loan by 
Weaver Bros., of Baltimore, on terms which are acceptable by this agency. 

Mr. Epmonpson. Now, I think we had better have that complete 
letter placed in the record. Can you pull it from the file ? 

Mr. Frisxr. Yes, sir. 

Mr. Epmonpson. This Is a letter dated July 7, 1955, from the re- 
gional office of the Veterans’ Administration, Roanoke, Va. : 

In reply refer to: DLA 4649. 
Mr. ADAM FRISKI, 
Care of Mr. P. L. Robertson, 
Division of War Veterans’ Claims, 
Roanoke, Va. 

DEAR MR. FrIsSKI: In further reference to your application for a direct loan 
we have reviewed Mr. Matthews’ letter to the Division of War Veterans’ Claims, 
your letter to the Veterans’ Administration, and other correspondence pertinent 
to your application. Under the present regulations, we are precluded from 
considering your request for a direct loan due to the fact that you have been 
offered a loan by Weaver Bros., of Baltimore, on terms which are acceptable 
by this agency. 

We trust you will be able to further your negotiations for a loan with the 
above company. 


Very truly yours, 
J. B. PERRY, 
Chief, Eramining Section, Loan Guaranty Division. 

Mr. Suurorp. I suggest in connection with that, Mr. Chairman, that 
the application be made part of the record and the letter advising 
that he could get a loan from this agency also be included. In other 
words, to carry it up to this, where he fir rally refused. 

Mr. Epmonpson. May we have the forms referred to by Judge 
Shuford, please? 

Mr. Frisx1. The letter requesting that my case be reopened ? 

Mr. Suvurorp. And the one advising that they have set 
much money for your loan. 

Mr. Epmonpson. Without objection, then, the four documents will 
be included in the record at this point. 

(The letters referred to are as follows :) 


aside sO 


VETERANS’ ADMINISTRATION, 


Roanoke, Va., July 7, 1955. 
Mr. ADAM FRISKI, 


Care of Mr. P. L. Robertson, 
Division of War Veterans’ Claims, Roanoke, Va. 


Dear Mr. Friski: In further reference to your application for a direct loan, 
we have reviewed Mr. Matthews’ ietter to the Division of War Veterans’ Claims, 
your letter to the Veterans’ Administration, and other correspondence pertinent 
to your application. Under the present regulations, we are precluded from 
considering your request for a direct loan due to the fact that you have been 
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offered a loan by Weaver Bros. of Baltimore on terms which are acceptable by 
this agency. 
We trust you will be able to further your negotiations for a loan with the 
above company. 
Very truly yours, 
J. B. PERRY, 
Chief, Examining Section, Loan Guaranty Division. 





JuLy 5, 1955. 
Re: Friski, Adam, 
Direct Loan Application No. 4649. 
VETERANS’ ADMINISTRATION REGIONAL OFFICE, 
Roanoke, Va. 

GENTLEMEN: This has reference to our past correspondence relative to my 
request for a $10,000 direct home loan. 

In your last letter of June 23, 1955, you advise that my application would be 
handled by a private lender. On July 2, 1955, I had Edward M. Mathews talk 
with your Mr. Tyndall. He advised that the private lender was one Weaver 
Bros., Baltimore 2, Md. This mortgage company was contacted by phone and 
they advised that they would make the loan subject to a 1-percent origination 
charge payable by me and 2 percent charge payable by the seller. I asked that 
they verify this by letter and the enclosed correspondence was received from 
them. 

The seller of the property will not agree to payment of this 2-percent discount 
and I frankly do not blame them. 

I am enclosing all of the correspondence which I received from Weaver Bros., 
which will clearly show that they are requiring this 2-percent discount. You 
will also note that they are asking that I send them a $28 appraisal fee. I orig- 
charge payable by me and 2-percent charge payable by the seller. I asked that 
inally sent $25 to your agency and I frankly do not understand why their ap- 
praisal should cost any more than yours even though it is a minor difference. 

In the original contract of sale which I transmitted to you the proposed date 
of transfer of the property was July 1, 1955. As this date has passed and the 
sellers have been gracious enough to give me a few more days to get this 
matter cleared up. Since I cannot and will not be able to have the sellers comply 
with this 2-percent discounting deal, I am asking that I be given immediate 
consideration for a direct loan. I cannot obtain financing from private lenders 
and I believe I am correct in my assumption that there is money available for 
a direct loan when private financing cannot be obtained. 

Frankly, I am asking that you advise me immediately if you intend to process 
my application for a direct loan. I understand your position in the matter but 
I do not believe that this discounting is within the intent of the law and I wish 
to take the matter up with my Congressman should you not be able to make 
me the direct loan. 

Your understanding and cooperation is greatly appreciated. 

Sincerely, 
ADAM FRISKI. 


Ce 


VETERANS’ ADMINISTRATION, 
REGIONAL OFFICE, 
LOAN GUARANTY DIVvISION, 
Roanoke, Va., June 23, 1955. 
Mr. ADAM FRISKI, 
Front Royal, Va. 

Dear Sik: We have been advised that a private lender expects to make a 
VA-guaranteed loan to you for the purpose for which you recently requested a 
direct loan. Accordingly, this office is closing its file on your direct loan appli- 
cation at this time. 

However, if later developments should preclude the closing of the VA- 
guaranteed loan by the private lender, you may wish to request that your 
direct loan application be reinstated. In that event we will give further con- 
sideration to your application upon your request that we do so. 

Very truly yours, 
J. B. Perry, 
Loan Guaranty Officer or Designee. 
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VETERANS’ ADMINISTRATION, 
REGIONAL OFFICE, 
, § Roanoke, Va., June 14, 1955. 
Mr. ADAM FRISKI, 
Front Royal, Va.: 


Your application for a direct loan of $10,000 has been considered and on the 
basis of this preliminary consideration the loan appears to be eligible insofar 
as it is possible to determine as of this date. Sufficient funds have been reserved 
to cover this loan and the loan will be made provided the requirements of the 
law and our regulations are fulfilled. However, you should bear in mind that 
our investigation of your case has not been completed and this commitment is, 
therefore, contingent upon satisfactory compliance with essential requirements. 
Basic matters in respect to which final determinations have not been made 
include 
y [X] Your eligibility to obtain a direct loan. 

{X]| Reasonable value and eligibility of the property proposed as security 
e for the loan. 


Sac Sen fa ath 


k 'X] Determination of credit status. 
Tr You will be advised as soon as final action contemplated by this commitment 
d has been completed. You are cautioned against entering into agreements in the 
nh meantime that would entail a loss to you in the event your loan is not approved. 
it Very truly yours, 
in D. J. CRONIN, 

Loan Guaranty Officer or Designee 
u P. S.—-Please furnish material and information required by those paragraphs 


circled on the attached information sheet. It is requested that as much of this 


a information as possible be submitted within 15 days of the date of this letter. 
g- Mr. Ep wonpson. Go ahead, now, Mr. Friski. After you were in- 
at formed that they would not make the direct loan to you, what did you 
a then do? 

i Mr. Friskt. On July 14, 1955, 1 wrote to our Congressman, Hon. 
he Burr P. Harrison, calling this matter to his attention, sending my 
Lis complete file to him for examination. 

~ Mr. Eomonpson. All right, sir. 

na Mr. Frisxt. He acknowledged the same. I will quote the last para- 
‘or graph of his letter, or the next io the last paragraph, in which he says: 


I will take up your specific case with the Veterans’ Administration, and I will 
ut be in touch with you again on this within a few days. In the meantime, how- 
ever, IT cannot give you reason to hope that the VA will reverse itself, in the 


- light of the position of its top official, Administrator H. V. Higley. 

Mr. Eymwonpson. In the meantime, what? What was that last 

statement / 

Mir. Friski (reading) : 

In the meantime, however, IT cannot give you reason to hope that the VA will 

reverse itself, in the light of the position of its top official, Administrator H. V. 
Higley. 
: Mr. Epmonpson. And who signed that letter? That is Burr Har- 
P rison’s letter? 

Mr. Frisxt. That is right. Mr. Harrison was in the Front Royal 
ie area hearing from his people, at which time I went and talked to him 
da personally. At that time he did advise me that he would again, since 
ypli- he hac received no reply from Mr. Higley regarding my case, pursue 
va. | the matter: and he did send them a follow-up letter ds ited July 25, in 
our | Which he again refers to his letter which he had previously sent. 
con- The other letter brought a reply from Mr. Higley. He received a 

letter on July 14 from Mr. Higley, acknowledging his letter of May 24, 
1955. And then he did not hear about my case at all. He wrote him 
si 


Bie 
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a follow-up letter on July 25. Again, he did not give me any en- 
couragement whatsoever. 

Then, on July 22, Mr. Harrison did receive a letter from the Vet- 
eran’s Administration. I don’t know what is in this letter. It may 
be of interest to somebody. 

This is to Mr. Harrison and says: “This is in reply to your letter.” 
It is from the Veterans’ Administration regional office in Roanoke, 
Va. It says: 


This is in reply to your letter dated July 19, 1955, in which you made inquiry 
why this office cannot make a direct loan to Mr. Adam Friski. 

Mr. Friski submitted to this office an application for a direct loan. In ac- 
cordance with our procedure, the application was forwarded to the Voluntary 
Home Mortgage Credit Program in Washington, D. C., in order that that organ- 
ization might endeavor to find a private lending institution willing to make 
Mr. Friski 2 veterans guaranteed loan. The VHMCP informed us by letter 
dated June 20, 1955, that Weaver Bros., Inc., Baltimore 2, Md., was willing to 
make him a guaranteed loan “subject to completion of credit report, satisfactory 
CRV, evidence that the title is good and marketable, and subject to receipt of 
a satisfactory survey.” Upon receipt of that letter, we informed Mr. Friski 
that we were withdrawing his application for a direct loan. 

In accordance with a directive received from Mr. Ralph H. Stone, Deputy 
Administrator for Veterans’ Benefits, if a lender accepts an application for a 
guaranteed loan from the VHMCP and agrees to make the veteran a loan with 
the provision that the veteran pay a 1-percent processing fee and the seller, 
builder, or broker pay a reasonable discount, we cannot make the veteran a 
direct loan. In cases where the veteran refused to accept a lender’s offer because 
of the discount charge imposed, if the discount charge is no greater than that 
prevailing for similar loans in the nearest metropolitan area, the Veterans’ 
Administration may not make that veteran a direct loan. Where charge is in 
excess of those prevailing in the nearest metropolitan area are proposed, how- 
ever, the processing of a direct loan to that_veteran may be resumed. In cases 
where the prevailing discount rate is unusually large; i. e., in excess of 2 points 
in addition to the 1-percent charge against the veteran, the processing of a direct 
loan may also be resumed. 

Our loan file contains no information relative to the discount required by 
Weaver Bros., Inc.— 


I don’t see how, when they received correspondence to that effect both 
from Mr. Matthews and myself. 

Mr. Suvurorp. I ask unanimous consent that that letter be made 
part of the record. 

Mr. EpmMonpson. Can you detach it ? 

Mr. Friskt. Yes. 

(The letter referred to follows :) 

VETERANS’ ADMINISTRATION, 
REGIONAL OFFICE, 
Roanoke, Va., July 22, 1955. 
In reply refer to: DLA 4649 FRISKI, Adam. 
Hon. Burr P. Harrison, 
House of Representatives, Washington, D. C. 


Dear Mr. Harrison: This is in reply to your letter dated July 19, 1955, in 
which you made inquiry why this office cannot make a direct loan to Mr. Adam 
Friski. 

Mr. Friski submitted to this office an application for a direct loan. In accord- 
ance with our procedure, the application was forwarded to the Voluntary Home 
Mortgage Credit Program in Washington, D. C., in order that that organization 
might endeavor to find a private lending institution willing to make Mr. Friski a 
Veterans’ Administration guaranteed loan. The VHMCP informed us by letter 
dated June 20, 1955, that Weaver Bros., Inc., Baltimore 2, Md., was willing to 
make him a guaranteed loan “subject to completion of credit report, satisfactory 
CRV, evidence that the title is good and marketable, and subject to receipt of 
a satisfactory survey.” Upon receipt of that letter, we informed Mr. Friski that 
we were withdrawing his application for a direct loan, 
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In aceordance with a directive received from Mr. Ralph H. Stone, Deputy 
Administrator for Veterans’ Benefits, if a lender accepts an application for a 
guaranteed loan from the VHMCP and agrees to make the veteran a loan with 
the provision that the veteran pay a 1-percent processing fee and the seller, 
builder, or broker pay a reasonable discount, we cannot make the veteran a direct 
loan. In cases where the veteran refuses to accept a lender’s offer because of 
the discount charge imposed, if the discount charge is no greater than that pre- 
vailing for similar loans in the nearest metropolitan area, the Veterans’ Admin- 
istration may not make that veteran a direct loan. Where charges in excess of 
those prevailing in the nearest metropolitan area are proposed, however, the 
processing of a direct loan to that veteran may be resumed. In cases where the 
prevailing discount rate is unusually large, i. e., in excess of 2 points in addition 
to the 1-percent charge against the veteran, the processing of a direct loan may 
also be resumed. 

Our loan file contains no information relative to the discount required by 
Weaver Bros., Inc.; however, we have been informed by the Division of War 
Veterans’ Claims that the charges in connection with the proposed loan to Mr. 
Friski would be 2 percent against the seller and 1 percent against the veteran. 
Since this comes within the discount rate which is not considered by the Vet- 
erans’ Administration to be unreasonable, we cannot resume processing Mr. 
Friski’s direct loan application. 

Very truly yours, 
WILLIAM J. Powers, Acting Manager. 


Mr. Frisxt1. I might also say that they say 2 percent there, where 
Mr. Carpenter’s letter said 1 to 3 percent was permissible. 

Mr. Epaonpson. I think you stopped just a little too quick, reading 
this letter. Read that last paragraph. 

Mr. Friskt. I started on it. 


Our loan file contains no information relative to the discount required by 
Weaver Bros., Inc.; however, we have been informed by the Division of War 
Veterans’ Claims that the charges in connection with the proposed loan to Mr. 
Friski would be 2 percent against the seller and 1 percent against the veteran. 
Since this comes within the discount rate which is not considered by the Vet- 
erans’ Administration to be unreasonable, we cannot resume processing Mr. 
Friski’s direct loan application. 

Very truly yours, 
WILLIAM J. POWERS, 
Acting Manager. 


Mr. Epmonpson. Without objection, then, this will be made a part 
of the record. 

Mr. Frisxt. I was a little ahead of myself, here. That was in reply 
to Mr. Harrison’s first step. ‘This was his firat step in my request. 

Mr. Epmonpson. This letter is dated July 22, 1955. 

Mr. Frisxt. That is correct. 

Mr. Harrison. My letter was in May, as I recall it. 

Mr. Frisxi. That is right, May 24. 

Mr. Weaver. It refers to DLA-4649. 

Mr. Epmonpson. That is the same reference we have here. 

Mr. Frist. This is Mr. Harrison’s second letter to Mr. Higley. It 
is dated August 15, 1955, and it says: 

Recalling that my letter of May 24 in regard to certain policies affecting the 
direct housing loan program was not answered until July 14, I take the liberty 


of inviting your attention to my further letter of July 20 with the hope that 
you might wish to comment on it. 

In traveling through my congressional district since the adjournment of 
Congress, I have encountered much bitterness over what the veterans and their 
organizations consider an unjust policy, inconsistent with the reasonable intent 
of the Congress. 
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Mr. Suvurorp. I ask unanimous consent that that be made part of 
the record, since it refers to the dates that the letters were written and 
the reply. Mr. Harrison has no objection, I understand, to its going 
in. 

Mr. Epmonpson. Without objection, it is so ordered. I do not 
think that the note at the bottom need be included. 

(The letter referred to follows :) 


CONGRESS OF THE UNITED STATES, 
Howse oF REPRESENTATIVES, 
Washington, D.C., August 15, 1955. 
Hon. H. V. HIGLry, 
Administrator of Veterans’ Affairs, 
Veterans’ Administration, Washington, D.C. 

Dear Mr. Hictey: Recalling that my letter of May 24 in regard to certain 
policies affecting the direct housing loan program was not answered until July 
14, I take the liberty of inviting your attention to my further letter of July 20 
with the hope that you might wish to comment on it. 

In traveling through my congressional district since the adjournment of Con- 
gress, I have encountered much bitterness over what the veterans and their 
organizations consider an unjust policy, inconsistent with the reasonable intent 
of the Congress. 

Sincerely yours, 
Burr P. Harrison. 


Mr. Frisxr. This was all that was done. I had received a 2-month 
extension. And somebody in some reference, I think the adjutant 
general of the Veterans of Foreign Wars, made reference that these 


applications would be made for 45 days to the Voluntary Home Mort- , 


gage Credit Program. Now, my 45 days are up, the 45 days that mine 
has been in there. 

Nevertheless, 1 don’t know what promoted this, but on August 29, 
of all things, I receive a telegram from the Veterans’ Administration 
that says: 

Reference your direct loan 4649. We now have authority to make you a direct 
loan. Forward immediately vour certificate of eligibility and check for $25. 

Mr. Weaver. That was after Mr. Harrison got the VA on the beam. 

Mr. Friskr. Yes, sir. 

Gentlemen, I will guarantee you I sent them the $25. 

Mr. Suvurorp. Mr. Chairman, I ask that that telegram be, by unani- 
mous consent, made a part of the record. 

Mr. Epmonpson. Mr. Harrison, do you have any objection to this 
going into the record ? 

Mr. Harrison. Not at all. 

Mr. EpmMonpson. It will be made a part of the record at this point. 

(The telegram referred to follows :) 

ROANOKE, VA., August 29, 1955. 


ADAM FRISKI, 
Front Royal, Va.: 

Re your direct loan 4649: We now have authority to make you a direct loan. 
Forward immediately your certificate of eligibility and check for $25. (From 
D. J. Cronin, loan guaranty officer). 

Moorre VETERANS’ ADMINISTRATIVE REGIONAL OFFICE. 


Mr. Suvurorp. You had formerly sent the $25 for an appraisal fee ? 
Mr. Friskxt. Yes,sir. It had been refunded to me when they closed 
my file. 
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Mr. Suurorp. That was the point I wanted, whether the money 
had been refunded. 

Mr. Frisxi. Yes, sir; they refunded my money to me. 

Mr. Suvrorp. Did you ever pay the $28 to Weaver ? 

Mr. Frisk. No, sir; I did not. 

Mr. EDMONDSON. Now, Mr. Friski, if my chronology is correct, this 
telegram on August 29 came exactly 9 months after : you had applied 
for your direct loan, or located your house and started seeking a direct 
loan, back on November 29, 1954. 

Mr. Frisxr. That iscorrect,sir. Yes, sir. 

Mr. Harrison. A period of gestation of 11 months is generally re- 
quired with horses, rather than with human beings. 

Mr. Frisxi. I think 11 months is correct. 

Mr. EpmMonpson. After your telegram, how long was it until the 
loan was closed ? 

Mr. Friskt. I want to point out I called the Roanoke office. I was 
afraid to take even another day to send them this money, and I phoned 
them and asked if I should wire it, since they had wired me their reply 
that they would make it. So they said, “No; go ahead and send it 
tomorrow.” 

So I sent it the next day. And it was August 29, I believe, when I 
was notified. I waited until approximately September 15, and the 
man that I talked to at that time, or who I was finally referred to, was 
again Mr. Tyndall. And I hope I am not incorrect as to the man [ am 
referring to. I think I was referred to Mr. Tyndall. I called Mr. 
Perry, and I think he referred me to Mr. Tyndall, in my original call- 
ing, about when I should send the money. That was on August 30. 

I waited 2 weeks, and Mr. Tyndall informed me he would get right 
on the phone and get an appraisal lined up, and so forth; that we could 
close this thing out. 

I waited until September 15, and I had not seen or heard from the 
appraiser, or anything else. So again I was still under pressure to 
settle for the house. And I called the Roanoke office and asked to 
speak to Mr. Tyndall. 

I was aioe med at that time—now, I am saying approximately Sep- 
tember 15; that isn’t a definite date—that he had been replaced, or that 
he was no sina there. I asked who I might speak to that could talk 
to me authoritatively, and they referred me to a Mr. Bill Vest—and 
I again hope that Vest is the correct last name. 

I told him what had happened, and he said he wasn’t familiar with 
the case, but give him time and he would go across the street and get 
my file, where they had it salted away, I assume, and that he would 
call me back, which he did, very promptly, within approximately 
2 hours. He called me back, and he said that he had already made 
arrangements for an appraiser. He gave me the appraiser’s name. 
And he told me if I didn’t hear from him within a reasonable time 
I should call him. And he said he would assure me that he would 
flag it right on through, which I sincerely appreciate, because he did 
everything that he said he would do. 

And from that point on everything worked for the first time in 
a businesslike transaction. 

Mr. EpmMonpson. When was your loan finally closed, now ? 

Mr. Frisxt. I am sorry that I cannot give you the specific date of 
closing. I can give you this: I can give you the date that my first 
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ayment was due the Treasurer of the United States. It was Decem- 
er 23, 1955. 

Mr. Epmonpson. The first payment ? 

Mr. Frisx1. The first payment was due December 23, 1955. 

Mr. Epmonpson. A little over a year after your location of the 
house and starting of the transaction ? 

Mr. Frisxi. That is right. That was when my first payment 
was due. 

We settled for the house sometime late in November, but I cannot 
give you a specific date. 

Mr. Weaver. Is that a notice to you of the payment that was due? 

Mr. Frisk. Yes, sir; that is correct. On November 15; so ap- 
parently it was around about that time that the letter is dated stating 
what my payments will be. And the house had been closed. We had 
closed the settlement prior to my receiving this letter of November 15. 

Mr. Weaver. Mr. Chairman, to give the complete sequence, could 
we have that? 

Mr. EpmMonpson. Could we have that, too, to close the chronological 
sequence, here, for us? 

Mr. Friskt. Surely. 

Mr. Epmonpson. This is a notice dated November 15, 1955, advising 
of the details as to payment. And if there is no objection, it will be 
made a part of the record at this time. 

(The notice referred to follows:) 
VETERANS’ ADMINISTRATION, 


Roanoke, Va., November 15, 1955. 
In reply refer to Loan Number: DL 63241 


Mr. ADAM FRISKI, 
Front Royal, Va. 


Dear Mr. FrIisk1: When you bought the property identified by the above loan 
number, you agreed to pay the sum shown below. It will be helpful if you will 
preserve this letter for future reference, inasmuch as it gives the due date of 
each payment and sets forth the manner in which your monthly payment is to be 
submitted. 

Amount of loan, $10,000; monthly payment, $69.12; due date, 23d; first pay- 
ment due, December 23, 1955. 

Until an adjustment is necessary, each monthly payment will be applied as 
follows: 


renee. 0 Se a UE $63. 27 
No ied ee ict hee dei aki td ABE ae deh be Siac s ent bi bcesbeapl 4.39 
mn i 1. 46 
I 
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NS ae asst 8 Bare ee Ee 2 Ee eh 5 ge 69.12 


Your payments on the mortgage for principal and interest will always be the 
same. However, your payments for taxes, hazard insurance, etc., may vary 
during the term of the mortgage, dependent upon whether the cost of these itenis 
increases or decreases. In that regard you will be notified promptly of such 
changes as may be required. 

It is very important that you make your monthly payments promptly and 
that you submit the enclosed remittance identification card with each payment 
so that your account will be properly credited. Payments should be by check 
or money order (payable to the Treasurer of the United States) and they should 
be mailed or presented in person to the address shown on the remittance identifi- 
cation card, VA Form 4-1055. Although monthly notices will not be sent to you, 
the card will be returned after each payment has been credited to your account. 

Very truly yours, 
J. B. PERRY, 
Loan Guaranty Officer or Designee. 
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Mr. Frisk. That is the story of my getting a direct loan. 

If it is permissible with the chairman, I would like to ask several 
questions. And I do not expect answers. 

I think the words “yes” and “no” are the first words to be taken 
out of the English language. Because you cannot get a “yes” or “no” 
anymore. 

Is this Voluntary Home Mortgage Credit Program being effective 
nationwide? Or is it being applied : strictly to this little “remote area” 
that was referred to, in the State of Virginia? Because if that is the 
case, then I think the veterans in this area do not have the equity 
that is coming to them, that is being granted to veterans in other 
parts of the country, if this thing is not being applied in the same 

way nationwide. 
I would also like to ask: Why should I receive this loan, when all 
these other persons have been denied it ? 


Lee Ainge ccna mde. 


etal 


; Mr. Epmonpson. You have knowledge of other people who have 

been so denied ? 

: Mr. Frist. Yes, sir, I definitely have. 

Mr. Epmonpson. Could you give us an idea of about how many 
people you know of who have been denied the loans? You need not 

; give names, unless you wish. 


Mr. Friskr. I would say at least half a dozen. I mean, I do not try 
to find out about things of this nature. 

Mr. EpmMonpson. What has been the general state of mind of the vet- 
erans you have talked to, who have not been able to get a direct loan? 

Mr. Friskt. To my knowledge, I do not know of anybody else who 
has gotten a direct loan. 

Mr. Epmonpson. I sa y: What has been the state of mind of the 
veterans with whom you have talked that have been unable to get the 
direct loan ? 

Mr. Frisxt. Well, I think they feel very much along the lines that 
they are being discriminated against to a degree, since veterans prior 
to this time have not had to contend with all this redtape and beating 
around the bush, and stalling, that they are getting now. And they are 
thoroughly disgusted with it. The Veterans’ Administration, from 
what I can gather from the veterans is set up to see more or less 
that veterans receive rights, benefits, and privileges that can be secured 
for them; whereas, what they point out to me is the policy that is 
being formulated from within the Veterans’ Administr: ation, which 
is leaning the other way. It does not look as if the Veterans’ Admin- 
istration is looking out for the veterans, but rather, for a group of 
mortgage brokers that they are leaning toward. 

That is why I was going to ask the question: When this law was 
passed by Congress, the 1954 Housing Act, who was given the right 
to formulate the policy for carrying out this law? Now, someone had 
to formulate the policy. They en nacted the law, but someone had to 
say when we are going to do it, why we are going to do it, and what 
are the restrictions. And to my knowledge, I understand this was 
sent back to the legal staff of the Veterans’ Administration, and there 
the policy was formulated. 

Mr. Epmonpson. Do your records indicate what your closing costs 
were on this direct loan, what your costs were that you had to pay ? 

Mr. Friskr. I should have provided that. But my closing costs in 
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their entirety were less than $100, including insurance, lawyers’ fees, 
taxes. 

Mr. Epmonpson. And that included your appraisers’ fee as well ? 

Mr. Friskt. No. My appraisers’ fee was $25. Iam sorry. It would 
be $125. It would not be in excess of $125. 

Mr. Epmonpson. Mr. Weaver? 

Mr. Weaver. Had you been given any idea of what your closing 
costs would be on this? 

Mr. Friskt. By whom / 

Mr. Weaver. By anybody, as to what your closing costs might be. 

Mr. Epmonpson. If you had gone the VHMCP route, he means. 

Mr. Frisxr. The man did, but I would be unfair in quoting him, 
because I don’t recall what he did tell me: I don’t think I could have 

rationally heard what he said at that time, anyway. 

Mr. EpmMonpson. Do you have any further questions that you would 
like to raise in reference to this program now? And I might say the 
committee is very appreciative to you for keeping such detailed rec- 
ords and giving to us such a clear account of the whole transaction. 

Mr. Friskt. Yes, sir, I have a question. I would like to know 
what this 2 percent is being charged for, if I had to go out and act 
for an agent while a mortgage company sits down in Baltimore and 
has me going out acting as an agent. Why the 2 percent? Since 
the 1 percent is for origination costs, I can see and appreciate that, 
but I can’t see above and beyond that. 

I also can’t see why, after you make an agreement, which is a legal 
agreement, to buy and sell, someone should come back and ask the 
seller to pay an amount. 

And I would also point out that naturally I have no correspondence 
here which would verify that, since those things I do not think are put 
in writing, but the agent, Mr. Edward Kirby, did contact Weaver 
Bros., Inc., to discuss this matter of this 2 percent. Because I sent 
them a letter and told them that the seller would not do it, and if he 
had any questions to refer such questions to Mr. Kirby. And Mr. 
Kirby called him and he wanted him to send him a statement. as to 
who could pay this, which he wouldn’t do. 

But he did say, “If I had an aunt or a father-in-law or brother, they 
could pay this money.” But they said definitely I could not pay it. 
However, they made all the suggestions as to all those other people. 

Of course, I could have given it to my brother, and by brother 
would have paid it, and that would have been fine and dandy. But 
in the final analysis, I was going to pay for it. And the veteran is 
going to pay for any discount fees or any other fees. In the final 
analy sis, the veteran is paying. And I think that it is about time 
that Congress set up something or somebody set up some policy to 
cut off or to limit, or to say what this discount fee is and how much 
is allowable, and all the other details that are being used to, you might 

say, extortion money from people. 

Mr. Epmonpson. I can assure you of this, Mr. Friski, that if your 
congressman from this district has his way, based on his conv ersations 
with our committee, there are certainly going to be some changes 
made. 

Mr. Frisxt. I feel certain of that, too. 

Mr. Suvurorp. Mr. Chairman, I want to compliment the witness 
very much for his fine statement that he has made this morning. 
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In answer to some of his questions, we had a hearing in Washington 
I believe on January 20 and February 3. I note on page 2085 an 
answer to one of his questions. I asked Mr. Sweeney of the Vet- 
erans’ Administration the question, referring to the 2-percent 
discount : 

Now, is that provided by law, or is that a ruling of the VA? 
The answer of Mr. Sweeney was: 

That is the ruling of the VA. 


So the procedure of the VA, Mr. Chairman, in regard to the 2- eer 
cent discount, is a rule and regulation of the Veterans’ Administr: 
tion and does not come under the law promulgated by the Voluathry 
Home Mortgage Credit Program, but it is something that the VA has 
elected; and their explan: tion, as far as I can ascertain, is that the 
lending market is of such a nature that unless the 2-percent discount is 
obtained, the funds would not be available. And that seems to be 
their reason, based on the money market. 

But this is not required under the law, but is simply a regulatory 
measure by the Veterans’ Administration. 

[ think it might be well, too, Mr. Chairman, to place in the record 
at this time the fact that several bills have recently been introduced 
in Congress, you having introduced one of the bills, that would pre- 
vent the situation occurring of a nature that we have just heard, that. 
does away with the 2-percent discount. If that bill passes, then that 
would relieve the situation. 

Mr. Frisxr. I would also, Mr. Chairman, like to ask why it took 
the Voluntary Home Mortgage Credit Program all that time from the 
time that I made application, on December 1. You have my copy of 
the letter notifying of acceptance, I think possibly June 20, when 
they picked up the option to contact me about the loan. Why did 
all that dariodl of time elapse before that passed into their hands or 
they made a move on it ? 

Mr. Epmonpson. Perhaps I misunderstood your chronological de- 
velopment. It was my understanding that you were not told of the 
VHMCP until April 7. 

Mr. Frisxt. That is correct. 

Mr. EpMonpson. And that you filed your papers with the VHMCP 
after April 7. 

Mr. Frisxr. I filed no papers with the VHMCP. I had no cor- 
respondence with them. 

Mr. Epmonpson. Pardon me. You filed your papers with the 
private lender ¢ 

Mr. Frisxt. I filed no papers with the private lender. 

Mr. Epmonpson. Well, you filed papers with the agent for the pri- 
vate lender, Weaver Bros. ? 

Mr. Friskt. No. Let me speak chronologically of what happened 
right at that time. 

On April 7, I was informed that there was in existence the Volun- 

tary Home Mortgage ¢ ‘redit Program. On April 7 I was informed 
by the Veterans’ Administration “that that committee was in opera- 
tion. Now, when it went into operation, I have no knowledge. 

Then, on ’ June 20, I think it was, the Veterans’ Administration was 
notified that Weavers Bros. were going to pick up the right to make 
me this loan. 











































2340 OPERATIONS OF LOAN PROGRAMS IN ROANOKE. OFPFICE-OF THE. VA 


Now, why the time elapsed from December 1 to whatever the date 
was, June 20, or whatever it happened to be, approximately 7 months, 
before they even made a move 

Mr. Epmonpson. I have a notation here, April 7, 1955, “Told of 
VHMCP filed papers.” Did I misunderstand your testimony, here, 
when you stated you filed papers after April 7? 

Mr. Frist. You misunderstood me. I filed no papers. 

Mr. Epmonpson. After April 7, 1955, you filed no papers. 

Mr. Friskt. I filed them with the Veterans’ Administration. My 
papers were filed with the Veterans’ Administration. 

Mr. Epmonpsown. I see. 

Mr. Frisxt. I had a letter on April 7 stating that under provisions 
of the Housing Act of 1954, the Voluntary Home Mortgage C redit 
program had been established. This is a letter from the Veterans’ 
Administration. 

Mr. Epmonpson. Well, did you make more than one filing of papers 
with anybody ? 

Mr. Frisxt. I made one filing of papers, and one filing only. 

Mr. Epmonpson. What was it that happened December 1? 

Mr. Frisxt. That is when I made application to the Veterans’ 
Administration for direct loan. 

Mr. Epmonpson. Just by letter ? 

Mr. Friskr. Just by letter, by form letter. 

Mr. Epmonpson. You did not consider that a filing, then? The 
form letter that you filed ? 

Mr. Friskt. Well, let us say it was an application, to correct the 
record. And I received an acknowledgment from them. This filing 

was actually on November 29. And T received an acknowledgment 
from the Veterans’ Administration on December 1, stating, “We have 
received your inquiry stating that you wish to apply to the Veterans’ 
Administration for a direct loan.” Then I heard no more. They said 
they would correspond with me after that time. I heard no more until 
April 7. 

Mr. Epmonpson. And then the papers supplied by Weaver Bros. 
vou never filed with them, because your seller declined to pay the 
2 percent. 

Mr. Friskr. Yes. 

Mr. Epmonpson. I think that presents a pretty clear picture for us. 

Do you have anything, Mr. Harrison ? 

Mr. Harrtson. Mr. Chairman, at this point I think it might be well 
for me to read and put into the record a letter on this case. It is 
addressed to me, under date of September 16, 1955, signed by Mr. 
John S. Patterson, Deputy Administrator, for and in the absence of 
H. V. Higley, Administrator. 


This is in reference to your letters of July 20 and August 15, 1955, regarding 
the policies and procedures employed by the Veterans’ Administration in the case 
of veterans who seek financing assistance and are referred to the offices of the 
Voluntary Home Mortgage Credit Program. 

We are making a careful study of our responsibilities to make direct loans 
under the Servicemen’s Readjustment Act, as amended, and of the effect that 
those policies have on the activities of the Voluntary Home Mortgage Credit 
Program, as established by title VI of the Housing Act of 1954. 

We will advise you further when we have completed our study and have deter- 
mined whether or not our present operating rules are to be changed. 
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I have not been advised further, I might interpolate. 

Mr. Epmonpson. You say you have not ‘ 

Mr. Harrison. No. 

The letter continues: 

The manager of our Roanoke regional office has been requested to inquire as to 

whether Mr. Adam Friski has found satisfactory home financing, and to offer 
further consideration of his direct loan application, if that will be of service 
to him, 
Now, one other thing at this point I would like to say for the record, 
Mr. Chairman: In my dealings with the Roanoke office of the Veterans’ 
Administration in all these cases, I have received from that office 
every cooperation, and every case has been expedited to the limit of 
their ability, and I have no complaint in the world and nothing but 
thanks to the officials of that office for their cooperation in these mat- 
ters to the extent that they could cooperate. 

Mr. Frisxt. I would also like to concur in Mr. Harrison’s statement, 
that as far as the Roanoke regional office was concerned, they extended 
me every courtesy that a veteran could have. I discussed anything 
that needed to be discussed. And I think that there was nothing fur- 
ther that they could do. And I had no complaint with the regional 
office at Roanoke whatsoever, because they did as much and more, I] 
think, than they were required to do. 

Mr. Weaver. Mr. Chairman, I was going to commend the witness 
for his orderly statement of facts to help correct the situation, not only 
perhaps as it existed in his case, but in other cases. 

But I wanted to make the suggestion that you had mentioned approx- 
imately a half dozen veterans that you knew of, and that you are the 
only one who really got a direct loan; and unless they have been called 
to the attention of Congressman Harrison, I would suggest that you 
have them referred directly to our committee, on the basis of the facts 
you have presented to us today, so that where those injustices and 
inequities exist they can be corrected. 

Mr. Epmonpson. Anything further ? 

Thank you, Mr. Friski. 

Mr. Srotiines. Give us your full name and address, please, sir. 


STATEMENT OF CLYDE V. STOLLINGS, FRONT ROYAL, VA. 


Mr. Srotuineés. Stollings, S-t-o-l-l-i-n-g-s, Clyde V., Post Office Box 
1009, Front Royal, Va. 

Mr. Epmonpson. Mr. Stollings, [ understand you have also had some 
dealings in connection with this direct-loan program. Would you 
start in just as Mr. Friski did and tell us what your experience has 
been / 

Mr. Strotuines. On November 19th of 1954, I sent a form letter to the 
Veterans’ Administration requesting an application for a direct-loan 
program. And on November 25, I received a reply from the Vet- 
erans’ Administration acknowledging my application. And from 
November until—I don’t remember the exact date—I received papers 
to be filled out, including a financial statement, and the proposed 
construction. I might say that I am after a construction loan to biifld 
a home with. 

Mr. EpMonpson. Do you have your lot? 
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Mr. Srotiines. I have my lot. 

Mr. Epmonpson. And you have your plans? 

Mr. Srotiines. I have my drawings. And I received 15 days at 
that time to comply with these papers and get them back, which I did. 
I complied with it. It was either comply with it or go to the bottom 
of the list again. 

So I sent those back. And I didn’t hear any more from the VA 
until June 29, 1955, stating that my application for a direct loan of 
$10,000 had been considered and— 
on the basis of this preliminary consideration, the loan appears to be eligible 
insofar as it is possible to determine as of this date. 

And here is a bunch of stuff that I was to send back again, on the 
second ride on the merry-go-round, which consisted of a certificate 
of eligibility, or my original discharge papers, and the addresses of 
five or more firms for credit investigation, I suppose. And then I had 
to send the builder’s contract, stating his price and what he would 
build for, and a copy of the deed, 3 sets of drawings and specifications, 
and going down the list, a $25 deposit fee for appraisal and credit 
report. 

Mr. Epmonpson. Does this letter make any mention of the Volun- 
tary Home Mortgage Credit Program ? 

Mr. Stroiiines. It does not. 

Then, on the very next day, while I was trying to get the papers, 
or the drawings, all ready to send, I received in the mail on June 
30, 1955, a letter from the Veterans’ Administration that says: 

We have been advised that a private lender expects to make a VA-guaranteed 

loan to you for the purpose for which you recently requested a direct loan. 
Accordingly, this office is closing its file on your direct-loan application at this 
time. However, if later developments should preclude the closing of the VA- 
guaranteed loan by the private lender, you may wish to request that your direct 
loan application be reinstated. In that event, we will give further consider- 
ation to your application upon your request that we do so. 
So I waited. And I think it was approximately 3 weeks later—l 
waited for the private lender to contact me. And I didn’t hear any- 
thing for about 2 weeks, so I wrote to the Veterans’ Administration 
requesting that the information be made available to me as to who 
the private lender would be. And I received a letter from the Veter- 
ans’ Administration dated July 6 that says: 

We have your letter of July 2 in connection with our statement to you that 
a private lender expected to make a guaranteed loan to you for the construction 
of the nonfarm dwelling. In the event you have not been contacted by a 
private lender, it is suggested that you write to Mr. Fred B. Morrison, Voluntary 
Home Mortgage Credit Program, room 638, 811 Vermont Avenue, Washingten, 
D. C., inasmuch as your application was referred to that committee for place- 
ment with a private lending agency. 

Prior to this time, between the exchange of letters, I received a packei 
of papers which it would take a Philadelphia lawyer to see through, 
from Weaver Bros., in Annapolis, Md., and Baltimore. 

Mr. Epmonpson. When did you receive these? 

Mr. Srouiines. July 18. In it they asked for a $28 check and a 
sketch to help the appraiser locate the property. 

I looked all through these papers, and then I came down to another 
financial statement that had to be filled out for Weaver Bros. Then 
they requested 5 sets of drawings with 5 sets of specifications. And 
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I thought 3 would be sufficient, but I had 4 made, so then I had to 
go back and try to get another set run off. 

But while looking through these papers, I saw a paper in the batch 
that said that before I could obtain the loan the contractor would 
have to pay a 2-percent discount fee. And I took the application 
and went to the builder, and he said, “Sure, I will pay it. What was 
your bid?” 

I quoted him the bid price. He said, “Well, let’s see. We will raise 
that by 2 percent, and that will take care of it.” 

So I wrote the Veterans’ Administration, and they told me it would 
be against the law for me to pay it. And I went back and told the 
builder that we couldn’t raise the contract price. 

“Well,” he said, “I am certainly not going to pay it.” 

And I said, “I don’t blame you a bit.” 

So he refused to pay it. And then I had him write a letter to 
Weaver Bros., stating that he refused to pay it, which he did, and I 
have a copy of it here somewhere. 

The letter from Weaver Bros. has a notation on it: 

Please have the builder of your property sign this form. 

And it says: 

In order to arrange the mortgage for the purchaser of the property, it is nec- 
essary that you pay a loan discount fee of 2 percent of the amount of the mort- 
gage arranged for the purchaser at settlement. 

That is the form that he refused to sign. 

Then, on top of that I was to pay a 1-percent origination charge on 
the total of $10,000. Now, that amounted to 3 percent. And then I 
stopped and thought it over. Three percent there, and 414 percent 
interest on the money for the first year, is giving somebody a total 
amount of 714 percent interest on their money. 

So it went along. I wrote two letters to Weaver Bros. and I did 
not receive an answer. 

Mr. Epmonpson. Do you have the dates of those letters you wrote 
that were unanswered / 

Mr. Sroutiines. One of them was written by the builder. That was 
on September the 28th. 

Mr. Epmonpson. Do you have the date of the other one? 

Mr. Srotuinegs. No. I will correct myself. That was the only 
letter that was sent to Weaver Bros. 

Mr. Epmonpson. All right, sir. 

Mr. Sroriines. And I did not hear anything from Weaver Bros. 
in regard to that until I was contacted by phone on November the 7th. 

Mr. Epmonpvson. Who phoned you? 

Mr. Strotiines. I cannot remember the fellow’s name, now. I do 
not imagine he wants to remember mine, either. 

Mr. Epmonpson. A long-distance call ? 

Mr. Srouurnes. Yes; a long-distance call. 

Mr. Epmonpson. From Baltimore? 

Mr. Srotiines. No; from Annapolis. 

Mr. Epmonpson. Well, we can get it. What happened in that 
telephone call? 

Mr. Srotutnes. He told me in the course of the telephone conversa- 
tion that he was forced to send my application back to the committee ; 
that due to the fact that I was unable to get the builder to pay the 
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2-percent discount, and also, too, in order to obtain this loan, I was to 
obtain construction money loc sally. And I went to the 2 banks in 
Front Royal and received letters that they did not make 414-percent 
loans. 

And then I inquired as to the possibility of receiving a construction 
loan. And that was unobtainable from the commercial lending 
association. 

So when he called me on the phone, he said, “Had we known in time, 
we could have had the builder raise your contract price in order to 
cover the 2 percent.” 

I told him that I had been informed by the Veterans’ Administra- 
tion that it was against the law in any way, shape, or form for me to 
pay the 2-percent ‘discount fee, and if you raised my bid by 2 percent, 
whose pocket was it eventually coming out of ? 

And I have yet to receive an answer from him. The only thing— 
a little later, he did say it was an allowable contractor’s expense. But 
he still did not tell me whose pocket it was coming out of, because he 
knew dad-blamed well it was mine. 

Mr. Epmonpson. Did this man state that he was speaking for 
Weaver Bros., or that he was connected with Weaver Bros. 

Mr. Srotiincs. He most certainly did. 

So when it was sent back to the committee, to the Veteran’s Adminis- 
tration office at home, I wrote a letter requesting that they reopen my 
file. This was August 2 of 1955 that I received a letter from the Veter- 
an’s Administration that says: 


This acknowledges receipt of your letter under date of July 21, 1955— 
that is when I wrote them— 


in which you explain your dilemma after having received a loan offer from 
Weaver Bros., Inc., of Annapolis, Md. The only solution to your case which 
would bring same within the requirements of the law and prevent you from 
having to pay the 2-percent discount is for the builder to pay the 2-percent dis- 
count out of his contract price of $11,850. If the builder refuses to do this, the 
only suggestion we have is that you contact another builder in an attempt to have 
your home built according to your present plans and specifications for the con- 
tract price of $11,850 and with the stipulation that the builder will absorb the 
2-percent discount. 


Mr. Epmonpson. I think we had better have that letter for the 
record if youcan spare it. Go ahead and finish reading it. 
Mr. Srouuings (reading) : 


Of course, as you state, if the present contract were increased by $200, which 
would subject you to paying the 2-percent discount, such action on your part 
would be contrary to existing laws 

We realize the unfavorable position in which this places you; however, under 
current regulations and instructions this agency would be prohibited from enter- 
taining your application as a direct loan request inasmuch as the offer made by 
Weaver Bros. is not considered to be unreasonable. 

We sincerely trust that you will be able to find some solution to your housing 
problem, thereby encouraging the present bidder to absorb the 2-percent discount 
or find another contractor who will absorb the discount. 


Mr. Epmonpson. Who is it signed by ? 
Mr. Srotuines. J. B. Perry. 


Mr. Epmonpson. Without objection, this letter will be made a part 
of the record at this point. 
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(The letter referred to follows :) 


VETERAN'S ADMINISTRATION, 


Roanoke, Va., August 2, 1955. 
Mr. CLYDE V. STOLLINGS, 


Front Royal, Va. 

Deak Mk. STOLLINGS: This acknowledges receipt of your letter under date of 
July 21, 1955, in which you explain your dilemma after having received a loan 
offer from Weaver Bos., Inc., of Annapolis, Md. The only solution to your case 
which would bring same within the requirements of the law and prevent you 
from having to pay the 2-percent discount is for the builder to pay the 2-percent 
discount out of his contract price of $11,850. If the builder refuses to do this, 
the only suggestion we have is that you contact another builder in an attempt 
to have your home built according to your present plans and specifications for the 
contract price of $11,850, and with the stipulation that the builder will absorb 
the 2-percent discount. Of course, as you state, if the present contract were in- 
creased by $200, which would subject you to paying the 2-percent discount, such 
action on your part would be contrary to existing laws. 

We realize the unfavorable position in which this places you; however, under 
current regulations and instructions this agency would be prohibited from enter- 
taining your application as a direct loan request inasmuch as the offer made by 
Weaver Bros. is not considered to be unreasonable. 

We sincerely trust that you will be able to find some solution to your housing 
problem, thereby encouraging the present bidder to absorb the 2-percent discount 
or find another contractor who will absorb the discount. 

Very truly yours, 
J. B. Perry, 
Chief, Examining Section, 
Loan Guaranty Division. 

Mr. EpMonpson. Do you know who Robert E. Hayes, attorney, is? 

Mr. Srotuinegs. That was the attorney on the original papers that 
I requested, since he would be handling some of the veterans loans, 
that he handle this one. 

Mr. Epmonpson. I see. 

Mr. Sro.tiines. That about brings me up to date. There has been 
a whole lot of waste of time. And on this 2 percent, I feel the same 
way as Mr. Friski. 

Mr. Epmonpson. Have you a direct loan yet? 

Mr. Sroturnes. I haven’t got anything. 

Mr. Epmonpson. Do you consider your application for a direct loan 
still on file with the VA? 

Mr. Srotiines. 1 so consider it, but I have some correspondence 
that says it was marked “withdrawn.” I certainly didn’t withdraw 
it. 

Mr. Epmonpson- Let’s see the correspondence stating it is marked 
“withdrawn. 

Mr. Srouures. This is in the letter that I wrote to Congressman 
Harrison. I don’t have the letter with me. 

Mr. Epmonpson. Do you make reference to it there? 

Mr. Srouuines. Yes, 1 do. It says: 

I have now learned from the Veterans’ Administration in Roanoke that my 
loan file has been returned to that office. Instead of offering me a direct loan, 
however, they have marked it “withdrawn,” on the basis that I had a reasonable 
offer from a private lender. 

Mr. Epmonpson. What is the date of that letter ? 

Mr. Srotirnes. That is on December 5 of 1955. 

Mr. Suvurorp. To refresh my recollection and get it all in one place, 
I would like to ask the witness: 
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What was the date you made your original application / 

Mr. EpmMonpson. That was November 19, 1954. He submitted a 
form letter to VA requesting a direct loan. 

Mr. Suvrorp. Now, then, when was the date he was informed that 
a private lender would make the loan? 

Mr. Epmonpson. June 30, 1955. He was informed that a private 
lender was available. 

Mr. Suvrorp. I guess those are the only dates I wanted. 

Mr. Epmonpson. I want to get this clear, Mr. Stollings. Have you 
been able to build a house on this lot ? 

Mr. Sroxurnes. I have not. 

Mr. Epmonpson. You are still unable to obtain a loan from private 
financing or from the VA? 

Mr. SroutaNxes. I am now in the process of trying to obtain a 
guaranteed loan. I have no assurance that I will be able to get one 
as of this date right now. 

Mr. Epmonpson. But you would still like to have the direct loan 
that you first started trying to get November 19, 1954? 

Mr. Srotzires. I certainly would. 

Mr. Epmonpson. I will make a bet with you that you get that 
guaranteed loan or direct loan within 30 days, or this committee is 
going to have some people up before it wanting to know why. And 
it is going to be top people in the VA, too. 

Mr. Srotiincs. Not that I doubt your word, but would you put 
that in writing? 

Mr. Epmonpson. That statement is not only going to be in writing, 
it is going to be in print in this committee report, and I will send you 
a copy of ‘the report. 

Mr. Jenkins. I would like to ask you one question. When you 
had this telephone conversation with the representative from Weaver 
Bros. in Annapolis, you were discussing your inability to pay the 
2 percent ; is that correct ? 

Mr. Srotiines. That is correct. 

Mr. Jenxrns. Were there any intimations or suggestions that some- 
body in your family pay that 2 percent for you? 

Mr. Srouiines. No, sir. At no time was I approached on that 
subject ; although I was referred to a builder, to another builder, that 
erected prefabri icated homes, that had made loans through Weaver 
Bros., and they knew that they would absorb the 2-percent discount. 

Mr. Jenxtns. In other words, they made some suggestions as to 
how you could have the 2 percent paid. 

Mr. Srorttines. Yes. But not my home I originally intended to 
build. It would be a prefabricated or precut home. 

Mr. Epmonpson. Would you inform Mr. Harrison, or the commit- 
tee, one or the other, if you have not received the loan by about the 
15th of next month? Would you let us know about it ? 

Mr. Srotiines. Yes, sir. I might say that my drawings have been 
sent to the VA. And the first time they came back to be corrected. 
I corrected them and sent them back. Now I have them back again. 
But in all the papers I got back, it looks to me like they were sent 
back for the very thing they were corrected for in the first place. 

Mr. Epmonpson. But these papers had apparently been approved 
way back there on June 30 of 1955, when you were told a private 
lender was available? 
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Mr. Srotuines. No; the drawings were not approved then. 
Mr. Epmonpson. You had not submitted your d rawings / 
Mr. Stroturnes. No; I had not submitted my drawings. 
Mr. Epmonpson. Thank you, Mr. Stollings. 

Mr. Mason ? 

Will you state your full name, sir, and your address / 


STATEMENT OF HOWARD EDWARD MASON, HARRISONBURG, VA. 


Mr. Mason. My name is Howard Edward Mason, 220 Ohio Avenue, 
Harrisonburg, Va. I am a builder. 

Mr. Epmonpson. I understand you are one of the architects of the 
VHMCP program in this area, sir. 

Mr. Mason. Well, according to publicity in the papers, I got for the 
veterans the first loans that they made. 

Mr. Epmonpson. Would you tell the committee, sir, your experience 
with the VHMCP program, both good and bad, and what you can tell 
us about the operation of the program today ? 

Mr. Mason. To give a little background, I have been building for 
a number of years. And we used to be able to get loans. Then along 
about im I! 4, it was just about impossible to get GI loans. 

I had quite a number of veterans. They hi: ad put in their applica- 
tions. They would say, “Everything is all filled up. You can submit 
it in a year.” Or they would say, “You are a year behind,” or some- 
thing like that. “You can’t get anything for a year.’ 

We tried to get loans elsewhere, one place or another. I am operat- 
ing mostly in Harrisonburg and Timberville, to the north, a small 
community but a pretty active community. And the large lending 
institutions just won’t come out of the cities out into these rural areas. 

So when I saw in the trade magazines that there was such a vol- 

untary home mortgage credit, I immediately got in touch with Con- 
gressman Harrison, over here, and told him of my problems. I had 
breakfast with him one morning. Mr. Hites, president of the co- 
operative down there, has some land. And we have a very definite 
need for a lower priced house there, because of the fact that while 
employees are employed regularly, they do not have terrifically high 
incomes. And we were not successful. I have been on trips to Wash- 
ington and Richmond and everywhere, and we were not successful in 
finding loans. 

So when this program I saw in the trade magazines was about to 
be opened up, I contacted Congressman Harrison, and he in turn con- 
tacted Mr. Cole, head of the Housing and Home Finance Agency, 
and they were just setting the program up. I think the Washington 
area was the first one set up. And they asked me to provide some 
forms. ‘They were preliminary forms, not quite the same forms they 
have now. They gave me the forms to fill out, and I filled them out. 
And very promptly I got from Frederick W. Berens, Inc., Mr. De 
Franceaux, who I think was also the chairman of this Voluntary 
Home Loan Committee in Washington, a phone call. I got a phone 

call from him asking me to come to WwW ashington and discuss the thing 
with him. 

Well, I went down on January 3 of last year, 1955. I went into his 
office there, and he talked like he was just so anxious to make the loans. 
He was very anxious to make the loans. And yet he insisted that they 
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would have to be at a discount and indicated probably at a few per- 
cent, 2 percent from us and 1 from the lender. And he asked us to 
go ahead and submit the applications. And we did. Of course, there 
were some FHA’s in it, but I guess we are interested here in the vet- 

‘ans loans. 

Incidentally, these houses had already been built. We had them 
on hand, and we hadn’t been able to find financing. It wasn’t a ques- 
tion of going out first and getting everything all approved i in advance, 
but the houses had been built, and we had not been able to find anyone 
to finance them. 

So we put in these applications, and as it came along it wasn’t quite 
like it was pictured. When they picked the forms out and sent them 
out, and everything, they sent along something we had to sign to pay 
not 2 percent but 414, percent discount; 1 percent from the borrower 
and 414 percent that we had to pay discount on these loans. 

Well, of course, they objected very strenously to it, but we had the 
houses on hand, and had money invested in them, probably $60,000 or 
$70,000, and we were not getting any thing out of them. It was just 
one of those desperate things you have to do to try to come out. You 
try to your money out and start over again. 

Mr. Epmonpson. Do I understand, now, that this company that re- 
sania a 41% percent discount was one w hose name had been supplied 
to you by V HMCP? 

Mr. Mason. Yes, sir. It came through VHMCP. 

Mr. Epmonpson. And they requested the 41% percent discount ? 

Mr. Mason. Not only requested, but got it. 

Mr. Epmonpson. When was this, Mr. Mason ? 

Mr. Mason. The applications were made on the Ist of January in 
1955. And they accepted this first group of five in January, January 
3. I talked to Mr. De Franceaux, who was the chairman of the Fred- 
erick W. Berens, Inc. at that time. 

Those loans were finally closed, some of them in April and some of 
them in June. 

Mr. Epmonpson. Those are loans on which you paid a 414 percent 
discount to the Frederick W. Berens, Inc., of Richmond, Va. ? 

Mr. Mason. Well, yes. They started in Roanoke, and then they 
switched it over to the Richmond branch. 

Now, if you will notice on that list there, some of them I got at 314 
percent. Those first five there. But I had to pay 414 percent. 

Mr. Epmonpson. Let us trim this down now with a little more 
Te) if we can. In April of 1955, you completed a loan for 
$7,950, on which you paid a 414 percent discount to Frederick W. 
Berens. Is that right? 

Mr. Mason. Yes, sir. <A total of $357.75. 

Mr. Epmonpson. Also in April of 1955, on another loan for $7,950, 
you paid 414 percent. 

Mr. Mason. That is correct. 

Mr. Epmonpson. Then in April 1955 on a loan for $9,750, you paid 
31% percent. 

Mr. Mason. That is correct. 

Mr. Epmonpson. In June of 1955, on a loan of $9,650, you paid 41, 
percent. 

Mr. Mason. That is correct. 
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Mr. Epmonpson. And in June of 1955 you negotiated a loan for 
$11,500, on which you paid 414 percent, to Berens. 

Mr. Mason. That is right. 

Mr. Epmonpson. Now, Berens, in all instances, was the company 
which had been referred to you by VHMCP. Is that correct? 

Mr. Mason. Yes, sir. That is correct. 

Mr. Epmonpson. I see. 

Mr. Mason. Then, with the time it took to close them afterward, I 
put the interest out here, and on an $8,000 house, the interest, after 
they had accepted the things, plus the discount—on an $8,000 house it 
cost me $5,016.75. We have about 12 on here and a number have not 
been completed yet. And yet by costs on discount and interest after 
the appraisal, until the closing time, it amounts to approximately 
$5,400 on this group of houses. Consequently, last year I came out 
in the red. 

Mr. Epmonpson. On these five transaction you have described, now, 
your total cost came to pretty close to 6 percent or more on the overall 
cost. 

Mr. Mason. That is right. That had no relationship to the cost 
of the building at all, on construction money or anything else. 

Mr. Epmonpson. And this was the VHMCP participating com- 
pany ¢ 

Mr. Mason. Yes, sir. 

Mr. Epmonpson. All right, sir. These were all GI loans? 

Mr. Mason. These were all GI’s. Of course, I had some others 
through them, but these were all GIs. 

That is the first five. We had those houses on hand. 

Now, starting then, as to these others on this list here, about 12, we 
would send in the applications, and different companies would pick 
them up. And, of course, we haven’t had any such basis of discount 
as that since then, because we absolutely can’t pay that kind of a dis- 
count and stay in business. But those houses were on hand, and it 
was a matter of getting it out the best way we could. 

Mr. Epmonpson. Since then, in fairness to the Berens Co., in Feb- 
ruary 1956 they are requesting a 2-percent discount on a transaction 
in February 1956? 

Mr. Mason. They are requesting that. But they have never yet 
made that man a commitment. He is living in the house, and they 
have had that. They have had the papers there for 3 or 4 months, 
and they have not made the commitment. 

Mr. Epmonpson. Now, let me get this straight. This man is living 
in the house? 

Mr. Mason. He has been living in it for a month now. 

Mr. EpMonpson. And the papers are filed with Berens, but they have 
not made the commitment / 

Mr. Mason. The certificate of reasonable value came from the Vet- 
erans’ Administration. But they have not yet made any commitment. 
And they have had, on that one, since November. They have had the 
papers since November of 1955. 

Mr. Epmonpson. This says “Date accepted, November 1955.” They 
accepted it for loan, but they have not closed the loan ? 

Mr. Mason. They have not even made a commitment. That was a 
commitment in the letter that they would make a loan, but they 
have not actually—well, maybe it really isn’t a commitment. They 
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sent the forms and everything for us to fill out for thedean, and indi- 
cated that they would make it on a 2-percent basis, but up to now they 
have not come through. 

Mr. Epmonpson. That is on a loan on which you applied to the 
VHMCP in October of 1955, according to your records? 

Mr. Mason. That is right. 

Mr. Epmonpson. And here in February 1956 you are still waiting for 
them to say whether or not they are actually going to lend the money ? 

Mr. Mason. That is right, sir. 

Mr. Epmonpson. Did you have a question, Judge? 

Mr. Suurorp. No; I think that takes care of it. 

Mr. Mason. While we are speaking about that same company, you 
will notice the two names at the bottom here. You see a lot of question 
marks ¢ 

Mr. Epmonpson. Yes, sir. 

Mr. Mason. Those were submitted, one of them in July of last year 
and one of them in November of last year. 

Mr. Epmonpson. To VHMCP? 

Mr. Mason. To VHMCP. And Frederick W. Berens picked them 
up and called the veteran in each case and asked him to come to Wash- 
ington and bring the contractor along to discuss the situation. 

So we went with Mr. Puffenbarger, here, probably in November. 
I don’t remember the exact date. I went down with Mr. Puffenbarger 
to Frederick Berens and discussed the situation with him. And they 
said they wanted 3 percent. And I said, “It is absolutely impossible.” 

Mr. Epmonpson. Is that 3 percent on top of the 1 percent paid by 
the veteran ¢ 

Mr. Mason. Yes. 

Mr. Epmonpson. They are asking 3 percent ? 

Mr. Mason. Yes. 

Mr. Epmonpson. And they are still a participating agency in 
VHMCP? 

Mr. Mason. That is correct. And I told them it was absolutely 
impossible. There wasn’t that much money in the building. It was 
impossible. We could not pay any 3-percent brokerage or whatever 
they called it, there. 

I told him he would have to send the papers back to VHMCP, to 
Mr. Fred Morrison. I also talked to Mr. Morrison that day, and he 
tried to talk me into the thing; that these folks were very cooperative, 
and everything, and were so helpful. 

Mr. Epmonpson. Would you identify Mr. Morrison for us? 

Mr. Mason. Mr. Morrison is the secretary, the acting secretary, of 
the Voluntary Home Mortgage Credit people in Washington. He is 
the chief processing agent in the Washington office. 

Mr. EpMonpson. Now, did you inform Mr. Morrison that they were 
asking 3 percent on top of the 1 percent? 

Mr. Mason. Yes, sir. 

Mr. Epmonpson. And he still urged you to go ahead and cooperate 
with them ? 

Mr. Mason. Yes. He said they had been very cooperative about 
getting loans through, and all. And he urged me to go ahead. 

Mr. Epmonpson. When was this? This was in November? 

Mr. Mason. That wasin November. But we refused to. And I told 
Frederick Berens to send these papers back to the Voluntary Home 
Mortgage Credit and let them find somebody else. 
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Well, we came back to Harrisonburg. And this other one was put 
in in November, then. I think we put Mr. Halterman’s in then. And 
they called me up about his, and they also wanted to know what I was 
going to do about Puffenbarger’s. I said I was not going to pay the 
3 percent, and I had sent it back to VHMC P. They said, “Under the 
circumstances, we will make it at 3 percent.’ 

I still objected very strenuously to that, but a fellow does have a 
couple of dollars left at a 2-percent brokerage if it doesn’t take too 
long to close them. So I said, “All right, go ahead.” 

He told us to send all the papers in. So we sent in all the papers on 
that. And so also on Halterman. He said he would make Halter- 
man’s at 2 percent. 

Well, last week I received these letters back from them. One of 
them was Mr. Puffenbarger’s, and the other one is Mr. Halterman’s. 
And in the other one the letter says they can’t make the loan because 
I refused to pay 3 percent. 

Mr. Epmonpson. Would you read the letter ? 

Mr. Mason. This is in reference to Halterman : 

Dear Mr. Mason: Confirming our conversation of today, we are closing this 
case with the Voluntary Home Mortgage Credit Program as you are not willing 
to agree to a 3-percent discount. 

Enclosed you will find all papers previously submitted to us for processing. 

Mr. Epmonpson. May we have that letter for our files / 

Mr. Mason. Yes, sir. 

Mr. Epmonpson. If there is no objection, this will be made a part 
of the record at this point. 

(The letter referred to follows:) 

FREDERICK W. BERENS, INC., 


Washington 6, D. C., February 9, 1956. 
Re Warren 8S. Halterman. 
Mr. H. E. Mason, 
Harrisonburg, Va. 

DEAR Mr. MasoN: Confirming our conversation of today, we are closing this 
case with the Voluntary Home Mortgage Credit Program as you are not willing to 
agree to a 3 percent discount. 

Enclosed you will find all papers previously submitted to us for processing 
(VA 1802 forms, credit report, certificate of eligibility, verification of employ- 
ment, verification of deposit, sales contract and pictures of the property). We 
are returning these papers by certified mail. 

Very truly yours, 
RENEE WEISSBACH. 


Mr. Mason. And as to the other one, they just said in the letter that 
they were returning it, but over the telephone they told me they were 
returning it because I would not pay the 3 percent. So I have both 
sets of papers for these two veterans here. One of them has been 
since July, and the other since November. We have from the Veter- 
ans’ Administration certificates of reasonable — The fact is that 
I have already started on Halterman’s house. I don’t know who is 
going to make the loan. We are already working on it. 

As to the other one, we are not. In that case, the objection was not 
to the man’s credit. It was because we would not pay the 3 percent. 

Mr. Epmonpson. Mr. Mason, do you have any objection to our 
making this exhibit a part of our records? 

Allright. If there is no objection, then this worksheet showing the 
transactions which Mr. Mason has had with VHMCP over a period of 
a little over a year will be made a part of the record at this point. 
(The material referred to follows :) 
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Mr. Epmonpson. Mr. Mason, you started out with pretty high 
hopes, then, for the VHMC program, apparently. What do you feel 
about it now ¢ 

Mr. Mason. Well, my reactions are mixed. We have had some good 
results. 

Now, I was telling you about Berens. We have on here other com- 
panies. I got one loan through without having to pay any brokerage 
at all. 

Mr. EpmMonpson. Which company was that ? 

Mr. Mason. That was with Credential. 

Mr. Epmonpson. I think that company should have recogniton and 
credit for being willing to come into an area of this kind and to make 
loans without exacting a discount from the veteran through the build- 
ers. 

Mr. Mason. And they made 4 at 2 percent. And then Magic City 
Mortgage in Roanoke made 1 at 2 percent. That did not come through 
Voluntary Home Mortgage Credit, though, on that one. But that 
has been our experience. 

Mr. Epmonpson. Have you closed any direct loans for veterans 
during this same period of time ? 

Mr. Mason. No. One of these on here applied for a direct loan in 
January of 1954. The veterans sent him through the Voluntary Home 
Mortgage Credit. 

Mr. Eponpson. Through the wringer ? 

Mr. Mason. Yes. So finally, I think on the last of July or the 
ist of August—I had submitted the plans and specifications and bid, 
and everything, earlier—but in August I think Credential took this 
up from Voluntary Home Mortgage Credit. And that house was 
completed in December. But the VA had refused to make a direct 
loan in this case, because of the same program and we went through 
with them. 

But we had the veterans apply for direct loans in 1954, and they 
were just swamped. And they said, “Well, you are a year off. We 

can’t do anything for a year.” 

Mr. Epmonpson. Do you ‘feel that the VHMC program is getting 
better, or getting wor se? Or is it the same as it has been from the 
start ? 

Mr. Mason. Before we had VHMCP, we could not get any loans + 
all in the area, because it was a small town, Timberv ille and that are 
there. We.have gotten loans. 

Mr. EpmMonpson. You could not get any direct loans? 

Mr. Mason. You couldn’t get direct loans without waiting for a 
year or something like that. The fact is that in quite a number of 
vases they sent it back to the veterans saying, “No use. All the money 
we have got is pledged, and these isn’t any use in putting your appli- 
‘ation in.” That was in 1954. 

Mr. Epmonpson. Prior to 1954, what had the experience been ? 

Mr. Mason. Well, it had been getting rougher gradually. There 

yas a time when the lending institutions paid me a discount to get 
the money. And they made the loans w illingly. But the situation has 
been gradually getting tighter all the time. And in 1954 it was pretty 
rough. They did not build many houses. 

Mr. EpmMonpson. How about 19524 How was it? 
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Mr. Mason. Well, it was a little easier than 1954. In fact, we built 
these houses here in 1954, and that is the reason we paid those dis- 
counts in 1955, to get them moved off there, because they were just 
eating it up. 

Mr. Epmonpson. Since 1953, those things have been getting pro- 
gressively tighter, so far as money of any kind is concerned. 

Mr. Mason. Yes, sir. 

Mr. Epmonpson. Does anybody have any further questions / 

We will take a 5-minute recess and reconvene at 11:35. 

(Short. recess. ) 

Mr. Epmonpson. The committee will be in order. 

We have the request on behalf of Mr. Wooddell to place in the record 
two letters bearing on his testimony. If there is no objection, they 
will be made a part of the record immediately following Mr. Wood- 
dell’s testimony. Without objection, it is so ordered. 

Mr. Epmonpson. Each of those letters, I believe, refers to the Rob- 
inson case. 

Mr. Stotler? 

Your name and address, please, sir. 


STATEMENT OF BRYAN STOTLER, WINCHESTER, VA. 


Mr. Srorter. Bryan Stotler, 316 Sheridan Avenue, Winchester, Va. 
My office is 318 South Loudoun Street, Winchester, Va. Iam a real- 
estate broker. 

Mr. Epmonpson. Would you just start in, sir, and tell us what your 
experience has been with the direct loan program and VHMCP? 

Mr. Srorter. As the first thing, in testifying, I want to state that 
I handle an awful lot of veterans work in Winchester. Mr. Cronin, 
Mr. Perry, and Mr. Hale have been very cooperative with me in all 
information that I have tried to get from that office. It is a minor 
detail, but my office is open in Winchester to veterans. We get eligi- 
bility certificates and do work for them free gratis to help the boys. 
And as I say, they have been very helpful to me on any information 
1 have sent for. 

Up until the beginning, I might say, of July 1955, I was securing 
from the Veterans’ Bureau about 12°to 15 direct loans a year, not 
large, but small loans, in the Winchester area. 

When this VHMCP program came into effect, I made nine appli- 

cations. I would like to state the names as fast as possible and then 
go back and in two cases, particularly, give you the data on them. 

Mr. Epmonpson. All right, sir. 

Mr. Suvrorp. How many of those nine have been closed ? 

Mr. Sroriter. None. 

Mr. Epmonpson. I think if you would state the names and also the 
date you filed the application, that would be helpful. 

Mr. Srorter. That is what I wanted to give; and then go back to 
these two cases. 

Mr. Epmonpson. Two particular cases you want to discuss. 

Mr. Srorter. Stewart Lockhart, first of all, made an application 
on August 9, 1955. That case went to the VHMCP, was unable to get 
a loan, and was sent back to the Veterans’ Bureau. The Veterans’ 
Bureau now has made the loan, and it is not closed. It is in the 
lawyer’s hands now. 
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Next case, Kenneth M. Cather. I would like to come back to that 
case. : 

Russell Shiflett, August 23, 1955. That was picked up by the 
Colonial group from the VHMCP. All the papers were returned to 
us signing that there would be 2 percent paid, plus 1. The property 
has been appraised, and no further information has ever been re- 
ceived on it. The application was made on August 25. 

Arthur Dolphin, D-o-l-p-h-i-n; that was filed on August 23. It 
was picked up by the Frederick W. Berens Co. in Washington. 

I have a letter that I want to put in your record at this point, if 
you would care to have it. Shall I read it now? 

Mr. Epmonpson. Go ahead. 

Mr. Strorter. This letter was written September 22, 1955. It was 
written to Mr. Dolphin. 

On September 2, Mr. Cross, of our office, wrote Mr. Stotler informing him 
that the 3 percent discount in connection with your loan could not be paid by 
you, the veteran purchaser and that same must be obtained from some other 
source. To date, we have had no reply from Mr. Stotler. 

Before we can continue to process your loan application, we must ask that 
the enclosed letter be signed and returned to us for our files. Please have the 
seller, or whichever source is willing to pay the 3 percent discount, sign and 
return same to us immediately. 

I answered that in a rather dumb sort of way. I wanted to get some- 
thing on paper stating just how they wanted that. So I answered it. 
I do not have the answer here, but I'have the re ply back from them. 

This is a copy of a letter received from the Carey Winston Co., on 
September 2, 1955: 

Dear Mr. Srorier:I am in receipt of the enclosures which you forwarded 
under cover of August 31, 1955. However, I note in your letter that you state 
that the “Veteran Arthur J. Dolphin agreed to work out the three points when 
we settle.” The Veterans’ Administration will not allow the veteran purchaser 
to pay the three points which are to be paid from another source other than 
the veteran— 

Now, this is something that I think is very interesting— 

The 3 points which we mention to you are in addition to the 1 percent lender's 
fee due from the veteran. I, therefore, suggest that at the time of settlement 
the additional 3 percent lender’s fee not be shown on the settlement sheet as a 
collection from the veteran, Mr. Dolphin. 

That letter was signed by Carville J. Cross, This is a copy of that 
letter. 

Today that loan is in the attorney’s hands, ready to be closed with 
the seller and myself paying 3 percent and the veteran 1. 

Mr. Epmonpson. Could we have these copies for our file? 

Without objection, they may be made a part of the record at this 
point. 

( The letters referred to are as follows :) 

This is a copy of a letter received from the Carey Winston Co., on September 
2, 1955, 1723 Connecticut Avenue NW., Washington 9, D. C.: 

“DEAR Mr. Stor_er: I am in receipt of the enclosures which you forwarded 
under cover of August 31, 1955. However, I note in your letter that you state that 
the ‘Veteran Arthur J. Dolphin agreed to work out the three points when we set- 
tle. The Veterans’ Administration will not allow the veteran purchaser to pay 
the three points which are to be paid from another source other than the veteran. 

“The 3 points which we mentioned to you are in addition to the 1 percent lend- 
ers fee due from the veteran. I, therefore, suggest that at the time of settlement 
the additional 3 percent lender’s fee not be shown on the settlement sheet as a 
collection from veteran, Mr. Dolphin. 

“Very truly yours, 

“CARVILLE J. Crkoss, 
“Loan Closing Officer.” 
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THE CAREY WINSTON Co., 
Washington 9, D. C., September 22, 1955. 
Re 25 Jackson Avenue, Winchester, Va. 
Mr. ArtuurR J. DOLPHIN, 
Winchester, Va. 


DEAR Mr. DOLPHIN: On September 2, Mr. Cross of our office wrote Mr. Stotler 
informing him that the 3 percent discount in connection with your loan could 
not be paid by you, the veteran purchaser and that same must be obtained from 
some other source. To date, we have had no reply from Mr. Stotler. 

Before we can continue to process your loan application, we must ask that 
the enclosed letter be signed and returned to us for our files. Please have the 
seller, or whichever source is willing to pay the 3 percent discount, sign and 
return same to us immediately. 

Very truly yours, 
JosHua I. Mitter, Vice President. 


Mr. Srorier. Joseph Lively, on August 19, 1955, made application 
for a direct loan, which was sent through the VHMCP. 

We heard nothing from that untila short while back, and at that time 
John F. Anderson, attor ney, in Winchester, Va., got a letter from Fred- 
erick Berens in W ashington, saying to fill out another form and send it 
back, and they called Mr. Lively and myself into the office. 

I signed for 2 percent discount. Mr. Lively signed for one. 

A telephone call was made to John F. Anderson on February 8, 
asking that that be raised to 3 percent plus 1. That was a telephone 
eall. And I would not accept that through Mr. Anderson. I requested 
that he write back and get me the facts on that. 

Now, the letter here is from the Berens Co., directed to John F. 
Anderson, re Joseph S. Lively : 

DEAR Mr. ANDERSON : In answer to your request, this will confirm that we will 
be unable to place a loan for Mr. Lively with one of our lending institutions, un- 
less the seller of the property or the real-estate agent agrees to a total loan 
placement fee of 3 percent. Neither party is under any obligation to accept these 
terms, and, if desired we will return the application to the VHMCP for reproc- 
essing. 

Would you please advise us by February 20 if we should continue with our 

processing? If we have not heard from you by that date, we will assume the 
terms are not acceptable and will return the application to the program. 
I want to give you these letters, but I want to come back to them later. 
Because I turned down exactly this same situation on Mr. Cather. 
Frederick W. Berens still states in the letter to the Veterans’ Bureau 
that they have offered to make a settlement, which we have no record 
of whatsoever. So in turning this over to you, I want it to be clear 
that I am going to reject this offer of 3 and 1 when I return to 
Winchester. And this will go back to the Bureau, hoping that we will 
get a direct loan. 

Mr. Epmonpson. But so far as you know, in their dealings with VA 
they have been asserting that their discount is a 2-percent discount? 

Mr. Srorier. That is right. But that telephone call and letter is 
is 3 and 1, 

Now, Roy B. Sours, August 2 25, 1955; Arnold R. Kohne, K- = ag 
Lloyd Stotler—no relation of mine, but he is a veteran—July 23. All 
three made applications July 23. 

In September—I don’t remember the exact date—Weaver Bros., 
in Annapolis, Md., picked up these three applications, I complied 
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with all of the requests with a letter stating that we would pay a 
specific amount. So we called down there, and they stated then that 
it would be 2 percent plus 1. We complied with those requests. The 
money was sent in. The property was appraised. 

We heard nothing from that for about 6 weeks. It was getting on 
toward November. I called down there and requested to know where 
we stood. He said, “I will have a man in Winchester,” which was the 
Mr. Butler that was spoken of a while ago, “and we will look these 
properties over.” 

In selling veterans’ homes in the suburban area, we have a lot of boys 
who make ‘$60 to $65 and $70 a week. They are not eligible for any 
more than a $6,500 loan, around that neighborhood. There are 
quite a lot of those little homes built. They are not completed with 
bath or furnace. They have adequate water supply. They have 
adequate outside toilet facilities, which I think gives the veteran a 
chance to get in and get a home. That is acceptable to the Veterans’ 
Bureau. T hey will accept the home, that is, adequate water, adequate 
toilet, and other facilities. 

These 3 homes that I am speaking of were about 3 miles out of 
Winchester. Two men came from Annapolis, Md., representing Weaver 
Bros., Mr. Butler, and I don’t know the other man. We got in a car. 
As we pulled up in front of the house, Mr. Butler said, “I’m not inter- 
ested in that house.” We pulled up in front of another house. He 
said, “I am not interested in that house.” I started to drive to the 
other house, and he says, “No use driving there. I am not interested 
in that.” 

May I express the language I told him? I said, “What in hell did 
you accept the applications for?” I said, “Here are three veterans 
now that have been waiting from July until September for you to 
accept these homes. We have complied with every term you asked. 
And you won't even go into the house and tell me you don’t want 
them.” 

He sent those applications back to the VHMCP. I called Mr. 
Perry and told him they were on the way back. And ional itely 
those applications got back there, Mr. Kohne is now ready to be closed 
on March 3 with a direct loan. Mr. Roy B. Sours has already noti- 
fied the attorney. And Lloyd Stotler’s value certificate seems to have 
gotten misplaced, and they are looking that up. I am sure it is 
coming through. 

Mr. Suvrorp. When did they get the notice that their loans would be 
accepted ¢ 

Mr. Epmonpson. From Weaver Bros. ? 

Mr. Suvurorp. No. When did the Veterans’ Bureau in Roanoke 
advise them that they would accept the loan ? 

Mr. Srorrer. Just as soon as these papers got back from Weaver 
Bros. 

Mr. Suurorp. What date was that? 

Mr. Srorter. They were returned back there on January 3. That 
is the letter I got from Mr. Perry stating he got them b: ck. And when 
you consider they have been proce essed into the lawyer’s hands in that 
time, that is about 6 weeks. That is about the time it takes. 

Now, Preston Moomaw’s papers were put in in November 1955. 








2358 OPERATIONS OF LOAN PROGRAMS IN ROANOKE OFFICE. OB THE VA 


Now, I thought of an idea. In sending the loan in, I wrote a letter to 
the VHMCP, and I said on the letter : 

This home does not have an inside bath. It has adequate toilet facilities. It 
has a furnace. I do not see any reason for any insurance company picking this 
up and holding this paper. 

That was returned to the Veterans’ Bureau also, and they have 
requested that to be appraised. That was from November 13 to Janu- 
ary 3. 

I don’t know whether that letter had anything to do with it or not, 
but it is a suggestion I think we might put on all of these applications, 
that if there isn’t a bathroom inside and there isn’t a furnace, those 
tirms will not accept them, but they are acceptable to the Veterans’ 
Bureau. 

Mr. Suvrorp. All of your acceptances have been since January 1, 
have they not? 

Mr. Sroriter. The Dolphin case was back ahead of that. Stewart 
Lockhart’s case was since then, because it was returned about January 3. 

Mr. Epmonpson. Have you had any direct loans accepted before 
January 1? 

Mr. Strorter. No: we haven't. I have three more now in the 
VHMCP, but they were all put in since January, and I have not heard 
fromthem. But these were the only cases that I have had. 

Mr. EpmMonpson. Now, did you want to tell us more about the Cather 
case ¢ 

Mr. Srorcer. I wanted to go into that. It is going to take just a 
couple of minutes. 

On July 5, Kenneth Cather bought a home for $10,250. He paid 
down $3,250, requesting a direct loan for $7,000. 

[sent those papers in. The Veterans’ Bureau sent them in to Wash- 
ington. And they were picked up by Frederick W. Berens Co. 

The first report that I had back from there was that Mr. Cather, on 
September 2, as nearly as I can get the date, called me and told me that 
he had gotten a letter from them requesting that someone pay 2 percent, 
andhim1l. Ididn’t get tosee the letter. He is in business there. 

And before I got down there, he signed right across the bottom of 
the letter. Hesays,“and return it.” Immediately after I called down 
there, because I didn’t want Mr. Cather to lose his loan, and they stated 
they would be unable to do anything with it unless I signed for 
2 percent and Mr. Cather 1. 

Then I secured a temporary loan for Mr. Cather for $6,500 at 6 per- 
cent interest until January 1. I helped to clear that wp by that time. 
The first communication I have with Mr. Hale was on October 11. 

May I also state that I believe it was Mr. Miller that I talked to 
at Frederick Berens’ about this case, and he emphatically told me 
over the phone—1I couldn’t give you oath as to whether it was him 
or the other one, but he emphatically said, “You can accept it or 
reject. it, and this veteran will not get a loan.” Those were the words 
that he said to me over the phone. 

So immediately I called Mr. Hale, October 11, 1955. 

Now, this started a discussion on this case which ended up by me 
writing to our Congressman, Burr Harrison, and I believe Mr. Cather 
also contacted him. We received a letter on October 25. 

Here is one thing that I would like to bring out clearly. It is the 
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only complaint I have against the Veterans Bureau. I have tried 
to help these boys, but if Carey wants them, or Weaver Bros.—it 
was stated a while ago that Weaver Bros. will not write to the Vet- 
erans’ Bureau what the discount is. They wrote in and told them 
they had only asked for 2 percent. I immediately called the office 
of Carey Winston and told him he knew he had talked to me about 
5. And they stated they would immediately send Mr. Carey a letter 
stating that that was the fact. They sent him one mentioning 2 
percent. And they stated at no time had they offered Mr. Cather 
an opportunity to negotiate for 98 percent. Mr. Cather was turned 
down for his loan. 

Here is a letter from Mr. Moore, another from Mr. Perry, and one 
from Mr. Houseman about it. 

Mr. Epmonpson. Whether it was 2 percent or 3 percent, you did 
not have anybody that was ready to pay the discount, unless they 
gouged it out of your sales commission on the thing. 

Mr. Srorter. That is right. Now, I do feel that Mr. Cather was 
entitled to his loan. At the present time I have a temporary loan 
riding for him. He doesn’t feel very good about it. 

Mr. Epmonpson. Is his direct Joan application pending with the 
VA? 

Mr. Srorter. No, it is not. 

Mr. Epmonpson. Has it been withdrawn / 

Mr. Srorter. He hasn’t, but they have withdrawn it. 

Mr. Epmonpson. Do you have a record of that / 

Mr. Srorter. On November 15, I believe, is the last communication 
Ihave. Here is one of December 5 that would be later than that. 

Dear Mr. STOTLER: We are in receipt of correspondence dated November 30, 
1955. Please be advised as follows: 

Cather, Kenneth M., DL 59804: As previously stated in our letter of November 
15, 1955, we contacted Mr. Morrison of the Voluntary Home Mortgage Credit 
Program Committee. On November 1, 1955, Mr. Morrison stated that the Carey 
Winston Co. offered to negotiate with Mr. Cather at 98, which offer was rejected 
Ly the veteran. He further stated that at no time was an offer involving a 
3-point discount made to Mr. Cather although Mr. Cather volunteered to turn 
down a 3-point offer even before any offer had been made. 

Now, Mr. Cather wouldn’t have turned down an offer if it hadn't 
been made. 

In the absence of documentary evidence of a three-point offer, Mr. Cather’s 
application must remain in a withdrawn status. 

Mr. EpMonpson. Who is that signed by / 

Mr. Storier. That is Mr. Perry. 

Lockhart, Stewart R., DL 61369: The certificate of reasonable value was 
issued on November 25, 1955, to Weaver Bros., Inc., of Maryland. 

Kohne, A. R., DL 59623: Appraisal assignment made on November 30, 1955. 
Stotler, Lloyd A., DL 60185: No record of appraisal being made. 

Sours, Roy B., DL 62067: Property appraised. Certificate of reasonable value 
to be issued this week. 

Pending further advice from the Voluntary Home Mortgage Credit Program 
Committee, the above-stated files must remain in a withdrawn status. Upon 
receipt of evidence, in any case, to the effect that the committee has not been 
successful in satisfactorily placing a loan, we will give due consideration to 
processing a direct loan. 

Very truly yours, 
J. B. Perry, 
Chief, Examining Section, Loan Guaranty Division. 
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At no time did we ever see any papers on the 98. Mr. Cather 
couldn’t be here today, but he said at no time did he see any papers 
on that. 

Mr. Epmonpson. On this Cather loan, I originally understood you 
to say that the Berens Co. accepted it. Did you ever have an accept- 
ance from the Berens Co. on it ? 

Mr. Srorier. No, they turned this down after we wouldn’t pay the 
3 percent. They turned it down and sent it back. 

Mr. Epmonpson. On the Cather case? And then Carey Winston 

came into it? Or is Carey Winston the same as Berens! That is 
what I am trying to get str aight here. 

Mr. Sorter. I misstated that. C arey Winston was the Cather case. 

Mr. Epmonpson. Then Berens was never in the picture on the 
Cather case ¢ 

Mr. Srorier. That is right. I am sorry I made that mistake. 

Mr. Epmonpson. That is all right, sir. 

Mr. Storer. Now, here is a letter dated December 20. 

GENTLEMEN: Mr. Bryan Stotler has contacted our officer this date by tele- 
phone with respect to a direct loan application in the above-captioned veteran’s 
name. As you know, this case was referred to your company by the Voluntary 
Home Mortgage Credit Program Committee. 

On September 26, 1955, we received a communication from that committee 

indicating that the seller or agent was unwilling to absorb a discount of 2 per- 
cent. 
Now, you know, they don’t count the veteran as one. It is always 
two. The seller discount is 2, and the veteran 1. That is right con- 
fusing, but that is their setup, 2 and 1. Here it says the seller or the 
agent, 2 percent. 

This situation placed our office in the position of being unable to process this 
case on a direct-loan basis. 

Mr. Stotler states that in a conversation with you it was established that the 
offer was made at a 3-point discount instead of 2 point. Therefore, if you 
will be so kind as to furnish us documentary evidence of the 3-point offer our 
office will be in a position to consider this veteran’s application on a direct-loan 

asis. 

we he apparent to the undersigned, from correspondence and telephone con- 
versations with Mr. Stotler, that this particular veteran is in dire need of as- 
sistance. Your prompt reply to this letter will be greatly appreciated. Please 
address the letter to Mr. W. E. Vest, Jr., and mark the envelope, “personal and 
official.” 

Very truly yours, 
J. B. Perry, 
Chief, Examining Section, Loan Guaranty Division. 

Now, the Cather case is closed out. 

Mr. Epmonpson. Have you given up hope of a direct loan on the 
Cather case ? 

Mr. Srorter. There isn’t anything more I can do about it. They 
have closed it out three times. 

Mr. Epmonpson. Why don’t you resubmit it and see what happens? 

Mr. Storier. If Mr. Cather will, right now. 

Mr. Jenkins. I would like to make one point clear. In these cases 
vou have here, there are at least 2 cases where the lender has come 
direct either to you or the seller and demanded 3 percent. 

Mr. Epmonpson. He supplied 1 letter on that from the Carey 
Winston Co. 

Mr. Jenkins. Then that same lender told the VA they only asked 
for 2 percent. 

Mr. Srorter. That is what they told them. 
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Mr. Suurorp. Could we get at that point the name of both lenders? 

Mr. Epmonpson. That was Frederick Berens Co., and the Carey 
Winston Co. that you have the letter from. 

Mr. Storer. You see, Mr. Cather wrote across the corner of his 
letter and sent it back, and we have never been able to get that letter 
back. 

Mr. Epmonpson. Just to make it clear for the committee as to who 
this 3 percent written evidence is on, there is a letter dated February 
9, 1956, on the stationery of the Frederick W. Berens, Inc., of W ash- 
ington, D. C., stating: 


Concerning our conversation of today, we are closing this case with the Vol- 
untary Home Mortgage Credit Program, as you are not willing to agree to a 
3-percent discount. 


Your point that you are making here is that they are now talking 
about 1 and 2, it being 3 that they are talking about here. 

Mr. Srorter. That is what they talked about then. 

Mr. Epmonpson. And not treating the 1 percent origination fee as 
a discount at all. Is that it? 

Mr. Srorier. =e is right. 

Mr. Epmonpson. I do not think they are going to fool anybody. 

Do you have any further testimony, sir ? 

Mr. Srorier. Did you want any of these letters ? 

Mr. Epmonpson. If you have any others bearing on these cases 
that you would like to have made a part of the record, we will be 
glad to have them. 

Mr. Srorier. All right. 

(The letters refer red to are as follows: ) 


FEBRUARY 21, 1956. 
Re VHMCP No. 4—44-12-1921 ; Veteran Joseph S. Lively. 
Mr. E. A. HALE, 
Loan Guaranty Officer. 


DrAR Mr. Hate: As I spoke at Staunton, Va., about the case of Joseph S. 
Lively, V. H. M. C. P. No. 444-12-1921, of which the Frederick W. Berens, Inc., 
Washington, D. C., are asking for 4 percent to close this loan. 

This application was also put in August 19, 1955. I am enclosing a copy of 
the attorney’s letter and as you know I gave one copy of the letter to the con- 
gressional hearing committee in Staunton, Va. 

The $25 for the appraisal has been sent to the Frederick W. Berens, Inc., in 
November 1955. So far this property has not been appraised. 

I would appreciate it if you would write to them and ask that the papers be 
sent back to you and make us a direct loan. 

Any necessary papers needed please advise me. 

Very truly yours, 


BRYAN STOTLER. 


WINCHESTER, VA., February 21, 1956. 
Re Application No. 62191, Veteran Russell H. Shifflett. 
Mr. J. B. Perry, 
Loan Guaranty Officer. 

Dear Mr. Perry: Application was placed August 23, 1955, and was turned 
over to the Colonial Group Co., Alexandria, Va. 

The money order was sent for the appraisal on November 28, 1975, to this 
company. So far, we don’t know whether the property has been accepted by 
them or whether it has been returned to the V. H. M.C. P. 

When Mr. Shifflett bought this property on August 23, 1955, he moved into 
this property with a 6-month lease, which time is now up. 

Please advise me by return mail for any further information you need for a 
direct loan. 

Very truly yours, 3RYAN STOTLER. 
73604—56——5 
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FEBRUARY 10, 1956. 
Re Joseph 8S. Lively, VHMCP No. 4—44—-12-1921. 
RENEE WEISSBACH, 
Assistant Secretary, Frederick W. Berens, Inc., 
Washington 6, D. C. 


Dear Miss WeEISsSBACH: On February 8, 1956, you called my office and advised 
that the purchaser of this loan now requires a seller’s discount of 3 percent 
rather than the original 2 percent. I advised the real-estate agent of your phone 
conversation by letter dated February 8, 1956, with a copy to you. 

The agent, Bryan Stotler, called on February 9, 1956, and asked that I obtain 
your request in writing in order that they could take this matter up with the 
regional Veterans’ Administration office. Therefore, will you please confirm 
your telephone conversation of February 8, 1956, by letter to Mr. Bryan Stotler, 
318 South Loudoun Street, Winchester, Va., with a copy to me. 

I understand that the new transaction would require 1 percent to the veteran 
and 3 percent to the seller. 

Yours very truly, 


JOHN F.. ANDERSON. 


VETERANS’ ADMINISTRATION, 
REGIONAL OFFICE, 
Roanoke, Va., December 28, 1955. 
Re DL 59824 VA Ro—Cather, Kenneth M. 


Mr. Bryan STOTLER, 
Winchester, Va. 


Dear Mr. Srorrier: In accordance with our telephone conversation of December 
20, 1955, we have contacted the Carey Winston Co. and requested the complete 
file on the above loan application. That company has been so kind as to comply 
with our request, and we are in receipt of its file throughout the entire period of 
negotiations. 

A review of the file indicates that at no time was there a requirement of the 
3-percent discount as stated by you over the telephone and in previous corre- 
spondence. As a matter of fact we note that on September 8, 1955, Mr. Cather 
stated over his signature that he was willing to pay the 1-percent lender’s fee 
and also Mr. Cather stated over his signature in a letter dated September 13, 
1955, that the seller had not refused to pay the 2-percent discount. In view of the 
correspondence we have on file we are inclined to believe that the loan could have 
been negotiated through the Carey Winston Co. before any temporary loan was 
obtained by the veteran for the purchase of the home in question. 

We have carefully reviewed every aspect of this case with the thought of 
helping the veteran to acquire the financing necessary. We now find that the 
veteran was offered a loan on terms which are considered satisfactory by our 
central office and the loan application therefore must remain in its present with- 
drawn status. There is nothing further this office can do for Mr. Cather with 
respect to the property which he proposes to refinance. 

Very truly yours, 
F. L. HouseMAnN, 
Acting Chief, Examining Section, Loan Guaranty Division. 


VETERANS’ ADMINISTRATION, 
REGIONAL OFFICE, 
Roanoke, Va., October 25, 1955. 


Re 3014-AM—Cather, Kenneth M., DL 59824; Dolphin, Arthur J., DL 58642. 


Hon. Burr P. HARRISON, 
House of Representatives, Washington, D. C. 

Dear Mr. Harrison: I have your letter of October 24, 1955, concerning home 
loans for the above two veterans. 

In the case of Mr. Cather, we had received a form from the Voluntary Home 
Mortgage Credit Program regional committee, which stated merely that the vet- 
erans’ loan could not be placed because the “seller or agent unwilling to absorb 
discount of 2 percent.” This form did not indicate who the lender is. We have 
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received subsequent correspondence from Mr. Bryan Stotler, realtor, Winchester, 
Va., stating that when he was ready to close Mr. Cather’s loan, the Cary Winston 
Co. asked that the seller pay 3 percent discount plus 1-percent origination fee. 
Mr. Stotler stated that his client was unable to absorb this discount. 

We are this date writing to the Voluntary Home Mortgage Credit Program to 
find out if the Cary Winston Co. is the company they had in mind to make this 
loan at 2 percent discount, or whether there is some other company interested in 
making the loan. When we get a reply, we can advise you further on this case. 

In the case of Mr. Arthur J. Dolphin, we have the form from the Voluntary 
Home Mortgage Credit Program stating that the Home Life Insurance Co. of New 
York is interested in negotiating toward the making of a loan to Mr. Dolphin. 
No indication of discount is shown on this form at this time. Accordingly, we 
are precluded from proceeding with a direct loan until confirming information 
is received from the Voluntary Home Mortgage Credit Program that a loan will 
or will not be made. We will continue to keep you advised on both of these cases. 

Sincerely yours, 
HENRY G. Moore, Manager. 


Mr. Srorter. I would like to state before leaving the stand that I 
made it very clear to the Veterans’ Bureau that there was no place 
for me to get that 2 percent additional; that this man had left town 
and there was no way for me to get it. 

Mr. Weaver. Was there any reaction to that ? 

Mr. Strorter. Those letters. They just simply dropped it. 

Mr. Epmonson. If there is no objection, then, those letters will be 
made a part of the record, and we thank you, sir. 

Mr. Riley ? 

Would you state your name, please, sir, and also your address, for 
the record ? 


STATEMENT OF LEONARD RILEY, REAL ESTATE BROKER, 
WINCHESTER, VA. 


Mr. Rirry. I am Leonard Riley from Winchester, Va. I am a real 
estate broker and have been for about 15 years. And the first year 
that I was in business, when a veteran came into the office all you had 
to do was take him by the hand and lead him down to the bank with 
no downpayment. And, as the man says, I never realized it was so 
good. 

In the 15 years, I have tried to get veterans’ loans every year, and 
I have watched the market go from where they paid me 2 percent to 
get them a loan, up to asking 6 percent, which is quite a change over 
a period of years. 

I didn’t bring my files today. Maybe I should have. But I got 
out 1 or 2, and there was so much in them that I didn’t know where to 
start. 

Mr. Epmonpson. Have you closed any direct loans in the last year, 
Mr. Riley ¢ 

Mr. Ritry. What I would like to do here today is make a general 
statement or two and then take up the specific case. Although I don’t 
have the evidence here, I can supply it. 

Mr. Epmonpson. All right, sir. 

Mr. Ritry. But I think that people realize that prior to about July 
of 1955, it was the custom of the Veterans’ Administration of Roanoke 
to file their name and wait to get on the list, which usually took about 
6 months. And of course, I handled veterans’ loans, because as they 
kept coming in, 6 months would elapse, and you would have somebody 
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coming in behind. And it worked very nicely, and the Veterans’ 
Administration in Roanoke has leaned over backwards to take care 
of the veterans, and I usually go down there about every 3 months to 
the Veterans’ Administration. 

Then, beginning about the middle of last year, the Voluntary Home 
Mortgage Credit Program, as you know came into effect. Since that 
time, I don’t have the exact number of loans that I have submitted, 
but it has average 1 or 2a month. I would say 10 or 12. 

To date, I have a commitment on one loan. This is through the 
Voluntary Home Mortgage Credit Program. And I don’t know when 
that case was subimtted, but the application was received at Roanoke 
on August 2, 1955. September 1, the local attorney notified me to 
come in, and he had what we call a 2 and 1 percent deal. 

The veteran had agreed to pay $100 down, because this contractor 
was working prior to the 2 percent agreement. And it was requested 
from Berens in this case that approximpately 5 percent be paid down 
on the contract, plus a2 and 1 point setup. 

The seller was a veteran and rather hotheaded, and it was with 
considerable trouble that he agreed to pay 1 percent. And of course, 
I agreed to pay 1 percent, and the veteran agreed to pay 1 percent, and 
the veteran agreed to pay $450 down. 

It is now 614 months since the application was turned in. All the 
papers were filed, hoping we would get a check. And we are still 
waiting. I might say we will have to return to Winchester before 
very long, but I would like to know if possible before we leave this 
room if anybody has closed a loan through the Voluntary Home Mort- 
gage Credit Program in our area. I have not been able to get one 
closed. 

Mr. Epmonpson. I think Mr. Mason testified to some that had been 
closed, if you were here when he testified. 

Mr. Ritey. I believe hedid. That is right. 

Mr. Suurorp. Mr. Chairman, may I interrupt the witness there? 

You say you agreed to pay 1 percent on this loan you have reference 
to, and the veteran agreed to pay 1 percent. That is what you call 
a finder’s fee, or the starting fee, the 1 percent. 

Now, what has happened to the other percent? They asked for 
1 plus 2. 

Mr. Ritxy. The seller. 

Mr. Suvrorp. The seller agreed to pay the 1 percent? 

Mr. Riney. Yes. 

Mr. Suurorp. And so in this particular instance there is only 3 per- 
cent that is being paid. That is, the finder’s fee plus the 2 percent 
brokerage. 

Mr. Riney. That isright. Yes. 

Mr. Suurorp. Thank you, sir. 

Mr. Rizey. I don’t want to take too much of the committee’s time, 
but the case that I wanted to bring up—the name is Roy A. Hawkins, 
route No. 4, Winchester, Va. He made a deposit on a piece of prop- 
erty in January of 1955. He thought that he had a private loaning 
institution that he could get the loan from. 

After considerable delay, where the company came back and asked 
us to put in concrete walks, and so forth, it was finally rejected. 

I don’t know the exact date that this case went to Roanoke, but 
on November 2 the local attorney called me and said that he had 
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something on this case. He had a letter from Frederick W. Berens 
that they wanted 5 and 1 percent to make the loan. This had been 
cleared through the Voluntary Home Mortgage Credit Program. 

Mr. Epmonpson. Did I understand he said he had a letter from them 
that he wanted 5 and 1? 

Mr. Rizey. Five and one. 

Mr. Epmonpson. Do you have that letter ? 

Mr. Ritey. Yes, sir. 

Mr. Epmonpson. We would certainly like to have it supplied to the 
committee. 

Mr. Rixey. I will be glad to give you anything on this case that you 
want. 

Mr. Epmonpson. If you would supply that particular letter, it 
would be very helpful. We would like to have it. 

Mr. Ritey. This had gone on so long that the seller was very anxious 
to get his money, and Mr. Hawkins was considerably worried over the 
delay he had already gone through. So we agreed to go to Roanoke. 

We went to Roanoke, and in the meantime we notified Burns & Co. 
that we would not accept the 5 and 1. And we talked to Mr. Vest 
at the Roanoke office, who was in charge of direct loans, and explained 
to him that we felt that we had a hardship case. We had heard in 
some cases that maybe they would cut a little redtape for us. But we 
were informed that they could not make a direct loan until this loan 
was returned from the Voluntary Home Mortgage Credit Committee. 

Mr. Epmonpson. Did you show them the letter you had, with the 
5 percent and 1 percent proposition ? 

Mr. Ruy. I think I have that in my file. I think I took the whole 
file down there. 

Mr. Epmonpson. And showed it to Mr. Vest ? 

Mr. Ritey. I think so. 

Mr. Epmonpson. They still said, after seeing the letter, to your recol- 
lection, that they had to have the loan papers returned ? 

Mr. Ritry. They said under the regulations they have to allow a 
certain period of time for this loan to stay up in Washington, and 
at the end of that time if no company indicated that they would con- 
sider the loan, it comes back automatically to Roanoke. 

But he was very helpful in this matter. He said he would like to 
do something, and he felt it was a case. And he wrote a letter to 
the VHMCP, and I have a copy of it, requesting if possible to return 
the loan to Roanoke; that they could make a direct loan on it; that 
= felt it was an unusual case. 

ut by the time we returned to Winchester and waited a little bit, 
on December 12 we had a communication from Weaver Bros. that they 
would accept a loan at 2 and 1 percent. So we didn’t know what else 
to do, and the veteran agreed to pay 1 percent and the seller agreed to 
pay land I agreed to pay 1. 

So on December 12, we submitted these forms to Weaver Bros., and 
since that time I have written two letters to Weaver Bros. telling 
them that a certain amount of pressure was involved, but to please do 
something. And todate I haven’t received a reply. 

But that is the particular case that I would like to get on the record. 

Mr. Epmonpson. We would like to have the letters on it, and we 
hope you will supply them to the committee, or to Congressman 
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Harrison, who will supply them to the committee. We will certainly 
follow it up, sir. 

Mr. Rixy. I want to take a minute to give thanks to Congressman 
Harrison and the committee for trying to do something on this 
program. 

Mr. Epmonpson. You can surely be proud of your Congressman. 
I will tell you that. 

Mr. Lovett ? 

Give your full name, please, sir. 





































STATEMENT OF BROWN LOVETT, JR., BROKER, SHENANDOAH 
REALTY CO., WINCHESTER, VA. 


Mr. Loverr. My name is Brown Lovett, Jr. Iam with Shenandoah 
Realty Co., Winchester, Va. I am a broker. 

Mr. Epmonpson. Would you state just what your experience has 
been with the direct loan program, Mr. Lovett ? 

Mr. Loverr. Back over possibly a year ago, I had tried to put 
through some loans, as before, on a direct basis, with a considerable 
length of time involved even then, and was generally discouraged in 
my efforts toward getting a loan for the veteran. It put the seller in a 
bad state, whereby I asked the seller to sign a contract for sales of 
property to GI, subject to his procuring the loan. 

The house was removed from the market, and 60 days later, maybe, 
or 90 days later, we find out various reasons why he cannot get his 
loan. And in general the seller wants to withdraw. He wants to get 
on with the sale of his home. And of course, the veteran sits there 
and has no choice in the thing. 

I am in a position where I can’t encourage the seller conscientiously 
to hold on, that we are going to get it through. And I can’t be very 
optimistic with the veteran, either. 

Consequently, in probably the last year, as I get veterans I try to 
tell them what the score is, and also the seller, in any setup; that if 
I have a contract and he wants to accept it on that basis and wants to 
withdraw his home from the market until such time as we can get the 
loan or refuse it, one, then it is up to him; that I have no feeling of 
encouragement as to getting it through. 

And then when this was referred over from the direct loans, I kept 
in touch with other ones, seeing if the process had been helped and 
the situation helped. And of course, I learned of the extra percentages 
involved in getting the loans. I more or less didn’t want to have any 
part of it. It didn’t look right to me. I couldn’t give the veteran 
a sensible answer. When he expected to get a loan with 2 percent 
down payment, and I would tell him his closing costs would be at 
such a figure, that it would take care of it, and then to turn around 
and say, “We have a few more charges we have to make. It has to 
come.” And he wants to know why. So in general, for a good man, 
I try my best to get him private money. And other than that, I refer 
him to another lending institution or someone that wants to handle it. 

Mr. Epmonpson. During the past 6 months, have you closed any 
direct loans, or VHMCP loans for veterans? 

Mr. Loverr. No, sir. 
Mr. Epmonpson. None? 
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Mr. Loverr. I have referred them to other people. And if you 
wish to process this man and carry it through, I have said, it is fine 
with me. And I have told the seller the same thing. 

Mr. Epmonpson. But you have, in effect, been discouraging the 
veteran from wasting time on the VHMCP in the last 6 months. 

Mr. Loverr. That is right. All in all, I can’t give the answers that 
1 would like to give, you see. 

Mr. Suvrorp. You say you are from Winchester? 

Mr. Loverr. Yes, sir. 

Mr. Suvrorp. Do you have any building and loan associations 
there? Mortgage companies? 

Mr. Loverr. Well, a few of the insurance companies have processed 
some GI loans. 

Mr. Suvrorp. But I mean in Winchester, in that particular area, 
do you have any building and loan associations or Federal mortgage 
associations ¢ 

Mr. Loverr. No, only in a very local way. 

Mr. Suvrorp. Do they make loans, conventional loans ? 

Mr. Loverr. Since to my knowledge they have not made any loans— 
they will make conventional loans, yes. 

Mr. Suvrorp. I am not talking about the veterans. They will make 
conventional loans ? 

Mr. Loverr. That is right. 

Mr. Suvurorp. But they will not make loans to veterans ? 

Mr. Loverr. That is right. 

Mr. Suurorp. Now, as to your banking institutions, how many 
banks do you have there? 

Mr. Loverr. We have three. 

Mr. Suvrorp. Do the banks make any conventional loans on real 
estate? Or do they have a department of the bank where they can 
inake the real estate loans and broker them to insurance companies? 

Mr. Loverr. The way that that has been done—there is a reference 
whereby the bank, if they can’t handle the loan, possibly because 
they have exceeded a certain amount on their loaning, would refer 
it possibly to an insurance company. 

Mr. Suurorp. The banks don’t seek real estate loans at long term, 
do they ¢ 

Mr. Loverr. That is correct. 

Mr. Suurorp. What insurance companies do you have there that 
make conventional loans ? 

Mr. Loverr. There is Equitable, and then there would be Pruden- 
tial. Then there would be Atlantic Life. 

Mr. Suurorp. Does New York Life make any loans there? 

Mr. Loverr. I don’t believe we have any establishment there. 

Mr. Suvurorp. Do those insurance companies make any GI loans? 

Mr. Loverr. Yes. That is really what I was referring to. I 
would possibly refer the GI to this party, this insurance company that 
is making these GI loans. And then they come back at me, “Golly, 
I have to make it 2 percent more.” 

Mr. Suurorp. The insurance companies, in making their GI loans, 
more or less specify the manner in which they will make them, and 
the terms ? 

Mr. Loverr. That is right. 
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Mr. Suvurorp. And if the veteran cannot comply with that, then he 
cannot get his loan? 


Mr. Loverr. That is right. 

Mr. Suvurorp. And for that reason, up in that area, you have thought 
it well, or the people have thought it well, to make application for 
direct loans to the Federal Government ? 

Mr. Loverr. That is right. That is what they expect. 

Mr. Suvurorp. GI loans. Because actually, the finance institutions 
in Winchester are unwilling to accept the type of loan that a GI neces- 
sarily has to obtain. 

Mr. Lovert. That is right. 

Mr. Suurorp. Then the experience there in the Winchester area 
is that these GI loans, direct loans, are never made? 

Mr. Loverr. That is right. 

Mr. Suvurorp. Except just an occasional one. 

Mr. Loverr. That is right. 

Mr. Suvurorp. And that is because of the fact that they have to go 
to this VHMCP and have to submit their loans to that organization, 
and they find the same kind of discounts are charged as are charged 
on the local money market. 

Mr. Loverr. That is right. 

Mr. Suvurorp. And if they do not accept that 1 and 3, or 1 and 2, 
then they can’t get the loans at all. 

Mr. Loverr. That is right. 

Mr. Sriurorp, And that obtains all through your area up there, the 
Winchester area ? 

Mr. Loverr. That is right, to my knowledge. And it is quite dis- 
couraging. Possibly a year ago, now, or over a year ago, the banks 
were taking loans very readily. I had a few go through. On one in 
particular I about fainted. It went through in about*90 days from 
beginning to end, through the bank. The next time, feeling very 
encouraged that this could go on, I spoke very highly of that, and 
so I repeated it. 

Mr. Suvrorp. But you found you whistled too soon, did you not? 

Mr. Loverr. Yes; I whistled toosoon. And the next time they didn’t 
want the application. 

Mr. Suvrorp. Is it your opinion that by reason of this VHMCP, 
your local lenders have been more reluctant to make loans? Do you 
think that that has been a deterrent as far as the local lenders are 
concerned in making loans? Otherwise, that they would take care of 
their residents, or citizens of the area, but they feel that this VHMCP 
has been constituted by the Government, and that therefore they are 
relieved in that area from taking care of their regular customers or 
their citizens? 

Mr. Loverr. I wonder from what motivation it would be that they 
would refer—like I spoke of the case that went right through, you see, 
and then immediately turn around and in conversation refer to the 
insurance company because “We cannot put this money out that way. 
We don’t want the application.” 

Mr. Suurorp. Is there any question of the interest rates up there 
in the Winchester area ? 

Mr. Loverr. That is my personal view. 

Mr. Suurorp. And that is one reason the lending agencies there 
don’t want to lend the money ? 

Mr. Lovett. That is right. 

Mr. Suurorp. Because of the interest rate. What is your legal 
interest rate in Virginia? 
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Mr. Loverr. Six percent. They have in the past made quite a few 
loans at 5 percent, building loans. 

Mr. Suurorp, But your legal rate is 6 percent interest? 

Mr. Loverr. Yes; and I believe if the thing went to 514 through 
GI loans, you would find a different picture entirely. l mean, they 
went up to a point where they can lend all they want at 5, they don’t 
want it at less. I have handled one, and he gets it through, and he 
gets his loan, and his friend comes and says, “You handled that loan, 
and I would like to buy a house, too.” We have to say, “We can’t 
handle you.” 

Mr. Suurorp. Have you had any contact with any of these com- 
panies where they have advised you they would have to have a dis- 
count more than 2 percent? I mean 2 percent plus the 1, the finder’s 
fee. 

Mr. Loverr. I have only been through what I might be expected 
to pay. 

Mr. Suvrorp. You mean it has been inferred that you might get 
it through if you made this payment ? 

Mr. Loverr. Yes; if I want to get it through, I have to have someone 
at least come up to 5 percent. 

Mr. Suvurorp. Was that statement made to you by a responsible 
moneylender ? 

Mr. Loverr. Yes, sir; and he was speaking in fairness, too. 

Mr. Suvurorp. That his institution might make the loan if you could 
increase it up to 5 percent ? 

Mr. Loverr. No; I think his reference there was in sympathy with 
the veterans on the thing; that it was ridiculous. This particular 
person had a fee of 1 percent all the way through in the handling of it. 
But to place the money whereby this person may be accountable to 
an insurance company, he would have places that he would come in 
contact with that he could place the money at a certain price. But 
they want, for instance, up to 5 percent for him to place it. 

Mr. Suvrorp. Who was to get all that 5 percent? That is what 
you want to know ? 

Mr. Loverr. That is what I want to know. 

Mr. Suvrorp. Did you have any idea that the broker who was going 
to place it would get a portion of that 5 percent ? 

Mr. Lovett. No,sir. I don’t think so. 

Mr. Suvrorp. You think it was all from the lending company ? 

Mr. Loverr. From the lending company, that he would get the 5 
percent. And it put the thing in a bad light as far as I am concerned 
in trying to handle it. 

Mr. Suvurorp. So you have gotten discouraged ? 

Mr. Loverr. Not until it is on a fair basis. 

Mr. Suvrorp. You have no institutions there in the area that are 
willing to make the loans, and you cannot get them through on the 
direct loan basis, and so you have gotten disc ouraged on it? 

Mr. Loverr. Yes, sir. 

Mr. Suurorp. Are you a veteran yourself ? 

Mr. Loverr. Yes, sir; 6 years. 

Mr. Suurorp. Six years. That isa very good record. 

Mr. Loverr. But there was a case recently. He wanted to buy a 
home to utilize his GI loan. He finds a house. Of course, I can’t make 
him mad by saying, “I can’t accept it. I can’t write a contract on this.” 
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Mr. Suvrorp. Let me ask you a question along a little different line. 
Are there any general developments or large developments in the 
Winchester area for the construction of GI homes ? 

Mr. Loverr. Of course, as to the construction of GI homes, the only 
construction in a large way would be the National Homes setup there. 

Mr. Suurorp. About how many homes in that development ? 

Mr. Loverr. Oh, they have got several started in several sections. 
But possibly 30 to 40. 

Mr. Suvrorp. Now, has that whole area been generally approved 
for GI loans? 

Mr. Loverr. I suppose FHA is where it is being handled through 
now, so I would suppose it is being approved for GI loans. 

Mr. Suvrorp. Are they making the sales to GI’s in that area ? 

Mr. Loverr. Yes; I am referring to cases in my mind where they 
have. And how they have done it, I don’t know. 

Mr. Suurorp. You are not an agent for that company. 

Mr. Loverr. No, sir. 

Mr. Suvrorp. And you have no connection with those developers 
at all? 

Mr. Loverr. No. 

Mr. Suvrorp. I think that isall. Thank you very much. 

Mr. Epmonpson. Thank you very much for some interesting testi- 
mony. 

Mr. Hays? 


STATEMENT OF EUGENE T. HAYS, STAUNTON, VA. 


Mr. Hays. Yes, Mr. Chairman. 

Mr. Epmonpson. Mr. Hays, would you state your full name and 
address please, sir ? 

Mr. Hays. My name is E ugene T. Hays. I live on Taylor Street, 
Staunton, Va. I am engaged in the automobile business, C adillac, 
Oldsmobile, and Chevrolet. 

After listening to the previous testimony of the witnesses, I consider 
myself very fortunate and, actually, I don’t see that I can add too 
much to the testimony already given. It would be repetitious. 

Iam aseller of a home, and not a buyer. I used my veteran’s sige 
in 1947, obtained money at 4 percent, and had part of the first year’s 
interest returned to me. And the thing that I object to in eka 
on this last deal with the seller is the fact of the 1 percent. I under- 
stand there were some more charges that perhaps the real-estate agent 
assumed. I don’t know that. 

Mr. Epmonpson. When did you sell ? 

Mr. Hays. I sold February 1. I closed out the last of January. 

Mr. Epmonpson. Was it a VHMCP transaction? Did another vet- 
eran buy ? 

Mr. Hays. That, I don’t know. The agent handled it, and I assumed 
that it was, through a mortgage company, since I charge a brokerage 
fee. 

Mr. EpmMonpson. You do not know whether it was a veteran that 
purchased ¢ 

Mr. Hays. It wasa veteran. And I do not know whether he assumed 
all of the charges or whether the agent did. I assume that the agent 
and the veteran divided them up. | 
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Mr. Epmonvson. How long did it take to close your transaction, 
from the time that you made your deal to sell it to the time that the 
loan was approved ¢ 

Mr. Hays. It was very fast. I think it took approximately 3 months. 
I should say we are very fortunate in having it closed in that time. 

Mr. Epmonpson. That was from the time that your veteran and 
you agreed on a sale until the time that you had your money in hand ¢ 

Mr. Hays. Yes, sir; approximately 3 months. 

Mr. EpMonpson. Does anyone have any questions ¢ 

Thank you very much, sir. 

I wonder if Mr. Carper and Mr. Mathews would like to come for- 
ward together here. 

Would each of you in turn identify yourself ?¢ 


STATEMENTS OF HARRY F. CARPER, JR., ROANOKE, VA., AND 
EDWARD M. MATHEWS, FRONT ROYAL, VA. 


Mr. MarHews. Edward M. Mathews, Front Royal, Va. I am an 
area director of the Division of Veterans Claims. 

Mr. Carper. I am director of the State Division of War Veterans 
Claims, Commonwealth of Virginia. 

Mr. Epmonpson. Both of you gentlemen are here under subpena 
from the committee, as I understand it. Is that correct ? 

Mr. Carrer. That is correct. 

I was going to add that I am in the department of law under the 
office of the attorney general. 

The purpose of the “division of war veterans claims is to assist vet- 
erans, their widows, orphans, and dependents, domiciled in Virginia, 
in obtaining their benefits, rights, and privileges under various State 
and local laws which have been enacted for their benefit. 

In performing these duties and responsibilities the employees of the 
division are often called upon to assist veterans in preparing their 
applications under the veterans loan guaranty program, both of the 
guaranteed and the direct type. 

The division maintains 15 field offices throughout Virginia where 
veterans and their dependents may seek assistance in their loan 
applications. 

Prior testimony has been given by two veterans whom we assisted, 
veterans Stollings and Friski, and you have heard their problems, 
which would be repetitious to repeat. 

Most of the complaints which have reached me regarding the opera- 
tions of the Voluntary Home Mortgage Credit Program come, of 
course, from my field agents, although I have received some complaints 
directly from veterans. 

There are two principal complaints regarding the operation of this 
program, first that there is too much delay in processing the loan 
through the VHMCP. In some of those cases, where the VHMCP is 
unable to place the loan, the application is returned for jennidtnation 
by the Veterans’ Administration, and because of the lapse of time the 
application has been under consideration, the contract has either ex- 
pired or the option terminated, or the seller has decided to seek else- 
where for a buyer. 
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Veterans complain to us of this delay, and the delay caused by corre- 
spondence with the lender at considerable distance from his place of 
residence; also about the amount of redtape involved in the complet- 
ing of the forms. 

Secondly, the discount practice creates an undue hardship on the 
veteran, for whether it be 2 percent or greater, this charge is passed to 
the seller, and the seller either absorbs the increased cost, ‘which reduces 
of course, his margin of profit, or he may be unwilling to absorb this 
and passes the discount to the veteran buyer. The veteran is legally 
unable to pay the discount sum, and the deal is not consummated, ‘thus 
denying the veteran further consideration by the Veterans’ 
Administration. 

It has been my understanding, in my years of veteran work, that the 
primary purpose of the V HMCP is to benefit the veteran and to chan- 
nel mortgage money from areas where it is plentiful to areas where the 
supply is short. 

I do not feel that the method of obtaining a loan, due to long delays 
and the additional costs, is beneficial to the program of the veter ans, 
who are already having difficulty in buying their homes. 

As I stated, you heard the testimony of two veterans whom we have 
assisted in trying to obtain their loans. One was successful ; the other 
was not. 

I would like, though, before passing to Mr. Mathews, to state that 
in my humble judgment those gentlemen of the Veterans’ Adminis- 
tration, in the Loan Guaranty “Division, certainly have every sym- 
pathy for the veteran and do all within their power under the regula- 
tions and instructions under which they operate to give the veteran 
every assistance possible. I work daily with these people, and I 
honestly feel that they are rendering a fine service to the veteran 
within the limits of their ability. 

Mr. Epmonpson. Mr. Carper, that is a fine statement. I think on 
the regional office level your statement as to the desire of the VA 
per sonnel to be of assistance to the veteran is a very fair and accurate 
statement. I think everybody in this committee would agree that most 
of the personnel, almost w ithout exception, would have that kind 
of an attitude toward service to the veteran. Unfortunately, they 
are sometimes hamstrung by regulations out of Washington, and 
sometimes by inadequate legislation. 

Mr. Carrer. That is absolutely correct. 

Mr. Epmonpson. Ina way that they can’t do the job. 

Mr. Carrer. I would like to state that Mr. Mathews is present in 
response to a subpena, and he is one of the field men that I made 
reference to a moment ago. His office is in Front Royal, and he has 
had considerable experience with this direct loan program. 

Mr. Marnews. Actually, I have little to add. Friski and Stollings, 
here, are men from my home town, and that was well documented 
evidence, in my opinion. There is very little more I could say about 
it that would bring out the particular points that I think should be 
corrected, even by change of regulations or legislation. 

But I would say I see about ten veterans a week asking me about 
GI loans, roughly 10, on an average. And since I have to go into this 
thing that took Friski approximately : 30 minutes to tell you all, I 
have to tell them that that is what they are going to have to go 











OPERATIONS OF LOAN PROGRAMS IN ROANOKE OFFICE OF THE VA 2373 


through with, too. Well, I would say that my washout right there is 
8 out of the 10. 

Mr. Epmonpson. Your washout é 

Mr. Matnews. I mean as far as they are concerned, they are through 
with it, when they hear that whole story. And I may as well tell it 
to them, because they are going to, run into it anyhow a little later. 

And I would not know as a positive thing that no loans have been 
made by referral through the Voluntary Home Mortgage Credit 
Program, but I can certainly say I have never seen one made. And the 
only case that I ever saw where the particular veteran was able to 
go out—now, there is no question but what he was acting as an agent 
for the mortgage broker, because he went and sold the seller on the 
idea of them paying this 2 percent discount. He agreed to pay 1 
percent as his origimation fee. This is the only seller that 1 ever 
saw that agreed to pay it. 

This veteran’s name, incidentally, is Joseph Marchi, of Front Royal, 
Va. As far as I know, this particular veteran’s e: rning power would 
have stood the loan which * was requesting. I have no reason to 
believe otherwise. I saw a certificate of reasonable value on the 
property, and the appraisal was more than $1,000 more than the 
asking price. 

The veteran thought that there would be no question but what he 
would get his loan. He had complied with what I thought was an 
outrageous request, when they made him go and get $200 from the 
seller. And he got a letter back—and the mortgage broker is Weaver 
Bros. in Baltimore—from the men, with no expli ination whatsoever 
as to why they had denied that loan. 

True, it put him in a better position, because I understand at this 
point the Veterans’ Administration is working on a direct loan for 
him. 

Mr. Epmonnson. How long has his case been cooking now ? 

Mr. Marnews. I am sorry, I can’t answer that question. I would 
say approximately 4 months, though. 

‘When he applied for his loan, the VHMCP was rolling right good 
by that time, and his first applications came from that agency or divi- 
sion, or whatever you want to call it. And in 4 weeks he had heard 
from Weaver Bros. They picked it up. And he complied with 
everything that I could see would be required. 

Mr. Suvrorp. You made the statement that it was rolling pretty 
good at that time. When this program was first started, did it work 
better than it is working now! Has there been a gradual deteriora- 
tion of the program! ¢ 

Mr. Marnews. My use of words there was unfortunate. 

I did not mean that the success of the thing was a bit better. What 
I meant to say was that they were sending out these applications faster. 
The net result was no better. And to this d: ay, as far as I am con- 
cerned, it is still no better. 

I would just like to say one other thing here that might not have 
been brought out too well. 

Now, direct loans, as I understand them, are limited to rural areas. 
Assumedly, there is not suffiicent local financing for veterans to get 
GI loans. In the cases of new construction, let us s% ay this man could 
get a par loan from Weaver Bros. And, you understand, that is not 
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correct. But he then has the problem of what he is going to do about 
construction money, even though he had a commitment on his 
mortgage. 

You might say, “Well, that same problem would exist primarily 
in metropolitan areas, to.” But there they build in, say, 200 units, 
and so on. They have already got all their construction arranged. 
But I am talking about the seven counties of Virginia that I repre- 
sent. They are building 1 and 2 units at atime. It is an individual 
proposition between this veteran and that builder. And most of the 
contractors in my area are not financially able to carry this man with- 
out construction money, particularly if they have got, say, as many as 
2 or 3 homes at a time going up. 

It is extremely difficult to obtain construction money from the banks 
up there. Of course, it is going to be a 6-percent loan anyhow—a 
conventional or 6-percent loan. 

You take, for instance, our man Stollings. That has been a real 
problem for him. He cannot get the money from the banks. And 
so he has actually been caught on that particular thing. If he could 
have gotten a VA loan from the Veterans’ Administration, he could 
be furnished construction money. And percentage payments could 
be made to the contractor in accordance with an agreed amount, and 
so forth, prior to that time. 

And as to the local credit situation around Front Royal and Win- 
chester, I talked to a banker in Front Royal yesterday afternoon, 
and I told him that I was coming down here. And I said: “I would 
like to ask you pointblank why you will not make any GI loans?” 

He said: “There is nothing I would rather do. And I am serious 
when I say that. I simply do not have the money.’ 

He said: “I can make some 6-percent deed of trust loans, but I can 
only loan 60 percent of the amount, and I loaned all my money at 
6 percent that I have to loan, and you will admit it would be foolish 
for me to loan at 44% when I can Joan all I want to at 6.” 

I said: “I agree with that, sir. 

Bar he told me he would be willing to handle GI loans if he had 
any market for them. “But,” he says, “I cannot charge a man a dis- 
count, and if I want to sell a block of GI homes, I will have to sell 
them for 97 or 98.” He said, “True, I might get a service charge 
back from the mortgage company for servicing this loan, but I still 
would lose money on the transaction.” And he further went on to 
say that if he could handle GI loans and sell them at par, he would 
handle them for the goodwill that it would result in. But since he 
did not have the money, he could not take a $200 loss if it was 98 on 
a $2,000 loan, with the small fee he would get back from a brokerage 
house for servicing. 

As I say, this to me is a problem that concerns rural areas, where 
individual dealings are taking place between a buyer and a seller; not 
where there are these large units of two, three, four, and five thousand 
dollars. And another nebulous thing to me is just what is considered 
a reasonable discount figure. 

They say that it is controlled by what is normal practice in the 
nearest metropolitan area. Well, as I say, that is a nebulous thing. 
I just don’t understand what they mean when they say the discount 
practice in the nearest metropolitan area. 
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Apparently, a good deal of the member lending agencies of the 
VHMCP don’t know, either, because they certainly do come out with 
different discount rates. And so it is for that reason that I have been 
probably more or less personally opposed to the thing. ' 

But it actually puts the veteran in the position that if he is going 
out to look at a house—you are going to look at a house before you are 
going to try to get any money. You are going to have to have some- 
thing in mind to buy. And when you get your house, naturally, you 
are going to ask the man for a price. He gives you a price. Then 
there is no way in the world that he can get a GI loan, when he has 
to go back and tell this man, “You have got to pay me $200.” The 
man says: “You are foolish. I wouldn’t consider it.” 

Mr. Suurorp. It is your opinion, then, that this program has not 
assisted the veterans in any degree ¢ 

Mr. Maruews. That is my definite opinion. 

Mr. Epmonpson. Any further questions? 

Then we will say thanks to both of you gentlemen for your contri- 


bution to the hearing. We appreciate it. 
Mr. Moore? 


STATEMENT OF HENRY GRADY MOORE, MANAGER, REGIONAL 
OFFICE, VETERANS’ ADMINISTRATION, ROANOKE, VA.; ACCOM- 
PANIED BY DAN J. CRONIN, LOAN GUARANTY OFFICER; WILLIAM 
VEST, DIRECT LOANS; AND EUGENE HALE, ASSISTANT LOAN 
GUARANTY OFFICER 


Mr. Moore. Mr. Chairman, can I bring these other gentlemen with 
mie ¢ 

Mr. Epmonpson. Yes, indeed. Bring any from your staff that you 
would like to, Mr. Moore. 

We will ask that you identify any who expect to speak and take 
part in the hearing here, if you will, please. 

Mr. Moore. Mr. Chairman, and gentlemen of the committee, I 
don’t know whether these gentlemen will take part other than in 
questions you ask them. I can identify them. This is Mr. Dan J. 
Cronin, the loan guaranty officer; Mr. William Vest, in charge of 
direct loans; and Mr. Eugene Hale, assistant loan guaranty officer. 
My name is Henry Grady Moore, manager of the regional office in 
Roanoke. 

Mr. EpMonpson. Proceed, Mr. Moore, to tell us what you can, now. 

Mr. Moors. Mr. Chairman and gentlemen of the committee, I would 
like to make just a few statements in connection with the Veterans’ 
Administration and its operation in connection with the Voluntary 
Home Mortgage Program. And I would like to go a little bit fur- 
ther back than that and bring the Veterans’ Administration into your 
inind as it operates in the regional office and carry matters somewhat 
up to date as to the handling of direct loans. , 

For the first 4 or 5 years of this program, there was no direct loan 
program, and it became so obvious that so many veterans were being 
deprived of the benefits of the GI bill because of their living in the 
rural areas or small towns, that it was necessary to do something in 
the way of providing financing for them. So the direct loan bill was 
passed, 
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Immediately upon is passage, it became then the responsibility 
of the regional office to define direct loan areas and eligible areas for 
GI loans that were ineligible for direct loans. 

So we made a study and presented our recommendations to the 
central office, and they approved what we had originally set out as 
the eligible area. for direct loans. 

Now, I would just like to show you this, as pointing up the matter 
of our concern for this direct loan program. 

The areas marked in red in the map of Virginia, there, are the 
ineligible areas for direct loans. 

Mr. Epmonpson. Would you, just to make the picture clear for 
the record, state how many counties of the total number of counties in 
the State are ineligible? 

Mr. Moore. I might make it a little different, because some are 
split counties. 

Mr. Epmonpson. All right, sir. 

Mr. Moore. The area around Culpeper is an ineligible area for 
direct loans. Roanoke County, the city of Lynchburg, the city of 
Bristol, Hanover, Henrico C ounty and part of Chesterfield County 
around Richmond, Williamsburg as a city, and then the Tidewater 
area down on the peninsula and around Norfolk, the area through 
there, are the only areas that are ineligible for direct loans. 

Mr. Epmonpson. In terms of area, probably 90 percent or better 
of the State, is a direct-loan area. 

Mr. Moore. That is right. A direct-loan area. 

Now, when it comes to number of veterans, 51.4 percent of the vet- 
erans in Virginia live in an eligible area for direct loans; 48 percent 
live in an area where they are not eligible for direct loans. 

That is based on the availability of money, of financing in those 
areas. 

Now, naturally, that brought about considerable concern to us for 
some provision for these veterans. And we have for a good many years 

been greatly interested in the direct-loan program. 

Now, a lot of people have wondered about the direct-loan program 
as it was being operated by the regional office in Roanoke, whether it 
was a sound business proposition, but our record of foreclosures in- 
dictates very definitely that we have been on a definitely sound basis, 
Our foreclosure rate is three-tenths of 1 percent of the direct loans, 
as compared with seven-tenths of 1 percent in the guaranteed-loan 
area. 

Now, the Roanoke regional office led for a good many years, up 
until last year, I believe, the entire Nation in the number of direct 
loans granted to veterans. I will take that back. One State, the State 
of Kentuc ky, outranked us in number, but only by a small number. 
Your State of North Carolina has outdistanced us now in number, 
or had just prior to the Voluntary Home Mortgage Program. 

Of course, it is not up to us to discuss any proposition of private 
lending or Government lending. The oper ation of the regional office 
is wholly under the control of our central office and under the control 
of legislation that is passed for the veterans. We are not concerned 
with the philosophy. We may have our own private opinions. 

The things I want to point out to the committee are some of the 
interesting things that have developed. And these are things that we 
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have been cognizant of because of our interest in the veteran, under 
the Voluntary Home Mortgage procedure. 

The law, of course, you are very familiar with; the law that set up 
the Voluntary Home Mortgage Program and required the full coord- 
ination and cooperation of the Veterans’ Administration in its con- 
duct. 

We have tried our best to cooperate and have, I am quite sure, coop- 
erated in every way. 

I would like to state this: that specific determinations of policy are 
the job of the central oflice, and they pass policy down to us, and we 
in turn enforce the policy. 

I might say to you that the basis upon which this program started, 
to answer some of the questions raised by some of the witnesses, was 
that in the beginning of this program, when it was first set up, in 
December of 1954, the regional office was required to screen the appli- 
‘ants before they were sent to the Voluntary Home Mortgage Credit 
Program, to pass it on to their prospective lenders. 

So considerable time was required by us to do that bit of work before 
we passed it on. However, the Voluntary Home Mortgage Credit 
Program, and through them the lenders, were not particularly satisfied 
with our development of credit and development and screening of the 
case, so the request was made then that the application of the loan be 
sent to the Voluntary Home Mortgage Credit Program. 

The regulation came out in August that eliminated the necessity 
for us screening the applicants. After that, we would get a letter from 
the veteran, who would say that he desired a loan. We in turn would 
send him a Voluntary Home Mortgage application, this form | indi- 
‘ating | and this form. Those are forms 2 and 3. 

Mr. Epmonpson. If there is no objection, these two forms will be 
made part of the record immediately following Mr. Moore’s testimony. 

Mr. SuHurorp. Without reserving the right to object, Mr. Chairman, 
I think that you will find that these forms have heretofore been made 
a part of the record. These forms that you have here were given to 
us before. 

Mr. Epmonpson. The first one was, yes. Was the second one? 

Mr. Suurorp. I do not believe that that one was. No; I do not 
think we have that. It is notin here. 

Mr. Epmonpson. Your form referred to initially was directed to 
assistance in obtaining a loan, which has already been made a part of 
the record; and VMC Form No. 3, Evidence of Inability to Obtain 
Loan, will be made a part of the record at the point indicated. With- 
out objection, it is so ordered. 

Mr. Moore. Those forms are supposed to be sent in by the veteran. 
We send these to the veteran and instruct him to execute the forms and 
send them to the Voluntary Home Mortgage Credit Program in Wash- 
ington. 

Whether he does that or not, we never know until we have received 
an acknowledgement from the Voluntary Home Mortgage people in 
Washington. 

Now, if he sends it in, we get an acknowledgement when it is ac- 
cepted as a completed application; not necessarily when it first gets 
there. If it is not executed properly, they send it back to him, as I 
understand, for additional information, and it may go back 2 or 3 
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times. The veteran may in the process get a little bit worn out with 
it and not send it back. But we never are notified until it arrives there 
finally as a complete application that they might process. Then we 
are supposed, under the program, to get an ane rledgement of the 
form having arrived in Weihinaten. 

Then the only other notice we have in regard to the outcome of this 
application is that if a loan is not nae we are supposed to get a 
rejection. ‘That is form 17, which is a notification to us that the loan 
has been rejected, and why it is rejected. 

Now, a very interesting bit of information: We were quite inter- 
ested to know just exactly what percentage of the applications that 
we had forwarded to veterans were being sent in or were being ac- 
knowledged by them to us. So during the months of August through 
December, the 5 months of August through December 1955, we had 
from the veterans 774 letters of application. That is a notification 
to us that they wanted to get a direct loan. Now, these forms were 
sent to those 774 veterans. Of the group, we have received 145 
acknowledgments of receipt of those applications. In the lot, of the 
145, or in the 145, there were 48 notices of rejection. 

Now, this assumes a completion of 67 percent, or the difference be- 
tween the 145 and the 48 rejections that they sent to us. 

Now, we were interested in knowing what had happened to the 
other 639, or 629. So we sent a questionnaire, some months ago, to 
them, inquiring about whether or not they had forwarded their 
applications on to the Voluntary Home Mortgage Credit Program, 
and what had been the outcome; not the 145 that we had acknowl- 
edged, but the other 629 that we had no accounting for. Of that 
group, there were returned to us statements from 130 additional peo- 
ple, veterans, that they had sent their applications to Voluntary Home 
Mortgage Credit or that their loan was in process. 

Now, that is 130 cases in addition to the 145 that were acknowledged, 
130 cases that should have been acknowledged to us. And I do not 
know what reason there is as to why they weren’t. 

Mr. Srvrorp. You mean they should have been acknowledged by 
the Washington oflice to you ¢ 

Mr. Moorr. Yes. Because we would like to know whether they 
have rejected the loan or not. If we don’t get an acknowledgement, 
we never know. There is no obligation to notify us one way or the 
other. 

Mr. Epmonpson. That would give you a total of about 230, then, 
where you had a presumption the loan was cooking on it. Is that 
right ? 

Mr. Moore. That is right. Now, as I say, we have no way of know- 
ing what happens to the ‘Joan, other than the rejection. We have had 
quite a few veterans who have said to us that they sent in their loan 
and it is still hanging fire. I think I have here a reply to one of our 
letters that was sent, a couple of them, I believe, that we checked for 
verification. And one of these was sent in September of 1955. He 
says he forwarded his application to VIMCP. 

The other one was in September of 1955. Both of these are in 
September of 1955, and neither one has ever been acknowledged to us. 

Mr. Epmonpson. That still leaves you with about 500 lost. souls 
as far as the program is concerned. 
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Mr. Moore. Quite true. 

Mr. Epmonpson. You do not know what has happened to those? 

Mr. Moore. We do not know what has happened to them. It is true, 
a number of fellows did not reply to the questionnaire we sent to them, 
and we have no way of knowing. We got a sampling that I think 
Is very good. 

If we consider all the applications that are in as having been made 
by Voluntary Home Mortgage except those that we got rejection 
notices on, it indicates about 67 percent of the applications they re- 
ceived they have completed. 

Now, I might go a little bit further in connection with our program 
for the 5 months. 

Mr. Weaver. In view of what you stated then, would you say the at- 
tempt by the VA to cooperate with the VHMCP has disrupted the 
direct-loan program ¢ 

Mr. Moore. I think very definitely it has. 

Now, our own operation of the program for the corresponding 5 
months of the previous year, when we were in full operation of the pro- 
gram, showed a considerable improvement. We would get a letter 
from a veteran saying, “I want a loan. I want a direct loan.” Now, 
it is true that considerable delay was occasioned because of the fact 
that we had no inemecing. We had no money to get these loans. At one 
time we had some 2,000 cases backlogged, for which we had no money 
to finance them. We never sent the veteran an application, however, 
until we were sure we had money for his loan. When we would get 
an allocation of funds—and the whole rundown of all the money we 
have ever gotten, about $26 million, is listed there—when we would get 
an allocation each fiscal year broken down by quarters, we would se- 
lect a number from the list, the oldest tentative applications we had, 
and send them a letter asking if they were still interested in a loan. 
They came back and said they were. Some of those cases had been 
there for a year, piled up, because we had no money to process them. 

When they came back, we sent them the application, and then he 
started processing his loan as a loan. 

Now, we show a return of about 45 percent of the applications 
that we sent to veterans after they say they are still interested in the 
loan. Or the letters we sent out, rather—about 45 percent develop into 
cases, 

On this return that we got from the 774, only about 18 percent of 
the veterans apparently send their applications on to Voluntary Home 
Mortgage. What the answer for that is, I don’t know. I have no 
way of knowing. 

Mr. Epmonpson. Tell me this: In your previous year, do you have 
the figures on the total number of direct loans made, in 1954? 

Mr. Moore. In the same 5 months, we had about 1,100 applications, 
of which 494 developed into cases, around 45 percent. Of the 494 that 
came back to us as applications, 382 were closed and completed loans, 
or 77 percent. 

The comparative figures that I just recited, bringing them into 
close relationship to this—774 applications during the 5 months of 
1955, Voluntary Home Mortgage applications sent to the veteran: 

145 acknowledged by VHMCP, supposedly the only ones sent. up to 
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them—shows a completion of about 67 percent if we presume that all 
of those loans went through. 

Now, we have no other way of knowing, other than the rejection slips 
that we get. 

Mr. Epmonpson. Do you think this drop from 1,100 in 1954, who ap- 
parently applied for loans, to 774 in 1955 who apparently applied for 
loans, indicates a reduced ‘need, or a reduced demand for the direct- 
loan program ? 

Mr. Moore. Let me clarify that, Mr. Chairman. I do not think so. 
Because this 1,100 that we sent out were the last ones of an accumula- 
tion that we had. It did not mean that that 1,100 came in during that 
one period. That was the last group that we sent out, for the reason 
that the Voluntary Home Mortgage program went in shortly after 
that. And I think the demand has, if anything, increased in connec- 
tion with this program rather than diminished. 

Mr. Weaver. Mr. Moore, has any word ever come to you from the 
central office as to how many loans you should make, direct loans, or 
whether you should slow down because of the availability of funds? 
Mr. Moore. No, sir. Only the allocation of money. There has 
never been any indication. We go to them and let them know how 
much backlog or how many applications we have got on hand, and 
how many we expect to get. And they have averaged about $7,337 
apiece over the years, and we make a request for direct loan money. 
Well, out of the $150 million, I think we have fared pretty well. It 
is about that amount annually that has been granted. I think we 
have fared pretty well in getting a good share for our Roanoke office, 
but nothing like the amount to take care of all of the applications or 
the needs. 

Mr. Epmonpson. What are your allocation figures for the direct 
loan program for 1954 and 1955, if you could give them to us? 

Mr. Moore. Well, this program came into effect at the mid-point 
of the fiscal year 1955, in December of 1954. We were instructed at 
this time to process all of our loans that we had on file at that particu- 
lar time. We were given the largest sum of money in the first year 
of the program that we ever had. We were given $7 million for proc- 
essing those loans. That was sufficient funds for 993 loans, on the 
average basis. 

Now, for the first part of the fiscal year 1956 we got another $1,- 
195,000 for the first quarter of the fiscal year. We have e money left 
over from the program in the amount of approximately $2 million, 
$1,985,000. We still have unobligated funds in our regional office. 
Mr. Epmonpson. How do you ‘figure that? You mean a carryover 
from the 1955 fiscal year you still have on hand ? 

Mr. Moore. We still have on hand. That is accounted for in this 
way. Our allocation of $1,190,000 for the first part of this fiscal 
year was added to our additional funds. 

Mr. Hare. You have $1,195,000. Now, even though we have made 
a spotted few loans because of the V HMCP being unable to place 
them, even though we make them, we are still adding to this $1,- 
195,000, because of the money that we had obligated for loans which 
we finally turned down. We found they were not the type of loan 
we wanted, so we added that back into the kitty. So we are not losing 
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on what we always had when they gave us this, because we have been 
picking up on withdrawals or denials of loans, really. 

Mr. Epmonpson. Then you did not mean to carry over in the sense 
that anything in the previous fiscal year was carried over. 

Mr. Moore. No. 

Mr. Suurorp. Have you had instructions from the home office in 
Washington to screen the loans more carefully ¢ 

Mr. Moore. Well, only as criticisms were made to us. Not from 
our direct loans. But the screening process that we were going into 
from the Voluntary Home Mortgage 

Mr. Suurorp. You were not asked to go slow in making your loans? 

Mr. Moore. No, I don’t think they would, as long as our default is 
as low as it is. 

Mr. Epmonpson. You gave us the figure of the money you had on 
hand. 

Mr. Moors. $1,189,143 for home loans. 

Mr. Epmonpson. That is direct loans? 

Mr. Moore. Direct loans. And $597,000 for farm loans. 

Mr. Epmonpson. $597,000 ? 

Mr. Moore. Yes. A total of $2,582,943. 

Mr. Weaver. How much will you have coming the Ist of April in 
this next quarter to add to this amount? 

Mr. Moore. I hope no more, unless we get more business than we 
have been able to. 

Along this line, the only loans we have made, if you think about 
this, and the only loans we can make, are loans that have been rejected 
by the Voluntary Home Mortgage Program. 

Mr. Epmonpson. And you have only had 48 of those sent back to 
you? 

Mr. Moore. Forty-eight of those rejects. And of those 48 that 
they have refused, we have either made or will make 28. Now, those 
are the only direct loans we are making at the present time. 

Mr. Epmonpson. So you have only made 28 direct loans in this 
fiscal year ? 

Mr. Moore. In the last 5 months of 1955 and up to now in this 
program, in this part of the fiscal year. 

Mr. Epmonpson. So the reason you have not been making the direct 
loans is not that. there hasn’t been continued applications for them, 
but that you just haven’t had the rejects back from VHMCP to qualify 
to make the loans? 

Mr. Moore. That is exactly right, exactly right. 

Now, I may say just a word here in relation to the policy of the 
central office. There has been considerable said in connection with 
the discount program. 

In the beginning of this program, the discount operation, which was 
a money market, an economic program, so they said, was put on the 
basis, with us, of determining: is it the same in areas adjoining? In 
other words, is the same area in connection with a guaranteed loan 
requiring the same discounts for construction? If it is, then it is 
reasonable to assume that that should be applied to the direct-loan 
area in that particular section. 

So we went along with whatever discounts, unless they were unrea- 
sonable, and we would submit them to central office, and they would 
give us instruction—whatever the discount required. 
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About 6 months ago, the matter came to the point of requiring from 
central office a specific determination of what was reasonable. And we 
were told then that 2 percent was considered to be, in the money mar- 
ket at that time,“a reasonable discount; that any loans that were re- 
jected by the Voluntary Home Mortgage because of a discount larger 
than the 2 percent, with 1 percent origination fee, would be fair game 
for us. In other words, we could go ahead and make the loan—which 
we have been doing since that time. 

Now, as to these discounts that come back to us, whether or not the 
discount, as was brought out in one witness’ testimony here, was 
actually 3 percent, and the rejection slip comes to us as 2, we don’t 
know. We have no way of knowing. But if it is more than 2, we do 
something about it. If it is 2, we just say that that is a reasonable 
offer and there is nothing we can do about it. 

Mr. Epmonpson. Do you have specific regulations on this subject, 
that when a private loan is offered and 2 percent discount is asked of 
the seller, and the seller refuses to pay the 2-percent discount—do you 
have regulations from central office that state you cannot thereafter 
make a direct loan? 

Mr. Moore. We have a policy letter. 

Mr. Epmonpson. Do you have a copy of that policy letter? 

Mr. Moore. Not with us, no, sir. Would you like to have it? 

Mr. EpmMonpson. We would like very much to have that supplied. 

Mr. Suvurorp. There is one matter I would like to have brought out. 
In several statements made this morning, it appears that all the bor- 
rower gets from your office is that his loan has been picked up by the 
mortgage company, and no notice is given him as to the borrower, as to 
who is interested in his loan. Have you any instructions regarding 
that from the central office ¢ 
Mr. Moore. No, sir. 

Do we notify the veteran when we get an acknowledgment from 
Voluntary Home Mortgage ¢ 

They are supposed to notify the veteran themselves. 

Mr. Suvrorp. So you do not notify them at all. The regional oflice 
has nothing to do with that. 

Mr. Cronrn. Once we send the application to the veteran, from then 
on he is dealing directly with Voluntary Home Mortgage. 

Mr. Moore. Until we get a rejection from them. 

Mr. Suvrorp. And after you get a rejection, do you write to the 
borrower ? 

Mr. Moore. We determine the reason for his rejection. If it is 2 per- 
cent, we don’t notify him. 

Mr. Suvurorp. Then you close your file / 

Mr. Moore. If it is2 percent. we do. 

Mr. Suvurorp. But you have no record yourself as to who is picking 
up his loan ¢ 

Mr. Moore. No, not until the request comes in from the lender, which 
then becomes a regular guaranteed loan and is so processed. 

Mr. Suvurorp. The reason I ask is that one of these gentlemen said 
they waited some 15 days before they even found out who had picked 
up their loan. They did not know who to contact. 

Mr. Moore. I assume that would be between the Voluntary Home 
Loan Mortgage and the lender that is going to make the loan. Some- 
body agrees to take it. 
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The program is that they are supposed to send the application to 3 
lenders, 1 at atime. If three people reject it for the reasons that they 
do reject it, then it is returned to us. But the three people have the 
opportunity to make the loan. 

Mr. Jenkins. To clarify the direct-loan procedure with the Volun- 
tary Home Mortgage Credit Program, just previous to your new 
policy you had the veterans file an applic ation with the Veterans’ Ad- 
ministration, and you forwarded either a photostat or the original 
tothe VHMCP? 

Mr. Moore. That is correct. 

Mr. Jenkins. Today, you have to send a letter back to the veteran 
and send him the forms for the veteran to send direct to the Voluntary 
Home Mortgage Credit Program ? 

Mr. Moore. Yes. 

Mr. JENKINs. Is it not true that the policy of the central office es- 
tablished that the maximum number of days that the Voluntary Home 
Mortgage Credit Program could try and place the loan was 45 days? 

Mr. Moore. Yes, sir; that is right. 

Mr. Jenxrns. In the beginning, when you had control of the appli- 

‘ations, and you sent the application to the Voluntary Home Mortgage 
Credit Program, you were in a position to form a tickler file, and 45 
days later you could go and pick that up, and if they had not answered 
you, you could automatically make the direct loan. 

Mr. Moore. That is right. 

Mr. Jenkins. Today, you have no way in the world of knowing 
when that 45 days is up, do you? 

Mr. Moore. Right. And it is very interesting to note, in the in- 
formation compiled, that the average that we have been able to check 
required some 53 days. Average time elapsed, in the case of the ones 
we know about, between the time the application is forwarded to the 
veteran and the time we get the acknowledgment from Voluntary 
Home Mortgage is 53 days. 

Mr. JENKINS. Under your arrangements, could you not go back to 
the original letter the veteran wrote you, where you sent him the 
application under the present procedure, marked 45 days from that 
date, and if you have not ieeak could you not automatically make a 
direct loan today ? 

Mr. Moore. No, sir. We must have a reject from the Voluntary 
Home Mortgage. 

Mr. Epmonpson. Now, on that point, do you have a policy letter, 
that you must have a reject from the V HMCP? 

Mr. Hate. That is in our regular instructions. 

Mr. JENKINS. In other words, this reject has been added to the 45 
days, has it not ¢ 

Mr. Moore. Oh, yes. 

Mr. Jenkins. The VHMCP nov, in other words, has more than 45 
days if they want to take it, do they not? 

Mr. Moore. This is interesting. The average time elapsed between 
the VHMCP’s acknowledgment of the application and the date the 
rejection slip was sent to us, which indicates the minimum of handling, 
was 48.71 days, making a total from the time we send the letter and 
the application until we get a rejection slip on it of 101.86 days. 

Mr. Jenkins. What I am trying to get for the record, though, is 
this: Mr. Stone and Mr. Sweeney both testified before the committee 
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in Washington that the Voluntary Home Mortgage Credit Program 
were given only 45 days to process and let you know. But with this 
rejection slip necessary, that has been increased, has it not? 

Mr. Moorr. Well, from the time they receive the application, they 
have 45 days, the VHMCP does, to do something with it, either send 
us the rejection slip or make the loan. Now, there is a difference 
between the receipt of the application as we term it, sending the appli- 
cation, and their receipt of the application. Sometimes it is probably 
required, as said here, that there be 53 days for the veteran to send 
them the application. We have sent the application to the veteran, 
and we have no way of knowing what he is doing with it. 

Mr. Hate. That is a very good point. In the beginning we felt 
we should know about that 45 days, and we were stopped, saying, 
“You just don’t do it that way.” It would be a voluminous proposition 
to do it, of course. So we were told, “If you hear nothing from the 
committee, you are to presume that it is working, you have found a 
lender, and there you are.” 

Mr. Jenkins. That is what I was trying to get into the record. It 
is all by assumption. And until you do get the reject slip, you can 
do nothing. 

Mr. Hate. In other words, we do not follow up. 

Mr. Jenxrns. And if they do not send you the reject slip, that 
veteran is out. 

Mr. Hate. The reject slip or acknowledgment letter. 

Mr. Epmonpson. There is one point I would like to make clear here. 
This 101-day overall time lapse is your overall time lapse on those 
where you have had a decisive response as to the rejection? Is that 
right ? 

Mr. Moore. That is right. And I would say that would be the 
minimum. 

Mr. Epmonpson. Do you have the figures for what the time lapse is 
for those where the loan is closed ? 

Mr. Moore. No. They are no further identified as a direct loan. 
When the lender decides to take it as a loan, then it becomes a guar- 
anteed loan and is disassociated altogether from a direct-loan program. 

Mr. Epmonvson. You have no way of knowing what that figure 
would be ? 

Mr. Moors. Unless we would take one specific veteran and follow 
him through, it goes into the hopper as a guaranteed loan and loses its 
identity as a direct loan. 

Mr. Epmonpson. And what the time lapse is or is going to be on 
these 500 applications, approximately, on which you have never 
heard as to rejection or acceptance, you do not know. 

Mr. Moore. I have no idea. 

Now, on this the application goes in and goes to three lenders. The 
three lenders come back and say, “We cannot take this loan.” Then 
the reject slip issent tous. We know it has been rejected. 

Now if, however, during that time the first, second, or third lender 
says, “I’ll take the loan,” then that lender sends to the veteran the 
whole group of his forms for him to fill out as a guaranteed loan. And 
then the process starts, which takes a long time to get processed as a 
guaranteed loan. And some of these statements made in connection 
with how long it took to get the loan are definitely true. Because here 
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is 101 days as the minimum. Those are the rejects. Sometime 
around that 101 day from the day it starts, on the average, somebody 
says, “I'll take the loan.” It ceases to be then a direct loan, and starts 
its process as a guaranteed loan, which takes additional time, you see. 

Mr. Epmonpson. Now, on these where you do have the reject, assum- 
ing the 101-day period, what would your average period then be once 
you had gotten them back before you can close the direct loan on them 
in your present processes, which you say you are doing on about 28 of 
them ? 

Mr. Moore. Of course, the experience that we have right now is quite 
good by comparison with what it used to be. 

Mr. Epmonpson. Because you have plenty of money on it. 

Mr. Moore. We have plenty of money now and plenty of help for 
the little we have got to do. We can get these through in about 4 to 5 
weeks at the present time, after we get them back, and it is eligible 
for a direct loan. Then it takes us usually about 4 to 5 weeks to 
process. 

Mr. Weaver. That, incidentally, is about what Mr. Sweeney told us. 
Perhaps 30 days if everything is nomai; otherwise, not over 60 days. 

Mr. Moore. That is right. 

Mr. Jenkins. Mr. Moore, you heard the testimony here this morning 
that there were seemingly 1 or 2 lenders that had made a request for 
3 percent discount to the veteran and informed your office it was only 2. 
If that is a fact, would you not say that that lender would then be close 
to being suspended under the present law 4 

Mr. Moore. I would think so. I certainly would. Because the 
basis on which the veteran could go further with his loan would be 
that difference between the 2 and the 3. If we got a notice it was 2, 
we could not do anything about it. If we got a notice it was 3, we 
could. We could go ahead and make the man the loan. And we 
would. 

Mr. Jenxins. You also stated, Mr. Moore, that some of you had 
personal ideas about the overall operation. Would you care to express 
your personal opinion about what the Voluntary Home Mortgage 
Credit Program has done to the direct-loan program 4 

Mr. Moore. I kind of value my job with the Veterans’ Administra- 
tion, Mr. Jenkins. 

Mr. Weaver. Why don’t you give us your personal opinion. 

Mr. Moors. This hearing is going to be read by Mr. Stone, you see. 

I will tell you this quite frankly. And this is a personal opinion 
and has no bearing whatsoever on our enforcement of policy and reg- 
ulations, and so forth, from Central Office. Regardless of how I feel 
about it, we are just as diligent about prosecuting the claims of the 
veteran and carrying out the laws and regulations of our Central 
Office as we could possibly be. But with the number of veterans in- 
volved in this program, I cannot help but feel that a tremendous num- 
ber of veterans are being hamstrung or being deprived of loans for 
homes. 

Now, let me digress there, just a minute. We have no way of know- 
ing how many of these loans—I assume the voluntary home mortgage 
people will tell you how many of these loans they have actually proc- 
essed. Now, if that is true, if the number of guaranteed loans offsets 
all of these direct loans that could have been made directly, and the 
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veteran finally got his home, the only way he would be discommoded 
woud be in the length of time it would take him to get it. Otherwise, 
he has got his home. So the Voluntary Home Mortgage Credit Pro- 
gram, aside from its inconvenience, would do the job just as well as 
the direct loan program, if that is true. 

I don’t. feel that it is true at all. From the complaints we have 
heard and from the crying that we have heard from the veterans in 
the ereas where these things have to be, from the fact that we have got- 
ten back only 48 loans as rejected, 33 that we determined ourselves 
— a made, I do not feel that the number of loans that are indicated 
here are actually being made to the veterans in the field. 

So ‘that with any kind of a program that is designed to give the 
veteran in the remote areas of the State, the small towns, the same 
benefits of the law as the men in the metropolitan areas get where 
these things are on a mass-production basis, where money is plentiful, 
and he has no difficulty getting his loan, anything that retards that 
kind of a program, personally I am against. 

Mr. Epmonpson. Mr. Moore, I I admire you for making that state- 
ment. And I want to tell you that Mr. Sweeney, who is head of the 
Loan Guaranty Division, before our committee just a couple of weeks 
ago, stated his personal opinion that the system was operating un- 
fairly to the rural veterans and the smalltown veterans. 

Mr. Moore. I think that is quite true. 

Mr. Epmonpson. If you just take the cold statistics on it, if you 
state that the VHMCP has made 150 or 160 loans during the period 
August to Dec ember, and compare that with the 382 direct loans, that 
you made during the same period in your regional office, you have a 
very apparent case of not doing the job that was done in ‘the 5-month 
period out of the VA office the preceding year. 

Mr. Moore. We feel that way. All the statistics that we can gather 
in connection with the present situation so show. 

Mr. Epmonpson. And the trouble is that you have not had the op- 
portunity to take up the slack and make the turndowns of direct loans 
which you should have had if they were returning them to you. 

Mr. Crontn. I would like to elaborate on that statement, that if 
we had more money at that time we would have made a lot more 
direct loans than we did, but as you know, we were limited by budget 
and precluded from making more loans than Mr. Moore just stated. 

Mr. Suvurorp. And now that you have the money, you cannot get 
the loans? 

Mr. Crontn. Yes, sir. 

Mr. Moore. We cannot get the loans. 

We would like to see this program really put into the realm of 
practical operation, with money to finance it. Now, it is an interest- 
ing thing to note that this is the only veterans’ program that is 
self-supporting. And to have the only veterans’ program that is self- 
supporting knocked out—you just wonder about economy. 

With no relation between the Treasury Department and the Vet- 
erans’ Administration as to what they do in advancing money, and 
so forth, with the actual cold facts, the 3,103 direct loans that we 
have made in the State of Virginia, we have a return of over a 
million dollars a year in interest. And the total cost of the loan- 
guaranty program, the guaranteed-loan program, as well as the direct- 
loan program, in our office in Roanoke, is only about $350,000 a year. 
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So it more than carries its total program. And take it nationwide, 
the whole loan-guaranty program is supported by the direct- loan 
program, and $10 million surplus, if you take the 41% percent by the 
loans that are granted and the income from it, is ‘sel f- -supporting, 
plus. And we would like awfully well to see these veterans in the 
remote areas and the nonmetropolitan areas derive the same benefits 
that these other boys have. 

Now, over 60,000 veterans have acquired guaranteed loans in the 
State of Virginia. That is some 34 percent of the veterans living 
in those particular areas that have availed themselves of it, and only 
1.6 percent of the veterans living in the nonmetropolitan areas have 
been benefited by the direct-loan program. 

Mr. Epmonpson. Did any of you gentlemen have anything to add 
to Mr. Moore’s very fine statement / 

Mr. Hate. Mr. Chairman, I might mention in the matter of direct 
loans in the program that we have had now for the past 5 years, real- 
izing that the legislation creating this Voluntary Home Mortgage 
Credit of course is intended to get Uncle Sam out of the lending 
business, which I think is good, ‘T might add that if we are going 
to be harnessed with it—and I think it is good; I think we ought to 
have it if it will work. I want to make that very clear, because if 
you can get it out and make these boys loans, let us let the private 
lender do it. 

In future legislation, if we are going to continue with the Volun- 
tary Home Mortgage Credit Program, I would highly recommend 
that we go back to the old procedure under our regulations prior to 
October of 1955, where we used the old application. Let us screen 
them. It costs us a little bit more. And give them photostats, and 
work with that. And the veteran learns much sooner whether or not 
he is going to get the loan. 

We have developed the photographic phase, helped Home Mort- 
gage Credit, and done certain things they don’t have to do later. 

Mr. Moore, you will agree with me that we were getting along 
fairly well by the use of form 6921, which is our application. 

Mr. Suvurorp. Do you have sufficient office force ? 

Mr. Moorr. We do with the volume of business we have now, yes, 
sir. 

Mr. Weaver. Just one other question while Mr. Moore is here with 
his staff. Has the VA experienced any construction difficulties in 
here that have not been called to our attention ? 

Mr. Moore. That is a very fine question. 

Mr. Weaver. I mean with the responsibility on the builder. 

Mr. Moore. Yes. One of the most difficult points in the program is 
the enforcement of the minimum property requirements in construc- 
tion. We have to depend wholly on fee-basis people for our appraisals 
and compliance inspections. If I were going to change the program, I 
would change it from the standpoint of staff people doing at least 
the compliance inspections. We are not granted the money for the 
staff to make these compliance inspections, which are the fundamental 
bases for complaints. If compliance inspections are done properly, 
then there will be no complaints, justifiable complaints, because the 
property will be constructed right, as it should be. 

Now, having to depend on the fee-basis people, we have the respon- 
sibility of running spot checks on their work, which we do. We are 
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doing it now to the extent of 15 percent or probably a bit more of 
the work that we inspect with our own staff people. And we are 
constantly, on practically every inspection we make, requiring the 
builder to do something, to change something, or to comply with 
the plans and specifications or the minimum property requirements 
that the fee-basis man should have had him do at the time he made 
his final inspection. 

So that is a difficult thing. We have had considerable in the way 
of complaints. We have had quite a few complaints. 

Mr. Weaver. Do you have any specific ones that you would like to 
bring to our attention ? 

Mr. Moore. No; the only ones I would like to bring to your atten- 
tion, the only ones you would have mentioned—aid if you hadn’t 
asked I never would have told you—are in the area around Norfolk, 
the area that has been the most concentrated of this whole program, 
being the area where we have had a series of complaints. 

We have found that in a lot of the development projects, the big 
housing projects, builders become sloppy. Added to that, in most 
of the projects there are maybe one or two veterans who are over- 
zealous in getting petitions signed, and so forth, by their fellow in- 
habitants. And it creates quite a bit of difficulty to us. 

Mr. Weaver. How has your office followed that up to check into 
these ? 

Mr. Moore. Well, every time we get a complaint, we send somebody 
to inspect it, from our own staff people. We inspect the property, 
and then we notify the contractor what we have found that he has 
got to fix. And we give him a certain length of time, usually about 
2 weeks, in which to fix the property as it should be fixed. And that 
usually satisfies the complaint. But having to go on all the com- 
plaints that we get is quite a job. 

Mr. Weavers Our subcommittee ran into that to quite an extent 
out in California. 

Mr. Moore. I imagine you would. 

Mr. Suvurorp. Have you had any cases of suspension of contractors ? 

Mr. Moore. Yes, we do that quite frequently. When the contractor 
is slower than he should be, that is. And most of them want to con- 
tinue in the building business with the GI lending program. And 
those suspensions don’t have to hang very long. We notify them, 
“We gave you 2 weeks to do it. You didn’t doit. Now you are sus- 
pended from the program until you fix this particular property.” 
And he is out there to fix it. 

Mr. Weaver. Have you had anything from the central office that 
would indicate to you that instead of suspending the builder you should 
merely give him a warning ? 

Mr. Moore. We don’t on the first offense of a builder say, “You 
are suspended.” We have found the builders in Virginia are an 
unusually high type of people, and they do their work unusually well. 
The intent of the builder himself I think is above reproach in 99.99 
percent of the cases. Sloppy work on the en of the people he em- 
ploys is responsible for a great amount of the complaints. 

Mr. Crontn. I would like to add that when we do get a legitimate 
complaint, we know the builders pretty well from dealing with them 
over the years, and we can go to that builder and explain to him that 
it is not fair to the veteran, if it is a justifiable complaint, and 99 times 
out of a hundred he will agree with us and say, “I'll have it done 
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within 10 days or 2 weeks.” We have had some tough birds who said, 
“The Hades with you.” So immediately we suspend them and send 
a notice to the central office that they have been suspended. But 
se doesn’t last very long, because they get hungry, and they come 

‘awling back to us and tell us, “We have taken care of the ¢ -omplaint. 
W ill you put us back on your list ?” 

In addition to that, we also notify the FHA that a certain builder 
has been suspended, and FHA will automatically suspend him also. 
So he is really barred from operation if he doesn’t comply with 
justifiable complaint warnings. 

Mr. Moore. One of our tasks is to be in a position to take effective 
action with respect to the builder who thinks that when he won’t 
adjust a justifiable complaint, there is nothing in the world we can 
do about it. 

Mr. Jenkins. Along that line, there was a suggestion in the report 
that the Administrator consider adopting a policy or procedure of 
qualifying a builder before you would issue a certificate of reasonable 

value tohim. Do you think that might help? 

Mr. Moors. The best way to know a builder is to have experience 
with him. Now, he may be good as gold in his building for a number 
of years and may run into projects he me not want to do anything 
about, and it comes to that proposition. I think that would help to 
some extent, yes. 

Mr. Jenkins. Also, there are some conferences going on about fur- 
nishing each regional office with a full-time construction analyst that 
will be on the road entirely to supervise the construction. Do you 
think that would help your problem ? 

Mr. Moore. Well, we have that at the present time. We have not 
only one but several doing that, making these spot checks. 

Mr. Jenkins. I mean, ‘this man spends 100 percent of his time 
supervising, does nothing else. 

Mr. Moore. I think we have more than the equivalent of one man at 
the present time. We have probably half a dozen men that are doing 
this same work as they go about their other work in the fields. 

Now, as to other suggestions that have been made, that I have 
heard discussed, there are escrow agreements that might be entered 
‘into at least for a year or so to take care of these things that the 
builder will not do himself, if we run across those. 

Do not misunderstand me. Our experience has not been that we 
have any appreciable number of that kind of builders. Our builders 
have been good. We have had one or two. We have a project in 
Bristol right now that was built by a builder who went bankrupt 
and who went out of business, and there are ¢ omplaints on that project 
that we cannot do anything about. We cannot take any action on 
them at all. 

Mr. Jenkins. Did he go into bankruptcy, or receivership ? 

Mr. Cronin. He went into receivership. 

Mr. Jenkins. About how long ago was that? 

Mr. Hate. It has been 4 or 5 years. 

Mr. Crontn. About 5 years. 

Mr. Jenxrns. Thrat is all I had, Mr. Chairman. 

Mr. Epmonpson. I want to express the subcommittee’s appreciation 
to you gentlemen for your very detailed and helpful testimony and the 
preparation that you made for it. I want to express my personal 
appreciation for the several indications that you gentlemen have an 


office that is trying to give service to the veterans. I have appreci- 
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ated hearing the instance of Mr. Vest’s returning a veterans’s call 
within a very few hours with very detailed information in response to 
his request. I think that is the kind of information that we would 
like to hear about regional offices. It indicates that they are on their 
toes and are trying to help the veterans. 

Mr. Moore. We try to have that in all our programs. 

Mr. Epmonvson. Before we hear the gentlemen from the VHMCP, 
who are here—an! I am very much interested in hearing their testi- 
mony, and apologize to them for keeping them waiting so long—is there 
anyone else present here in the courtroom, before’ we call these two 
representatives of VHMCP, who has closed GI loans in this area and 
who wishes to give testimony regarding his experience ? 

Will you come forward, please sir¢ Would you take a seat over 
there, please? Your name? 

(The form referred to above follows :) 


VMC Form No. 3 Form approved 


Budget Bureau No. 65R-860 


For office use only 


The Voluntary Home Mortgage Credit Program patie ee te 


EVIDENCE OF INABILITY TO OBTAIN LOAN 


Region IV 

Voluntary Home Mortgage Credit Program 
Room 627, 1001 Vermont Ave., WN. W, 
Washington 25, D. C. 


RETURN TO 


Receipt of this certification by the regional subcommittee is required before it can consider the Assistance Application 
attached. 


Application must have been made to at least two private financing institutions, except that if two such institutions are 
not readily accessible, application to one institution will suffice. 


Name of Applicant 


Lest ‘neme) . a (Firet name) (Middle name) 


Present mailing address ___ llc alia aaa al al 
(Street eddress) (City) 


(State) 


The undersigned hereby certifies that he has applied to each of the private financing institutions listed below and has 
been informed that funds are not available for a home mortgage loan to be DC) insured by the Federal Housing Adminis 
tration, or () guaranteed by the Veterans Administration (check one, or both if appropriate), the proceeds of which are 
to be used for the construction or purchase of a family dwelling or dwellings located at (or to be located at) 


(Street address) 


(City) (State) 


papain an a 


Private financing institution Address 


If the above institutions offered to make loans which did not meet your requirements, please fill in the following regard- 
ing the loans offered 


SE I cicurcctonintsbiatelidied’ Term 





years; Interest Rate Percent. 





NE Bsa s ccs? Tem years; Interest Rate Percent. 








(Signature of applicant) 
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Mr. Srrickier. Ivan C. Str ickler, star route B, Staunton, Va. 

Mr. Epmonpson. All right, sir. Would you state just what your 
experience is and what you want to tell the committee. 

Mr. Srrickier. Well, so far you have been hearing the story of try- 
ing to get loans. I am trying to get the money out of a loan that has 
been made on my place. 

I was contacted in the latter part of July by a real-estate dealer about 
my property. A contract was drawn up for the purchase of the 
property. The contract was signed about the first of August, at which 
time during the contract I was to get possession as of November 15. 

The latter part of October, there was nothing said about the 2 per- 
cent that might be thrown into my face later. The latter part of 
October, I was contacted by this dealer, this agent, stating that I would 
have to pay 2 percent commission, or "discount, so the man could get 
his loan. 

Well, I had made engagements that I had to fulfill. So I said, 
“Well, I will go ahead and sign it and get it closed out.” 

I signed the papers, I am quite sure, the 7th day of November. To 
date I have not received one thing , nothing. 

Mr. Suvrorp. Do you know who you sent your paper to? 

Mr. Strrickier. It was to the Home Mortgage Company of Rich- 
mond. 


Mr. Epmonpson. Have you written to Home Mortgage Company 
of Richmond? 

Mr. Srrickier. I have gotten in contact with the agents, and they 
say, “Well, the paper will be back shortly.” I have found out in 
revious deals that you better not deal directly with the company, 
ta ause you will get yourself in hot water. 

Mr. Epmonpson. So you have been waiting since the 7th of Novem- 
ber. Have you given up possession of your house? 

Mr. Stricker. Yes, sir; November 15. Another man is living in 
the house. I am out. 

Mr. Epmonpson. And you have received no part of the purchase 
price ? 

Mr. Stricker. No, sir. 

Mr. Epmonpson. It was sold to a veteran ? 

Mr. Srrickuer. Yes, sir. 

Mr. Epmonpson. It is a guaranteed loan, then, under the loan 
guaranty program ? 

Mr. Srrickuer. I suppose so, 

Mr. EpmMonpson. Have you talked to the VA about it? 

Mr. Strrickier. No, because again there is nothing I could do. 
My hands are tied. I am stuck. 

Mr. EpMonpson. Could you give us the name of the veteran involved 
in it, the borrower, so that we can ask the VHMCP people about it? 

Mr. Srrickier. The borrower is Virgil Thompson, 'T-h-o-m-p-s-o-n. 
And the lending company is the Ric hmond Mortgage. 

Mr. Epmonpson. Home Mortgage Company of Richmond, I think 
you said. 

Mr. Suvurorp. Mr. Chairman, I request that you ask the staff to 
write to the company and find out why the loan has not been closed. 

Mr. Epmonpson. Not only that, but the VHMCP have the files here. 
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So if you take a seat back there, we may be able to get an answer for 
you in a few minutes. 

Did you want me to recognize the presence of Mr. I. R. Dovel, Jr., 
of Luray, Va.? 

Would you stand up, Mr. Dovel ? 

I understood that you had written to Mr. Harrison stating that your 
experience along these lines were similar to that of some of the other 
veterans who had been in contact with Congressman Harrison. 

Mr. Dove. That is right. I am I. R. Dovel, Jr., of Luray. 

Mr. Epmonpson. Is this another gentleman wishing to testify ? 

Mr. Cattson (Walter Calison, president, real estate board, Staun- 
ton, Va.). Mr. Chairman, we have 2 or 3 locally who could testify as 
to their experience in connection with GI loans. They are Mr. Clem 
and Mr. Richardson and Mr. Lovett, who have had some experience 
about this brokerage matter, that I think you might be interested in. 

Mr. Epmonpson. What is your name please, sir? 

Mr. Carison. Walter Calison. I am president of the local real 
estate board. 

Mr. Epmonpson. I just wonder whether you could tell me whether 
their experience has been substantially the same, so that we could have 
one testify for the group. 

Mr. Cauitson. That, I could not say. I have not had experience 
there. But we thought it would be helpful if you knew what their 
experience has been. Because we have been getting everybody on a 
legal basis. 

Mr. Epmonpson. We are interested in that, too. I believe I will 
ask if they will wait until we have heard from these other gentlemen, 
and then we will hear from them if they wish to be heard. 

So, Mr. Viner, would you come forward? I believe Mr. Morrison 
is with you. 


STATEMENTS OF ARTHUR W. VINER, EXECUTIVE SECRETARY, 
NATIONAL COMMITTEE OF THE VOLUNTARY HOME MORTGAGE 
CREDIT PROGRAM; AND FRED B. MORRISON, EXECUTIVE SECRE- 
TARY OF THE REGION IV COMMITTEE, VOLUNTARY HOME 
MORTGAGE CREDIT PROGRAM 


Mr. Viner. Mr. Chairman, I have a prepared statement I would 
like to read, and then I would also like to answer any questions that 
there may be from our side of the fence. 

Mr. Epmonpson. Fine. We would like to give you that oppor- 
tunity. 

Mr. Viner. My name is Arthur W. Viner. I am executive secre- 
tary of the National Committee of the Voluntary Home Mortgage 
Credit Program. I have with me Mr. Fred B. Morrison, executive 
secretary of the region IV committee of the VHMCP, who is in charge 
of our operations in Virginia, Maryland, West Virginia, and the Dis- 
trict of Columbia. 

I am grateful for this opportunity to appear before your committee 
at this time. Our program is a new one, and when a new program 
affects an older one with which the public is familiar, there are bound 
to be misunderstandings. 
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It is my hope that Mr. Morrison and I will be able to help to clear 
up the misunderstandings that may have arisen about our program, 
It is an objective of the Voluntary Home Mortgage Credit Program, 
just as it is of your committee, to increase the availability of GI home 
mortgages. It is particularly gratifying to us that your committee 
has left the ivory tower of Washington behind to come to an area in 
which the problems in which you are interested are real and present. 
We are concerned primarily with the Nation’s nonurban areas, and 
as Virginia residents Mr. Morrison and I do not think you could have 
chosen a more suitable scene for your inquiry. 

The Voluntary Home Mortgage Credit Program was established 
in the Housing Act of 1954 in an effort to bring the sources of private 
mortgage investment funds for FHA-insured and VA-guaranteed 
home loans within the reach of veterans and others in areas which have 
previously had to depend on direct Government lending. One of the 
main objectives of the Congress in establishing the VHMCP was thus 
to minimize the need for the Veterans’ Administration’s direct: loan 

rogram. To the extent that the Voluntary Home Mortgage Credit 
inivenn is successful, the taxpayers will be spared the need of sup- 
porting direct mortgage lending by the Veterans’ Administration 
and other Government agencies. 

And I might point out, Mr. Chairman, that I am a Government 
employee, as is Mr. Morrison. We are employees of the Housing and 
Home Finance Agency. 

Mr. Epmonpson. Right at that point, could I interrupt to ask you: 
Had you been in Government lending activities prior to this? 

Mr. Viner. No; this is, for both of us, the first Government 

Mr. Epmonpson. What was your previous employment ? 

Mr. Viner. I was an economist with the Committee for Economic 
Development. 

Mr. Morrison. I was an attorney. 

Mr. Epmonpson. A private attorney / 

Mr. Morrison. Yes, sir. 

Mr. EpmMonpson. I see. You may proceed. 

Mr. Viner. Now, after a year of experience, it is clear that the 
VHMCP is a success. Because of this success the VHMCP has placed 
with private lenders such a large number of loans, there has been a 
substantially reduced demand on the funds authorized for VA direct 
loans. 

At this point, I would like to take you back 1 year, using the Com- 
monwealth of Virginia as an example. 1954 was a year in which 
mortgage money was easy to obtain in the metropolitan areas of the 
Nation. Lending institutions were competing with each other for the 
available supply of mortgages. Builders in the cities were able to sit 
back and wait for lenders to come to them with offers to take the 
mortgages on the houses they were building. In many nonurban 
areas, however, such as the Valley of Virginia, GI loans had always 
been extremely difficult to obtain on reasonable terms, if at all. To 
help alleviate this situation, the VA direct loan program had been 
established in Public Law 475, 8ist Congress, in 1950, to enable 
qualified veterans in small communities to obtain GI loans on terms 
comparable with those available in the cities. 
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At the end of 1954, 4,094 Virginia veterans had applied for direct 
loans since the beginning of the direct loan program. Of these, 4,094 
applicants, 2,527 had obtain direct Government loans from the Vet- 
erans’ Administration. 

Mr. Epmonpson. Will you hold up just at that point, now? Does 
that indicate that the Virginia direct loan program had been much 
more efficient than the national direct loan program? Because that 
figure of 2,500 out of 4,000 is certainly well above 40 percent. 

Mr. Viner. Yes; Mr. Chairman, I am not able to speak for the VA, 
and we do have the statistics, and it is, I believe, a fact that the 
standards as set in the different loan guaranty offices of the VA do 
vary to the point where in some States, in some areas, a much higher 
proportion of direct loans had been made prior to the beginning of the 
VHMCP than has been done in others. And I think Virginia is one © 
of the States where a greater number have been made. They are 
administered by different people, and people set different standards 
on quality of the loans and the credit and the income of the applicant. 

Three hundred and sixty-two applications were in process and the 
applications of 1,205 had been rejected because the veterans’ incomes 
or credit standing were not high enough to sustain the loans requested, 
or because the properties they desired to finance did not meet the 
VA’s standards, or for other reasons. As of December 31, 1954, an 
additional 1,677 Virginia veterans were on a waiting list because 
there were insufficient funds for direct loans. At the end of 1954, in 
other words, two-fifths as many veterans were on the waiting list 
as had been able to apply for direct loans since the direct loan pro- 
gram was established. Some of these veterans had been on the waiting 
list for as long as 7 months, and because of the long wait for available 
funds, many of them found that the houses they wanted to buy had 
been sold to others who were able to obtain financing locally. 

It was to prevent this situation, and to avoid ever-increasing de- 
mands on the Nation’s taxpayers that the VHMCP was established. 
The VHMCP was proposed to the Congress by the private housing 
industry as a solution to this problem, and was adopted. The 
VHMCP is simply a clearinghouse. It provides the machinery by 
which veterans and others in small communities are brought together 
with private lending institutions. Through its machinery, the 
VHMCP and the lenders standing behind it are providing home- 
buying residents of small communities with FHA and GI loans on 
terms as attractive as those available in cities, and in many cases more 
attractive. The Veterans’ Administration has cooperated with the 
Voluntary Home Mortgage Credit Program from the start, referring 
all applications from veterans unable to find GI financing locally to 
the regional committee offices of the VHMCP. 

The cooperation of the Veterans’ Administration with the VHMCP, 
which is administered by the Housing and Home Finance Agency, is 
in line with the intent of Congress in the Housing Act of 1954. In 
addition, the direct loan legislation provides that direct loans are to 
be made only to veterans who are unable to obtain private financing. 
The VHMCP provides more effective access to private financing. If 
the VHMCP is unable to place a loan for a direct loan applicant with 
a private lending institution on reasonable terms, the veteran may 
apply for a direct loan. 





it 


OPERATIONS OF LOAN PROGRAMS IN ROANOKE OFFICE OF THE VA 2395 


Now let me point out what has taken place in Virginia in the year 
that the Voluntary Home Mortgage Credit Program has been in 
operation. As I noted earlier, there were 1,677 Virginia veterans on 
the waiting list for direct loans at the end of 1954. By June 30, 1955, 
the waiting list and the long waiting period were things of the past. 
The entrance of the VHMCP into the mortgage market had enabled 
all veterans on the waiting list, and all veterans who had not been on 
the waiting list, to apply for loans. Either the VHMCP or the VA 
made GI financing available to all of the qualified veterans who 
applied. 

* r. Epmonpson. Right at that point, now, I would like to interrupt 
you again. Don’t you think, in view of the figures which have been 
given to us here by the VA as to the number on whom they have had 
an indication that there has been an acceptance, that that is a pretty 
broad statement ? 

Mr. Viner. I don’t see your point, sir. ThisisuptoJune30. Now, 
as of June 30 there was no more waiting list, because either we had 
been able to place the loan or the VA had not. 

Mr. Weaver. How many did you not place, then ? 

Mr. Viner. I have that a little later. We have statistics that we 
can provide. 

r. Morrison. I think your point, Mr. Chairman, was that the 
figures you spoke of were the figures for the first part of this year, and 
these figures Mr. Viner is presenting represent the situation as of June 
of last year. 

Mr. Epmonpson. And you are contending that either through the 
direct loan funds 

Mr. Viner. When we came into operation, we requested the VA as 
soon as each office was established, to send out to the veterans who 
were on the waiting list a set of VA direct loan applications, the 
6921 that was formerly used. And in the case of certain States, such 
as Virginia and Kentucky, where there was a very, very long waiting 
list, we were afraid of swamping our lenders. And I am afraid we 
did swamp them as it was. We got applications in barrels full for 
those first few months after we opened the offices. By June 30 we 
had either been able to place or were unable to place loans for a large 
number of veterans. Those we had been unable to place, we sent the 
applications back to the VA, which then processed the applications 
for direct loans. Otherwise, there would still have been a waiting list. 

Mr. Suurorp. Now, on that question, have you any idea of the 
number of loans in Virginia that you actually placed at that time? 

Mr. Viner. I am going to have to give you these figures by months, 
because they are not added up to the end of June 

Mr. Epmonpson. Give us the months through June 30, 1955, made 
by direct loan and by VHMCP, if you have that. 

Mr. Viner. My problem, Mr. Chairman, is that I am national 
executive secretary, and I have my national figures here, and I do 
not seem to have the others. 

Here we are. From Virginia, this is just for VA direct loan cases. 
Now, I think the best way to set this up would be as a table, Mr. 
Chairman, because I have a column for months, a column for VA 
direct loan applicants who obtained loans through the VHMCP, and 
a column for the number of VA direct loan applications or the appli- 
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cations of VA direct loan applicants, which we have closed our 
processing on. 

Mr. EpMonpson. What we want to know is how many of them got 
loans. 

Mr. Vrver. As of June, 32 loans had been obtained—June of last 
year. ae ty 

Mr. Epmonpson. For the State of Virginia? 

Mr. Viner The State of Virginia. ; 

Mr. Epmonpson. Thirty-two. Now, as I understood it, there were 
1,677 Virginia veterans on the waiting list when this year started. 
You state that VHMCP up to June 30 had taken care of 32 of them. 
Now, what happened to the other 1,640 of them ? 


Mr. Suvrorp. He also has said, Mr. Chairman, that everything had 


been taken care of and there was no further waiting list. I would 
like to know about that, too. 

Mr. Viner. Mr. Chairman, as I pointed out in my testimony, many 
veterans who had been placed on the waiting list were unable to 
obtain the homes they had sought to buy, because the sales contracts 
had run out. 

Mr. Epmonpson. But I am wanting an explanation of this state- 
ment that either VHMCP or GI financing on direct loans had been 
made available to all the qualified veterans who applied out of this 
1,677 who were on the waiting list when you started in 1955. 

Mr. Viner. Yes, sir. At least half of the veterans on that waiting 
list did not apply when the VA gave them an opportunity to do so, 
for one reason or another. 

Mr. Epmonpson. Oh, I see. You say half of them did not even 
apply. 

PM. Viner. I think that figure of half is about average. In some 
cases it has been even less. 

Mr. Suvrorp. Then you only had 834. You divide your 1,677 in 
half. And that was the amount on the waiting list. 

Mr. Epmonpson. So one way you got rid of the waiting list was 
that half of them just did not bother to submit an application for 
further processing. 

Mr. Viner. Mr. Chairman, I don’t like to make a point that the 
VA has to answer at this time, but I think to get your answer you 
would have to find out from the VA what percentage prior to the 
existence of the VHMCP, when they opened up for applications, 
when funds again became available—you would have to find out from 
the VA what proportion of those who were on the list actually 
applied. In other words, I don’t think you will find much difference 
between the situation prevailing when we came into the picture and 
the situation that prevailed before we did, when the VA continually 
ran out of funds. 

Mr. EpMonpson. But you yourself over on page 2 have given us 
the figure that at the end of 1954, out of 4,000 applications for direct 
loans, 2,527 had obtained direct Government loans from the VA. 
So apparently they were doing a pretty good job percentagewise of 
taking care of their people, if they have tweny-five fortieths, which 
is five-eighths, that they were taking care of. And then for you to 
come along and make 32 loans out of 830 that you say applied, which 
would be about half of this 1,600-—— 
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Mr. Morrison. Mr. Chairman, on the point about the number of 
applications: The VA does the counting. And the number is not in 
terms of sending out applications. It is in terms of applications 
coming in. So we have already eliminated those people that are not 
interested that you are talking about, when you look at our figures. 

Mr. Epmonpson. I had understood Mr. Viner to state that only 
about half of this 1,600 applied for loans. 

Mr. Viner. I think that is srobably close. 

Mr. Epmonpson. So you have about 800, or 830, which was the 
figure I used there, that applied, off the waiting list, a second time, 
you might say, for a loan. 

Mr. Viner. Correct. 

Mr. Epmonpson. Now, out of that 830, you took care of 32. And 
I do not see where that gives you very much to brag about. 

Mr. Viner. By the month of June this program had been in full 
operation for about 3 months. When the VA direct loan program 
went into operation, I think you would have found similar delays 
and difficulties. It is very difficult to mobilize the entire lending in- 
stitutions of the country into a new sort of lending operation and 
expect it to be successful overnight. 

Mr. Epmonpson. I am not going to quarrel with you on that. I 
recognize you operate under difficulties. I am just saying you are 
making an awfully broad statement of achievement on page 4, to 
reconcile with a total loan figure up to June 30 of 32 loans. 

Mr. WeaAver. I certainly agree with you on that. 

Mr. Viner. Mr. Chairman, we have placed approxims itely $105 
million worth of loans, 95 percent of which are GI loans, since this 
program went into operation—twelve-thousand-and-some-loans. We 
are placing loans currently on a better than 50 percent average nation- 
all 

Mr. Epmrnpson. You have placed 12,000 loans. And 12,000 loans 
is just a little less than 6 times as many as the State of Virginia placed 
in direct loans during the direct loan program before you came into 
the picture. 

Mr. Viner. In 314 years. And we cannot place loans that are not 
applied for. 

fr. Epmonpson. I still do not think you have very much to brag 
about, but I am willing to listen to the rest of the statement. 

Mr. Weaver. You are nationally placing a little better than 50 
percent. 

Mr. Viner. Currently. 

Mr. Weaver. What percentage would Virginia fall into on that 
basis ? 

Mr. Viner. I haven't the figure. Virginia is very definitely lower 
than most States, I will grant you that. 

Mr. Jenkins. I would like to interject right here that according to 
the VA’s record as of August 1955, which is that 5-month period Mr. 
Moore testified to, the Veterans’ Administration had referred a total 
of 14,510 loans to the Voluntary Home Mortgage Credit Program, 
and as of that date they had placed only 4,521. 

Mr. Viner. I would like to correct that, please, Mr. Chairman. 
These figures are cut off as of about the 1st of August. The VA has 
no record of how many loans we have placed since the new procedure 
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that Mr. Moore mentioned went into effect. So that that 4,000 is the 
figure for about July 31. And it has not changed for several months, 
unless there have been some fallthroughs and some loans that came 
back to the VA from us. 

Mr. Epmonpson. Well, it is a little bit distressing for us to dis- 
cover that the latest figures you have supplied to us on what you are 
doing are last August figures. 

Mr. Viner. No, Mr. Chairman, Mr. Sweeney is on our national 
—a- as an advisory member. Every month he receives full 

ures. 

Mr. JeNKrns. I have before me, here, figures for October, Novem- 
ber, and December, respectively, of 1955. October shows that the 
VHMCP placed only 4,015. Motntaber shows they placed 4,334. 
And the December report is 4,521. So somebody was getting some 
information from them. 

Mr. Viner. As you have heard, the time it takes in closing a loan, 
whether direct or guaranteed or whatever it is, is considerable. It 
does take some time. The only cases VA has any control over at this 
time and any way of checking are those that came on the old VA form. 
Now, some of those did come on report to the VA after the 31st of 
July. In other words, there is a very small difference in those numbers, 
a few hundred at the most. But the figure as of about the 31st of 
December was much higher than stated. 

Mr. Epmonpson. Go ahead and present your statement. When our 
temperature gets to a point where we cannot help it, we will interrupt. 

Mr. Viner. You may feel perfectly free to interrupt, because I 
would like to make our position perfectly clear. 

By December 13, 1955, 156 Virginia veterans whose applications 
were referred to the VHMCP had received VA-guaranteed loans from 
private lending institutions. 

Mr. Suurorp. I would like to try to reconcile that with the num- 
ber that the VA gave us, of 774. You are going down to December 
31, 1955, now, and they referred, according to that testimony, 774 
to your organization, and they had only received 145 notices of receipt, 
and I think only 48 rejections. Now, how do we reconcile those figures ? 

Mr. Viner. Now, the figure of seven hundred-odd was a figure of 
the number of applications that the VA had notification from us on. 

Mr. Suurorp. They were referred to you, were they not ? 

Mr. Viner. The VA under the present procedure upon receipt of 
a request from a veteran for a direct loan sends out our VMC-2 form. 
That form goes to the veteran, and if the veteran wants to wait and 
find a house that he wants before he files—and he should, because in 
either program he has to have a specific property in mind—he can 
do so. . 

Mr. Suvurorp. What allocation have you made on your records about 
635 applications that you received from the VA ? 

Mr. Morrison. Could we refresh the record on just which figures 
we are talking about? 

Mr. Viner. Yes. We do not have the figures you have before us. 

Mr. Epmonpson. The testimony of Mr. Moore was from August 
to December, 774 applications for loans by veterans sent to VHMCP. 

Mr. Morrison. 774? No, sir. Because he wouldn’t have any knowl- 
edge of whether the veteran sent them or not. He is talking about 
the applications that were sent out to veterans. 
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Mr. Viner. That is right. 

Mr. Epmonpson. He says 145 acknowledgements of receipt. 

Mr. Morrison. Those are the ones that have been received by us, 
145. That is right, sir. 

Mr. Epmonpson. You state from August to December inclusive 
you only received 145? 

Mr. Morrison. Absolutely. Yes, sir. 

Mr. Epmonpson. Well, how in the world did you make loans to 
156, then ? 

Mr. Morrison. Because we were making loans before that. 

Mr. Viner. He is giving you 5 months, Mr. Chairman. We had 
a lot of applications in process at the beginning of that 5 months. 
In other words, we do not receive any applications from the VA. 
They come from the veterans. And the applications are the number 
that the VA sent to the veteran but not the number that actually 
applied, the 700. And as I understand it, there has always, since the 
direct loan program began, been a greater number of people request- 
ing applications than actually file them when it comes time to start 
realizing what it involves to fill out all the forms and apply for a 
loan. It is still a rather serious problem for anybody. 

Mr. Morrison. I am going to have to pin something down here 
definitely, because these figures do not check out at all. You stated 
you made 32 VHMCP loans up to June 30 of 1955. 

Mr. Viner. 32 to applicants for direct loans. 

Mr. Epmonpson. You stated your total up to December 31 of 1955 
was 156. Is that right? 

Mr. Viner. Yes, sir. That is right. 

Mr. Epmonpson. Now, I am having a little difficulty figuring out 
just how you got that many loans made out of only 145 which you 
actually received from August to December, plus this carryover that 
you had last time. 

Mr. Viner. Let me clarify that a little bit, Congressman. We have 
fully processed since the program began and up through December 
31, 546 applications from direct loan applicants in Virginia. That 
is 546. Remember, we did not give you this other figure. 

Mr. Epmonpson. That is up to now? 

Mr. Viner. Up to December 31. 

At the same time, out of that 546 processed cases, not counting the 
ones in process on December 31, we had placed 156 loans. 

Mr. Epmonpson. Well, that, I will say is considerably below 40 
percent. 

Mr. Viner. That is about 35 percent, perhaps a little lower. I am 
not going to tell you that we are doing more than half of the business 
in Virginia. We are not doing as well in Virginia for a number of 
reasons as we are in many other States. 

Mr. Suurorp. What are some of those reasons? 

Mr. Viner. One reason is a point that was brought up earlier 
today, that many of the houses in Virginia have outside toilets which 
many lenders, but not all, many private lenders, are unwilling to 
make mortgages on. 

Another reason is that the quality of the property has not met the 
standards. There are many, many old houses in this State that have 
not met the standards of private lenders. They may not meet the 
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standards of the VA either, and I think you would get the same sort 
of rejection there. And we have statistics in our office giving the 
reasons for rejection and giving all of the facts on each group of 
States. 

Mr. Epmonpson. I get a percentage figure there of 156 out of 546, 
about 28 percent. 

Mr. Viner. I will certainly accept that, because I haven’t calculated 
it. 

Mr. Suvrorp. Let me follow along on that. I just wanted to ask 
you one more question. You say, though, that you only sent back 48 
notices of rejection. 

Mr. Viner. Mr. Moore stated that. 

Mr. Suurorp. Mr. Moore stated you only sent back 48 notices of 
rejection. Why that limited number, when you have all of these 
reasons that you cannot make loans in Virginia? Why have you not 
had more rejections, or why have not VA received more notices of 
rejection ¢ 

Mr. Viner. The VA has received a notice of rejection—I have this 
later in the statement—on every single case that we have been unable 
to place for one reason or another, and that notice is sent out within 
24 hours. It is a rule that we have adhered to. The record of the 
program in recent months has been much better than it was in the 
very first months, when we were stumbling along getting our policies 
smoothed out and getting our operation and getting these many, many 
lending institutions lined up as to how they should operate under this 
new program. 

Mr. Suvurorp. But these many houses you say you cannot accept 
in Virginia because they have outside toilets or the water facilities 
are not sufficient—are they eligible for direct loans by the VA ? 

Mr. Viner. Mr. Chairman, we have no standards of our own. We 
do not reject applications, unless they are from ineligible areas or for 
commercial purposes, or something of that sort. We refer the appli- 
cations to private lenders, and if they feel a loan can be made they 
make it. We do not have anything to do with that and do not set any 
standards. 

Mr. Suvrorp. But according to the VA’s statement, there were only 
48 objectionable pieces of property in Virginia. 

Mr. Viner. If that is the case, then we have placed all the applica- 
tions except those. Or they are in process. 

Mr. Epmonpson. Let us get back to this. You stated you had 
processed 546 in all. 

Mr. Viner. That is right. 

Mr. EpmMonpson. Out of that 546 fully processed, 156 loans. 

Mr. Viner. That is correct. 

Mr. Epmonpson. Forty-eight rejections. 

Mr. Viner. That is not our figure, though. 

Mr. Epmonpson. Forty-eight rejections. Well, I think we can ac- 
cept the V A’s figure as authoritative. 

That leaves a total of 342 cases, which is the figure the judge was 
getting at, out of your 546 fully processed. That leaves a total of 
342 cases that we are down here to find out what has happened to. 

Mr. Morrison. Mr. Chairman, the figures I have here are not broken 
down on direct or guaranteed loans, that is, people who come to us 
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directly or people who come through the VA. But it is true that 
predominantly our VA cases come through the Veterans’ Admin- 
istration. 

As of the end of last month, we have about one-third of the applica- 
tions still in process. The program was slow coming along. The 
volume mushroomed at the end of last year. And as one gentleman 
said today, it took 3 months to close a loan. I thought that was pretty 
fast. Iam sure you gentlemen are familiar with the fact that it does 
take a long time to close a loan. Therefore, when we start counting 
loans made under this program, it is a lot further along than the fact 
that the person is negotiating and is interested in processing the appli- 
‘ation, has put in for a 

Mr. EpmMonpson. What do you mean when you say 546 are fully 
processed ¢ 

Mr. Viner. That means we have completed our efforts on these cases. 

Mr. Epmonpson. They have been submitted to the lender, and the 
lender has reviewed them ? 

Mr. Viner. That is right. And has said: 





We will make a loan to this person, subject to satisfactory appraisal, title 
search, survey, or any other condition which would preclude the making of a 
direct loan. 

It is a standard phrase used in all cases. And at that point our job 
is done. 

Mr. Weaver. How long does it take you from the time you get an 
application in? 

Mr. Viner. We send out each application within 24 hours over our 
receipt of it, which is very difficult with the volume we are getting 
today, and very small staffs. Within 4 days we have to have an answer 
from the lending institution as to whether they are interested in the 
‘ase. And we follow up with those lenders, if they say they are inter- 
ested, until we get that commitment. If we do not get a commitment, 
we get a rejection. And if there is still time within the 45 days to 
make another referral, we make it. We do not have the three required 
referrals. If we cannot place a loan, and it is obvious we can’t, within 
a week, we will send back the form 17, which notifies the VA that we 
can’t place the loan. 

Mr. Epmonpson. This 546 processings represents a full year’s work 
on processings, does it not? 

Mr. Viner. That is what was then in process. 

Mr. Epmonpson. Processings over a year’s period of time. 

Mr. Viner. Plus an additional amount currently in process when 
these figures were closed. These are completely processed. 

Mr. Epmonpson. But out of these 546 that. have been in process dur- 
ing a year’s time, we have a total of 156 loans made. And if your 
optimistic theory is correct, we have 48 rejected and 342 that are still 
awaiting closing of the loan. Is that right? 

Mr. Viner. Or are just new and are coming in. And we think we 
will place practically all of the loans. 

Mr. Epmonpson. But this 342 out of 546 you have worked on «luring 
this year’s period represents your waiting list at this time for action 
on loan applications. Isn’t that right? 

Mr. Viner. I wouldn’t call it a waiting list. These are actively in 
process. 
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Mr. Epmonpson. Why is it any less a waiting list than these 600 
they had at the start of the year waiting to get direct loans? 

Mr. Viner. Those people had never submitted applications. They 
had not had an opportunity to, because the VA had no funds for it. 
These applicants of ours are in negotiations with lenders. 

Mr. Epmonpson. If you —_ 156 loans closed out of 546 that you 
have worked on during the year’s time, your percentage of comple- 
tion of 28 percent, out “of the 546 during the year’s time, is going to 
get you, unless my arithmetic is badly out of whack, an average period 
on those loans of closing, of more than 7 months, which was true 
under the direct-loan program. 

Mr. Viner. Mr. Chairman, let me clarify that. The figure of 546 
less the figure of 156 

Mr. Epmonpson. Gives 390. 

Mr. Viner. Three hundred and ninety. And those 390 we did not 
place. We are through with those cases. They went back. We noti- 
fied the VA that we could not place the loan. What has since become 
of those cases, we don’t know. That would be up to the VA. 

Mr. Epmonpson. That is completely at odds with the V A’s statement 
that they have 48 rejections. 

Mr. Morrison. That is correct. And that is because he is talking 
about two different systems. On June 30 the VA issued letters to 
every veteran being processed either by them or by us, and closed out 
all those loans. We, in effect, lost them whether we were able to send 
them to lenders or not. That had nothing to do with 17’s. It had 
nothing to do with any communication between VA and us. The 48 
are under the new system, where we would send 17’s to them. 

Mr. Epmonpson. I see. 

Mr. Morrison. So there was a large group of loans that were com- 
mitted by the VA without them waiting for any 17’s, because their 
instructions were to commit on them. 

Mr. Epmonpson. In other words, those instructions went forth be- 
fore the period August through December ? 

Mr. Viner. I would like to add to that that any cases we had not 
yet been able to place as of June 22 they then sent commitment letters 
out to use as much as possible of those funds. So we lost a great 
number of cases we might have been able to place. 

Mr. Epmonpson. Then your statement a few moments ago that you 
hoped to get loans for this 342 was not exactly what you meant to say 

Mr. Viner. I thought the 342 referred to those now in process. 

Mr. Epmopson. The 342 referred to 390 less 48, which would give 
you 542. 

Mr. Viner. I am sorry. You are correct, sir. I was thinking of 
the cases now in process. 

Now, I would like to say here that one main reason for our switch 
from the old procedure, where we got the VA direct-loan application 
itself rather than our own, is that, as you will notice, the application 
form that we use has a property description on it. The VA direct- 
loan form has only a legal description of the property. We can get 
much quicker processing if the lender knows from looking at the appli- 

sation whether the description of the property is such that he would 
be interested in a loan on that property. 

Mr. Epmonpson. Well, strictly speaking, I do not suppose there is 
anything we can quarrel about, : about the use of your terminology here, 
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when you say, “By December 31, 1955, 156 Virginia veterans whose 
applications were referred to the V HMCP had received VA-guaran- 
teed loans from private lending institutions.’ 

But I think it would have presented a lot more accurate picture to 
anyone evaluating the program if you had included in there 156 out 
of 546 Virginia veterans whose applications were referred who had 
received V A- guaranteed loans from private lending institutions. ‘The 
156 standing ‘by itself, without the figures that you have given us on 
questioning, does not give us any accurate picture of the effectiveness 
of the program in taking care of a large percentage of the veterans. 

Mr. Viner. Mr. (¢ ‘hairm: an, 1 would like to state there that I do not 
keep in my office State figures for applications received. My figures 
are for completed cases. And so I don’t know how many cases we 
had from Virginia. We are here on rather short notice, and for that 
reason I was unable to get all the figures in. 

This figure here is from the records I get, which is on completed 
cases, and therefore does not say how many applications we had. In 
other words, it does not show the number of applications currently in 
process. So there is a slight problem there. 

Mr. Epmonpson. Do you want to go ahead with your statement? 

Mr. Viner. All right. 

Since June 1955, by which time the VHMCP was functioning with 
full effectiveness, 35 percent of the VA direct loan applicants whose 
applications were processed by the VHMCP have received VA- 
guaranteed loans from private lenders. Those who failed to obtain 
loans through the VHMCP were referred after no more than 45 days 
to the Veterans’ Administration regional office in Roanoke. We do 
not have a record of the number of veterans who then received direct 
loans. Many of them presumably did not obtain direct loans, how- 
ever, for the VA, like a private lending institution, has lending stand- 
ards which must be met. 

The small and remote sections of Virginia formerly had little 
access to private financing for GI loans. Now, through the VHMCP 
and the lenders who support it, private financing is available. It was 
probably inevitable that the change from a situation where the only 
source of financing was the Federal Government to a situation where 
private financing is available would cause confusion, and perhaps 
annoyance on the: part of those seeking mortgages. 

Just as the long waits for direct loans in the days before the 
VHMCP caused inconvenience and prevented veterans from obtaining 
the homes they wanted, in many cases, the VHMCP, in bringing 
private money into the scene, brought certain problems with it. 
These problems had long existed in areas where private financing 
had always been available, and now they have been extended into 
the smaller communities. 

One of these problems is the practice of charging discounts. When 
credit is tight, as it has been ever since the VHMCP was established, 
interest rates rise. But GI loans have a fixed interest rate which can- 
not rise. As a result, private lending institutions find that other 
investments net them more interest than GI home loans at par. They 
are faced with two alternatives: They can either stop making GI 
loans, which would have most unfortunate effects on the economy 
and the housing industry, or they can charge discounts to the sellers 
of homes financed by GI loans, which has the effect of raising the 
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effective interest rate and making these loans competitive with other 
investments. 

I would like to add here, Mr. Chairman, that when discounts were 
not permitted, prior to the legislation which enabled discounts to be 
charged, investment funds for GI loans became so scarce that you 
will recall the great Fannie Mae boom period, where it was almost 
impossible to obtain a GI-guaranteed loan, in cities, rural areas, or 
any other place. And that, I believe, was in the Congress’ mind in 
authorizing discounts. 

In 1955, discounts were prevalent all over the country. In Rich- 
mond, Roanoke, Norfolk, and the Virginia suburbs of Washington, 
which are ineligible for direct loans, the sellers of properties. under 
GI loans have been paying discounts, just as they have in other cities 
outside Virginia. 

Discounts are nothing new in areas where mortgage investment 
funds have always been available. They are merely the price that 
must be paid to provide an adequate supply of GI and FHA loans in 
periods of money shortage. The VA recognized this fact of life in 
the mortgage market, and permitted lenders participating in the 
VHMCP to charge reasonable discounts. As a matter of fact, the 
discounts charged under the VHMCP have generally been lower 
than those charged in nearby metropolitan markets where the 
VHMCP does not operate except for minority group housing. 

Only 10—and T now find that it is 11, after getting here this morn- 
ing—Virginia direct loan applicants, out of the 546 whose applications 
have been referred to the VHMCP through December 31, 1955, have 
failed to obtain loans because their sellers were unwilling to pay a 
discount on 2 percent or less. 

Mr. Epmonpson. Just at that point, now, right at that point, how 
in the world can you be sure of that particular statement? 

Mr. Morrison. That is in our records, sir. 

Mr. Epmonpson. How many instances do you suppose could have 
taken place where veterans did not send this application on back in 
to you, when they went over and talked to a seller and found out he 
would not pay the 2 percent? In any instance where they do not 
send it back in to you, you do not have any way of knowing whether 
it is because they cannot get the 2 percent paid or not, do you? It is 
only when they notify you that they will not pay the 2 percent, that 
you know that is the reason. 

Mr. Viner. When the lender notifies us. We may be informed by 
the lender that the applicant would not respond to his inquiries or 
efforts to negotiate, in which case that is the best reason we cai have. 
But if an offer has been made of a loan at 2 percent discount. to the 
seller, let us say, and the veteran cannot find it, he is probably 
either going to tell the lender or if he forgets about it the lender will 
probably still keep after them. 

Mr. Epmonpson. When the lender says the seller will not negotiate, 
do you reach a conclusion that he will not pay the 2 percent ? 

Mr. Viner. There are many reasons that we have found for appli- 
cants not negotiating with lenders. 

Mr. Epmonpson. Just the statement that he will not negotiate— 
would vou conclude from that that he would not pay the 2 percent? 

Mr. Viner. That might be one reason. There may be many others. 

Mr. Morrison. The statement is not the way the statement would 
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coi to us. It would come to us that he had refused to pay the 
2 percent, or 1 percent, or whatever it is. 

May I say it would be also foolish for a veteran during the first 
year of operation not to turn it in, because, as you heard here today, 
there were loans made at par, at 1,2,and more. The veteran could not 
possibly know what the discount was going to be under the program, 
because it was a matter of the private market and what the particular 
lender is quoting. 

Mr. Epmonpson. Well, I just do not believe you folks could possibly 
support and prove this statement, that out of the Virginia direct loan 
applicants, only 10 out of the 546 have failed to obtain loans because 
their sellers were unable to obtain a discount of 2 percent or less. I 
do not think you could prove that if your admittance to the gates of 
Heaven depended upon it. 

Mr. Viner. Mr. Chairman, our records are what we have to go on. 
We have every case we have ever received documented. 

Mr. Epmonpson. What you mean is that your records show 10 cases 
where that was given as the reason. Isn't that what you mean? 

Mr. Viner. That is right, exactly. 

Mr. EpmMonpson. Well, that would be a much more accurate, much 
more lawyerlike statement to make in connection with this. 

Mr. Viner. I am not a lawyer, Mr. Chairman. 

Mr. Epmonpson. Well, I understand you have a lawyer sitting at 
your right side, who I assume has helped in this statement to some 
extent. 

Mr. Morrison. Unfortunately, that is not a correct statement. I 
didn’t. 

Mr. Weaver. Who did prepare the statement / 

Mr. Viner. I prepared the statement. We do not have any room 
for ghost writers in our budget. 

I was at the end of the paragraph ending on page 6, Mr. Chairman. 

These veterans are free to reapply, either for a joan on another 
house, or if their original sellers will reconsider. 

I want to make it clear that the VHMCP itself does not charge dis- 
counts, nor does it make loans. It is, as I have said, merely a clearing- 
house. The VHMCP has no lending standards of its own, and screens 
applications only to determine whether they are complete and eligible 
for our assistance. We refer applications successively to different 
lenders until we either find one willing to make a loan to an applicant 
on mutually acceptable terms, or until we determine that no private 
lender will make the loan, or until our allotted 45 days run out with- 
out success in placing the loan. All standards and terms are set by 
our participating lenders. 

Mr. Suurorp. Right there, let me ask a question about that. It 
‘ame out this morning that 45 days’ time was correct, that at the ex- 
piration of that time the VA could undertake a direct loan. But now, 
under regulations, they have to wait until they receive a letter from 
you, or from your department, advising that the loan cannot be made, 

Mr. Epmonpson. Salesian. 

Mr. Viner. Notice of rejection. 

Mr. Suvrorp. So that increases your 45 days; doesn’t it? 

Mr. Viner. No, sir. I would like to set the record straight on that 
whole discussion also. Because several things were mentioned but 
not put together in the earlier discussion. 
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Now, let me go back and compare the old procedure with the pro- 
cedure now in effect. Under the old procedure, a veteran was written 
to by the VA, if he was on the waiting list, and he was told that here 
was a VA direct loan application which he could submit, and that be- 
cause of the VHMCP he would be able to apply. He had to send it 
in within 10 days. 

Now, let’s take the time when the veteran’s application came in, 
under the old procedure. The veteran sent his application in. It then 
had to be screened by the VA. Then it had to be photostated, to 
be sent to us, so that we could refer it to a lender, and the VA would 
still have a copy. 

That took up to 3 months. We were still getting applications as 
late as June that had been received in VA loan guaranty offices as long 
ago as February and March. In fact, some had hung over from even 
earlier than that. So that we had no control at that time. 

Then we had the equivalent, upon receipt of the application, of 
45 days in which to place that loan. If we were unable to place the 
loan, we notified the VA immediately. We never have waited for the 
45 days to run out. If we know that we have a case we cannot place, 
we send it back. We can do no more for the veteran. 

The time was up to 4 and 5 months. Those are not really excep- 
tional cases. It took the VA, with a small staff also, a great deal of 
time to process these cases. And the screening is a rather technical 
process that they had to go through. That was one of the main rea- 
sons for going over to the new procedure, not just the change in the 
form but. the fact that we do not have any screening. 

So now we are getting more direct loan ‘applications in our hands 
peaiiiicinnde to the total who apply than we did before. And we 
have seen many, many cases of veterans who we are sure could not 
qualify for any loan at all. But we refer them out, and sometimes 
we have been surprised at the liberality of the lenders, and we have 
placed some of them. 

Mr. Weaver. I understand on some of these that you refer, that go 
to insurance companies, they want to then refer them on to their main 
offices. Is that right? Before a decision is reached? What do you do, 
then, if they do not come back ? 

Mr. Viner. If the application does not come back from the insur- 
ance company, for example? 

Mr. Weaver. Yes, sir. Within a reasonable period of time. 

Mr. Viner. We follow up. We have a regular followup pro- 
cedure. First we require that they do tell us within 4 days whether 
they are or are not interested in the case. If they are not interested, 
thev send the whole thing back to us, and we refer to someone else. 

Then, if we get a statement of interest within the 4 days, from the 
lender, and we do not hear any more about it, we write immediately 
to the lender and follow it up. We have used the telephone in many 
cases, 

Mr. Epmonpson. TI am rather interested in your completing this 
story of your procedure. If they do send it back and say they are 
interested, then does the screening process begin at that time? When 
do you screen it from the credit standpoint and desirability? 

Mr. Viner. We do not. We don’t feel we are in a position to under- 
write loans. 
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Mr. Epmonpson. So the lender does the screening rather than the 
VA? 

Mr. Viner. That is right. And he does it in different ways for 
different companies. They all operate differently. But most of the 
participating lenders in our program feel that it is their obligation to 
do two things. The first is to inspect the property before they issue 
a commitment on it. Because you can’t tell everything from a form, 
and you can’t tell everything about either the house or the applicant 
from the form and the photograph. So they will generally inspect 
the property. If they feel the property is unsuit: able for their stand- 
ards or unsuitable to the veteran, then they will probably turn the 
loan down right away, unless they are trying to stretch a point. 

Mr. Epmonpson. What kind of a time limit do you place on their 
screening procedures? After you have told them you will accept the 
loan but “subject to screening for credit and things of that kind # 

Mr. Viner. This screening for credit comes from just a simple 
credit report. They send to the local bank or credit reporting agency. 
That is done almost immediately. It takes no time. 

Mr. Epmonpson. Do you place a time limit on it / 

Mr. Viner. We cannot place a time limit on closing. We are a 
clearinghouse, Mr. Chairman. 

Mr. Epmonpson. Well, after you turn them over to them ? 

Mr. Viner. Within 45 days of saying that he is interested in a loan, 
the lender must have completed his inspection. He must have stated 
to us that he would make the loan subject to any conditions that came 
up in the later processes that are completely beyond our control and 
also beyond his, such as getting the survey, getting the title insurance 
policy, and that sort of thing, ‘which does take time, and most impor- 
tant, getting the CRV, which in some areas has taken at least 2 months. 

Mr. Epmonpson. Do you impose this 45-day control on the lender 
after he has accepted the loan, or not ? 

Mr. Viner. He must make a commitment subject to those conditions 
I just mentioned, within 45 days, or we will just send the case back to 
the VA. 

Mr. Morrison. Mr. Chairman, it is a physical impossibility to make 
a loan and close it in 45 days. 

Mr. Weaver. How come Mr. Sweeney of the VA told our committee 
that the VHMCP had 45 days? 

Mr. Morrison. In which to get a commitment from the lender that 
he will make the loan, subject to getting a proper CRV. 

Mr. Weaver. It was my understanding that that was to be referred 
back at the end of the 45 days. 

Mr. Viner. At the end of the 45 days, the loan is being processed by 
the private lender, or else it has been returned by us to the VA. The 
application has been returned because we feel we cannot place it. 

Mr. Epmonpson. And you feel at that time your responsibility is 
ended as to finding a lender that is interested ? 

Mr. Viner. That is right, except for routine followups. 

Mr. Moore. That is done in all the offices. No loan is ever finished 
until we have a statement from the lender in that connection. 

Mr. Epmonpson. Have you found it necessary to suspend or . 
any lenders from VHMCP for imposing more than 2 percent plus 1 
percent ? 
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Mr. Viner. The 2 percent is a magic figure. It was set as the VA’s 
opinion of a reasonable discount, because it was so difficult to determine 
for a particular property in a particular small town whether the dis- 
count asked on that property was comparable with the discount that 
might be asked on a comparable property, let us say, in Richmond or 
in Washington. 

In your State, for example, there are not many big cities. The 
discounts are very high in Oklahoma City. We have placed many at 
par in some of the small towns in Oklahoma. The final decision ac- 
cepted by the national committee, made up of Mr. Cole and representa- 
tives of all the different groups in the housing industry, agreed that 
just to make it easy for the VA to determine, and also to keep the 
veterans from being subjected to excessive discounts, which obviously 
some lenders are going to ask, we would say that if there was a refusal 
on the part of a seller to pay a discount in excess of 2 percent, and we 
did not have time to find another lender who would make a loan, the 
case would go to the VA and a direct loan would be made. The defini- 
tion of “reasonable” applies only to cases of refusals. 

Mr. Epmonpson. That is very interesting to me. You state that it 
was your impression and your belief that the policy was that if the 
seller refused to pay this discount it should be returned to the VA for 
direct loan. Now, you make that conditional only upon the request 
being for more than 2 percent. 

Mr. Viner. That is correct, sir. 

Mr. Epmonpson. And if the seller refused to pay 2 percent, or less, 
you felt that the veteran did not have any right to buy the house. 

Mr. Viner. No, sir, by no means. 

Mr. EpmMonpson. What did you feel about it, then ? 

Mr. Vrver. There is admittedly an awkward situation here. If the 
seller would not pay the 2 percent, we still will keep our books open for 
that veteran as long as we can. Because he is then out from under, 
under this present rule. He is out from under the 45-day rule. He 
-annot get a direct loan under this ruling. 

Mr. Epmonpson. Why not? That is what I want to know. 

Mr. Viner. Because, supposing the VA said: “Anyone who refuses 
any discount will be entitled to have a direct loan.” You would have 
no private financing in most areas of the country, cities, or otherwise. 
Discounts are being paid all over the country on guaranteed loans on 
new, old, any kind of house. Two percent is a shock to anyone who 
has had no private financing except under very restrictive terms, and 
then has had only the VA direct loan program, which is a power pro- 
gram, which has some subsidization in the closing costs, which does 
not require title insurance, which all private lenders require. It is a 
shock to come into a market where you are right in with all the city 
boys and have to pay the discounts. It is a shock to the real-estate 
brokers, to the sellers of property, who are not familiar with what 
happens in the real world of the real private mortgage market. 

Mr. Suurorp. What effect would it have on the private mortgage 
market if you made the loans at par direct / 

Mr. Viner. If the VA did? 

Mr. SHurorp. Yes. If they refused to accept the discount, what is 
your opinion as to the effect on the money market ? 

Mr. Viner. I do not know what the effect on the money market 
would be, sir. I think that the effect on the VA direct-loan program 
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would be that they would immediately have a waiting list again, I 
don’t think many ienders can satisfy yield. They are sacrificing yield 
in many cases now by sticking very, very well to this 2 percent. 

Mr. Epmonpson. The only difference I see in the w aiting list now is 
that you have the waiting list instead of the VA. 

Mr. Viner. We don’t have a w aiting list, sir. Any applicant who 
comes to us knows within 45 days whether he is going to get a loan 
through us or not. 

Mr. Suvrorp. It would appear that he does not have a waiting list, 
but the veterans are waiting. That seems to be the only difference. 
Mr. Epmonpson. You may not call it one. 

Mr. Viner. I think there is a great difference there between a vet- 
‘an who has not been able to apply for a loan and one who has—— 

Mr. Epmonpson. What difference does it make to the veteran, really, 
whether he has had the right to apply for it, if he is unable to get it? 

Mr. Morztson. But he does get it, Mr. Chairman. 

Mr. Epmonpson. But he is not getting it; very obviously. 

Mr. Viner. Mr. Chairman, I think you will agree that when any- 
thing comes up in the form of plaudits for any program, the Congres- 
men may or may not be apprised, but you are bound to hear the horrible 
examples. We regret just as much as you that some of these veterans 
have been inconvenienced. 

Mr. Epmonpson. Do you really believe that 156 loans in the entire 
State of Virginia for a year is something to be proud of? Do you 
think that is a substantial housing program in the State of Virginia ? 

Mr. Viner. I am not in control of the number of people who send in 
their applications. It is 28 percent or 30 percent or whatever you said 
the figure was of those who applied. It is not 100 percent. But I 
do not think 100 percent would have gotten direct loans, either. 

Mr. Weaver. Actually, this 45 days does not mean anything, does it? 

Mr. Viner. It does to us. 

Mr. Weaver. The veteran is under the impression that he can get it 
closed up within 45 days. He must be under that impression, because 
Mr. Sweeney’s testimony right here said that they give you 45 days 
to make the decision. Now, I realize that it takes longer, maybe in 
some instances, but I don’t understand fully how some of these soldiers 
and veterans here this morning have been kept in the dark for 8 or 9 
months or up to a year to know what the situation was as it pertained 
to them. I just do not think that administratively, perhaps, you 
have followed through. 

Mr. Viner. Congressman, I think you will find that in the market 
as a whole, many, many closings are delayed by months. That is 
something the VHMCP has nothing to do with. 

As for the delays in closing, if you look at the VA’s own statistics, 
the number of direct loans in process includes cases that have not been 
closed, that came in in the last fiscal year. It does take time for any- 
one, direct, Government, or private, to close a loan. We are not in 
the ‘closing business. Our job is to place the loans, receiving commit- 
ments from private lenders. And when they make the commitment, 
they intend to stick to it. They obviously would not go to the expense 
of traveling to these small towns far from their office ‘es—and they do 
travel—if they did not make the loans. t 
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Mr. Weaver. If things transpire as quickly as you say, why the 45 
days? If you get them out within 24 hours, and they give you a 
favorable intent within 4 or 5 days? 

Mr. Vixer. The intent is based on the application form only; not 
on the negotiation. 

Mr. Weaver. But why put the 45-day limit on it, then, to get the 
decision ¢ 

Mr. Morrison. Because, Mr. Congressman, the first one may reject 
it, and then we have to refer it again. Andas you know, anybody who 
looks for a mortgage may go to one bank and be turned down and go 
across the street and get his mortgage there. That is a matter of the 
private lenders. And we are searc hing around like the veteran would 
be to place his loan. 

Mr. Epmonpson. I asked you a question a minute ago whether you 
had ever suspended any private lenders from VHMCP for extracting 
more than 2 percent from a VHMCP referred veteran. 

Mr. Viner. No: we haven't. And I explained the fact as to the 
2-percent rule. 

Mr. Epmonpson. You feel that if they are able to get 5 percent 
from the veteran seller, or 3 percent from the veteran seller, it is all 
right ? 

Mr. Viner. I have no views on that, Mr. Chairman. I am not in 
the discount business. I am not in the lending business. I do know 
that discounts of varying amounts are being charged all over the 
country, cities, towns, and in the country. 

Mr. Enmonpson. Then the 2-percent figure just is a figure that is 
kind of a guide rule, but not at all a control. 

Mr. Viner. Well, in effect it is a control. In our statistics we find 
that the vast majority of the loans placed by our program are on dis- 
counts of 2 percent or less. 

Mr. Epmonpson. Were you aware that you had a participating 
company that had collected 414 percent from Mr. Mason back here 
on his loans? 

Mr. Viner. I am sure we were. But Mr. Mason was not coming 
through the direct loan program. He was under no control. 

Mr. EpmMonpson. This is a participating VHMCP company that the 
was referred to. 

Mr. Viner. But we don’t put any control over the lenders’ stand- 
ards at all. 

Mr. EpmMonpson. What you really do is to lead the veteran up to the 
door of the lending institution and turn him over to them, and if they 

can get 2 percent out of his pocket or out of the builder’s pocket, or out 
of the owner’s and seller's pockets, it is all right with you as long as 
nobody squawks about it. 

Mr. Viner. Mr. Chairman, that is precisely what the veteran does in 
the cities where there is no direct loan program. I have a GI loan on 
my own house which it was very hard for me to get. I don’t want to 
see anybody get gouged. I have a high opinion of the ethics of the 
people in this business, higher than has been expressed today. They 
are not out to gouge their investors. Weaver Bros. is one of the finest 
mortgage bankers in the country. So is Frederick W. Berens & Co. 
T hey represent some of the life insurance companies that people have 
entrusted their savings to. Those life insurance companies, or savings 
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banks wh6 are the prin¢ipals of the companies whose names were re- 
peatedly mentioned here today are certainly institutions of the greatest 
integrity. 

Mr. Suvrorp. Let me ask you right there: You are talking about 
Weaver Bros. I do not know anything about them. But do you think 
that they were showing a high degree | of integrity, if you want to use 
that word, or ethics, when they would make a report to the Veterans’ 
Administration that they only charged 2 percent, taking this testimony 
as true, and on the other hand, charged 3 percent to the veteran ¢ 

Mr. Morrison. May I answer that? Mr. Chairman, if you remem- 
ber, I caught your eye when that came up. There was confusion on that 
case. I am very familiar with the case. I think the broker has left, 
who made mention of the case. It is the Cather case, I think. 

Mr. Viner. By the way, I would like to say, Mr. Chairman, that 
we will open up any file that you would like us to open up, here. We 
would like to reserve the right not to disclose the income or personal 
status of the veteran unless he is willing. Wedo feel that we should 
not advertise any personal circumstances. We will certainly let you 
see any other papers you want. 

Mr. Morrison. And may I say, Mr. Chairman, that we have every 
record on every loan that we 7% ave in Virginia, and it is available to 
you. Ihave tried to keep up with the testimony today and pulled those 
files that have been discussed, and I will be glad to discuss any of them 
with you. 

Mr. Weaver. What is the highest discount that has been charged 
that you know of # 

Mr. Viner. Through the program ¢ 

Mr. Weaver. Yes. 

Mr. Viner. I think we have placed some loans at 94 in Texas on a 
large builder projec t. And that w: is considered a rather good price for 
that builder. They may ask for 3, because they would get 3 on a 
comparable loan, but almost every time if the seller says, “I won't pay 
3,’ or the agent, many, many companies will come down. It is just 
the regular market price negotiation. 

Mr. EpmMonpson. This is the Berens case ¢ 

Mr. Morrison. This is the Cather case. The correction I would like 
to make is that it was not Berens. 

Mr. Epmonpson. The case on which I picked up the letter, as I 
recall, to read it into the record was on either the Halterman or the 
Lively case, involving the Berens Co., 3 percent. 

Mr. Morrison. Yes, sir. Those were offers of 3 percent. The ques- 
tion is: What happened to those offers? Is that it? That is cer- 
tainly a problem. The offer was made of 3-percent discount. 

Mr. EpMonpson. And that was the 3 percent that the seller was to 
pay, and not 2 plus 1 

Mr. Morrison. Yes,sir. That was the discount. 

Mr. Suvurorp. The case I had in mind was where the witness testi- 
fied that he was charged 3 percent and they reported to the VA that 
it was 2 percent. 

Mr. Morrison. That case was Kenneth M. Cather, and it was a 
case that was received by my office from the Veterans’ Administra- 
tion on their photostatic copies of their direct-loan form. It has a 
date st: amp on it of August 30, received in my office. 

Mr. Epmonpson. That is the Carey Winston case, isn’t it ? 








2412 OPERATIONS OF LOAN PROGRAMS IN ROANOKE OFFICE OF THE VA 


Mr. Morrison. Yes, sir. And that is the one where there is some 
question about the integrity of the person involved. 

The case was referred out of my office on August 31. There, Mr. 
Congressman, is an idea of a typical case. Because I did not bring 
up the case. It was brought up here. About how fast the cases go 
out. It went to a New York life-insurance company. This is really 
a big operation. Our cases are liable to go to Hartford, Conn., or 
Chicago, Ill. That is the only way you can work in the mortgage 
market. It went to a relatively small life-insurance company in 
New York, the Home Life Insurance Co. in New York City. 

They reported back on September 6 that they were interested in 
negotiating on the case. And again, this is a card that we have de- 
veloped, so that they will indicate their interest in pursuing the nego- 
tiations with the individual and processing the case. 

They referred the case to their Washington correspondent, the 
Carey Winston Co. The Carey Winston Co. “has been predominantly 
a local mortgage company. They lend basically in Washington, D. C., 
and the very nearby surrounding areas. This case was in Winchester, 
Va., and I think it is a very good illustration of the way the private 
lenders, both the life-insurance company and the mortgage banker, 
are going beyond what they are doing in their normal business in 
order to serve the needs in these smaller communities. 

So it was referred to the Carey Winston Co., and they offered— 
and here I take direct exception to the previous impression that has 
been created—they offered the man a 2-point discount on the case. 

I have seen their file. I have gone in and examined it in their office, 
and while I did not remove their own cor respondence—— 

Mr. Epmonpson. Well, he himself testified that they originally 
offered 2 percent discount and then later came around and told him 
they would have to have 3. That was his testimony. 

Mr. Morrison. On the basis of the check on this case that I made 
with Carey Winston, I would deny that. I have a letter there where 
it was mailed immediately after receipt of the 2-percent offer, which 
is on paper, incidentally. I cannot speak for telephone conversa- 
tions. Their correspondence indicates that a 2-percent offer was made 
to this individual. His correspondence indicates that he turned down 
a 5-percent offer. 

Mr. Epmonpson. Would you hold up, here, just a moment? Is this 
the same Carey Winson Co. of which Joshua Miller is vice president, 
at 1723 Connecticut Avenue? 

Mr. Morrison. Yes, sir, he is the mortgage processor. 

Mr. Epaonpson. Then let me read a letter to you addressed to Mr, 
Dolphin, dated September 22, 1955. This is a carbon copy: 

On September 2, Mr. Cross of our office wrote Mr. Stotler informing you that 
the 3 percent discount in connection with your loan could not be paid by you, 
the veteran purchaser, and that same must be obtained from some other source. 
To date we have had no reply from Mr. Stotler. Before we could continue to 
process your loan application, we must ask that the enclosed letter be signed 
and returned for our files. Please advise the seller or whichever source is 
willing to pay the 3-percent discount sign and return same to us immediately. 

Yours very truly, 
JosHuA I. MILLER, 
Vice President. 








onl 
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And this is the Carey Winston Co. letterhead. 

Mr. Harrison. Mr. Chairman, may I supplement that at this point? 

Mr. Epmonpson. Yes, sir. I would be glad to have you do it. 

Mr. Harrison. I have a copy of a letter “dated September 2. This 
says: 

Dear Mr. Srorver: I am in receipt of the enclosures which you forwarded 
under cover of August 31, 1955. However, I note in your letter that you state 
that the “Veteran Arthur J. Dolphin agreed to work out the 3 points when we 
settle.” The Veterans’ Administration will not allow the veteran purchaser 
to pay the 3 points which are to be paid from another source than the veteran. 

The 3 points which we mentioned to you are in addition to the 1 percent 
lender’s fee due from he veteran. I, therefore, suggest that at the time of settle- 
ment the additional 3 percent lenders’ fee not be shown on the settlement sheet 
as a collection from the veteran, Mr. Dolphin. 

Mr. Morrison. Excuse me, Mr. Congressman. We are talking about 
different cases. 

Mr. Epmonpson. But you are saying that this Winston Co. would 
not think of charging somebody 3 percent. 

Mr. Morrison. No, sir. I said they offered in this particular case a 
2-percent discount. 

Mr. Epmonpson. But what makes you so certain they would not 
make a 3-percent offer behind the table, when they have in others? 

Mr. Morrison. I am not at all certain of it. 

Mr. EpmMonpson. You are certainly making a character witness for 
them, it would seem to me, when we have documentary evidence of the 
3 percent. 

Mr. Morrison. Mr. Chairman, I gave you the facts on a particular 
case, and I will stand on those facts, and I did not mean to imply that 
that was charatceristic of every case they process. 

Mr. Viner. Carey Winston on 1 loan for 1 investor might ask a 
3-percent discount. They might be willing to negotiate that down to 
less than that if it were a VHMCP case. I am sure they probably 
would not and the investors probably would not stand for it on a case 
outside of our program. 

In another case they might feel a discount of 2 percent was war- 
ranted. We are talking about several different cases here, and Mr. 
Morrison was talking : about the Cather case. You are talking about 
the Dolphin case. We are certainly not going to deny that Carey 
Winston might ask a 3-percent discount. We have no discount rule. 
We return the cases to the VA only if there is a refusal. 

Mr. Epmonpson. The only thing that makes me so unhappy is that 
you gentlemen seem so ready to accept a loan company’s record and so 
reluctant to acc ept the word of a veteran and reliable businessman out 
here in Virginia as to what is sought for them on a discount. We 
think you ought to have the same respect for the word of a veteran 
who has fought in the uniform of his country and for the word 
of a businessman in the local community, that you apparently have 
for a loan company there in Washington or New York. 

Mr. Morrison. Just to check it out, and not because I was taking 
anybody’s word, I went over and asked for the file. You can imagine 
how much these people like to turn their file over to me, a. Government 
employee. I thought it was important in this case to find ont the 
facts. I think I established them to the best of my ability. 
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Mr. Harrison. As I understand it, Mr. Chairman, the gentleman 
said that was the case in point. Here is the letter on the Dolphin 
case, in which this statement was made: 

The 3 points which we mentioned to you are in addition to the 1 percent 
lender’s fee due from the veteran. I therefore suggest that at the time of 
settlement the additional 3-percent lender’s fee not be shown on the settlement 
sheet as a collection from the veteran, Mr. Dolphin. 

Mr. Morrison. Which is perfectly proper, because under the law 
. is not possible for them to show it as a collection item from the vet- 

ran. They are barred by law from doing it. 

Mr. Harrison. The object of that letter was to make it ip on 
the veteran’s sheet that it was put at 2 percent, so that the Veterans’ 
Administration wouldn’t catch up with the 3-percent charge. 

Mr. Viner. I question that, if we were un: able to place the loan. 

Mr. Epmonpson. That is where it becomes very material whether 
you folks are going to believe what the loan company says on the 
subject or whether you are going to give some weight and credence 
to what the veteran and a. reliable businessman said on it. 

Mr. Viner. Mr. Morrison said he felt so concerned about this 
case 

Mr. Epmonpson. That he went over and looked at the files of the 
loan company, and that resolved the question in his mind, apparently, 
because their files indicated 2 percent. He said, “This is a loan that 
cannot qualify under the direct-loan program.” 

Mr. Harrison. He is talking about another case. Here is a case 
where the proposal was made to fs sify the information to the VA. 

Mr. Morrison. Mr. Chairman, I think we are clouding the issue, 
here. The question this morning that the testimony was had on con- 
cerned the Veterans’ Administration writing us and us writing them 
back and saying the man had a 2 percent offer; and then that veteran 
being denied. And that was Mr. Cather. And I have the correspond- 
ence here where I fully discussed the question with the VA, laid 
down what had happened, and said if there was anything they had 
that would make me disbelieve what I had said I was prepared to 
listen to that. And it was not my decision anyway. It was the VA’s 
decision. 

Mr. Epmonpson. But the Cather case was the case wherein Mr. 
Stotler testified that this man originally was offered a 2 percent dis- 
count deal, and later had it changed to 3 percent, And when it was up 
to 3 percent, they did not close the deal on it. 

Mr. Morrison. And we reported to the VA that he had had a 2 
vercent offer, and the VA apparently, in weighing the evidence that 

Ir. Stotler certainly presented to them, and that we did our best to 
present to them, decided that he was not eligible for a loan under the 
regulations. 

Mr, Suvrorp. In any event, you reported to the VA that it was a 
3-percent loan discount rather than a 2 percent discount. 

Mr. Morrison. No, sir. 


Mr. Suvrorp. I say you say you reported the 2 percent. 

Mr. Morrison. Yes, sir. 

Mr. Suvrorp. Had’ you reported it was 3 percent, then the veteran 
would have been able to get a direct loan. 

Mr. Morrison. That is correct, yes. 
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Mr. Epmonpson. Or had you even reported that there is a conflict 
of evidence on the question of whether it was 2 percent or 3 percent, 
there would have been a little fairer presentation to the VA. 

Mr. Morrison. Mr. Chairman, I was not aware that there was a 
conflict. I reported a routine matter saying there had been a 2 percent 
discount offer. I was questioned by the VA. They obviously had 
heard Mr. Stotler’s side of it, because they wrote me and said, “What 
is the story from your end?” I told them that. That is where the 
case was closed as far as you are concerned. The VA makes the 
decision. That is the way the program is operated. And they made it. 

Mr. Harrison. Now, Mr. Chairman, in view of all this, I would 
ask the committee if they would permit me to read into the record at 
this point what this veteran himself has to say about this. 

Mr. Epmonpson. Yes, sir. 

Mr. Harrison. I might add this veteran is from my home commu- 
nity; I know him personally. He is a young man of the highest char- 
acter and reputation. He says, in the material portion of his letter: 

I have forgotten all about getting a GI loan and have made a personal loan 
from a local individual. * * * I am no longer interested in a GI loan or any- 
thing concerning same. In fact, I wouldn't accept a GI loan under any condi- 
tions. 

When I bought my home from Mr. Bryan Stotler, I was led to believe I'd have 
only a few months to wait for a GI loan, which would come through without 
question. The first letters received from the Carey Winston Co., Washington, 
D. C., were sent back to them with a notation on the bottom that I would not 
pay a 4 percent fee, 2 percent of which the seller could agree to pay. No sound- 
minded seller would pay 2 percent to sell his home to a veteran seeking a GI 
loan so said veteran could get the loan. All I can recall is that Mr. Stotler said 
this represented a 4 percent deal, since I was to pay 1 percent and Mr. Stotler 
1 percent, and the seller 2 percent. Not being familiar with real-estate terms, I 
relied solely upon Mr. Stotler to guide me. 

Mr. Epmonpson. Do you want to continue with your statement, 
sir? 

Ir. Viner. Very well. 

There have also been a few complaints about the length of time 
it takes the Voluntary Home Mortgage Credit Program to process 
applications. While there were a number of legitimate complaints 
that could be attributed to our own processing in the early days of 
the program, there have been very few complaints which have ap- 
peared valid to us for the past 6 months. For VA direct loan appli- 

cants, we can spend no more than 45 days attempting to place a loan. 
When the first lender to whom we refer an application accepts it, our 
job can be completed in a very short time—sometimes as little as 1 
week. Only in cases where we believe there is a chance of placement 
do we keep marginal applications in process for the full 45 days we are 
allowed. As soon as we determine that a loan cannot be placed for a 
direct loan applicant, we inform the veteran and the VA that we 
are unable to place his loan with a lender. 

Any delays beyond the 45 days are beyond our control. Among 
these delays are the time it takes a lender to obtain a certificate of 
reasonable value—the VA appraisal report. Another cause of delay 
is the failure of as many as half of the veteran applic ants to fill out 
their applications properly or to include the necessary attachments. 
We do not and cannot start to process applications ate our 45-day 
time limit until the application is in proper order. Many veterans fail 
to respond promptly to the inquiries of our lenders; an extraordi- 
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narily large number of veterans, in fact, fail to respond at all. Many 
do not keep appointments with the lenders for property inspections 
and interviews, which is very costly to the lenders in view of the dis- 
tance of the applicants from the lenders’ offices. New construction 
always takes more time to finance, for us, for the VA, and in the 
regular market. 

For our part, despite a very heavy volume of business and a very 
small staff, we adhere to a policy of referring all properly filled out 
applications to a lender within 24 hours of receipt, and when we can- 
not place a loan we so advise the applicant and the VA within 24 hours. 
In all frankness, I must say that we have been surprised that people 
who have waited many months for direct loans, with no real hope of 
obtaining the loans they originally sought, should complain at all 
about what we think is a ver y efficient process. And I should also 
point out that there have been very few complaints indeed from those 
veterans and others who are qualified for loans. If we had given up 
our search for financing earlier in seemingly hopeless cases, hundreds 
of veterans who have obtained loans through the VHMCP would have 
had to depend on Government funds. 

Most small and remote communities, although they may have en- 
joyed every other feature of postwar prosperity, were left behind in 
the postwar housing boom. Many of them have desperately needed a 
reliable source of GI financ ing on liberal terms. ‘The VA direct-loan 
program was unable to meet the demand, and because of the continu- 
ing delays which took place when direct-loan funds ran out, builders 
could not plan on a construction program. As a result, the vast ma- 
jority of loans made under the VA direct-loan program were for ex- 
isting houses, many of them of poor and obsolete quality. Now, 
because the VHMCP has provided a steady and reliable source of 
financing, builders are coming into the nonmetropolitan scene, and 
nonurban veterans are beginning to have the same opportunity to 
obtain new houses as is available to urban veterans. 

Moreover, many of our lenders, coming into small communities for 
the first time, have had their eyes opened to the advantages of small- 
town lending. Small town borrowers, they have learned, are notable 
for their tradition of paying their debts, and for their attachment 
to their homes. There has been a sound and steady growth of popu- 
lation in many smaller towns, like those in the valley, as the result of 
industrial and commercial growth. As the VHMCP brought the 
Nation’s private lending institutions into the field of smalltown mort- 
gage lending, it also brought to them an awareness of the attractive- 
ness of a field they had previously neglected. Perhaps even more 
important however, many of the Nation’s lending institutions have 
decided that in the years ahead, when metropolitan housing markets 
may be near saturation, the less populous areas may be a strong sus- 
taining force to the housing industry. They have come into the non- 
urban market to stay. This long-range aspect of the VHMCP, which 
may have been overlooked in this early period of the program’s his- 
tory, may well be its greatest contribution to a healthy and growing 
economy in the years ahead. It is a contribution which, in our opin- 
ion, cannot be made by the Government, but only by the Nation’s 
private lenders. 

In an effort to be of assistance to your committee and to the others 
who will appear before you, we have brought with us the complete 
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Virginia files of applicants whose loans we have been unable to place 
with the lenders participating in the VHMCP. If any of these ap- 
plicants are present, or if they are represented here—this is a little 
stale now, Mr. Chairman, but we do have the files—Mr. Morrison will 
be delighted to open their files and explain in specific terms the results 
of our efforts to find them VA-guaranteed loans, although we wish to 
reserve the disclosure of information on the personal ‘and financial 
status of each applicant. In this way, Mr. Chairman, we hope to give 
you an opportunity to consider all aspects of each of the pr oblems 
presented. 

That completes the formal testimony, Mr. Chairman. 

Mr. Epmonpson. Are there any questions? 

Mr. Suvurorp. I think we have covered most of the questions. 

It does occur to me that is is the feeling, as I understand it, Mr. 
Viner, in your organization, that you are justified in making charges, 
discounts, and you have set no amount as to what would be a reasonable 
discount. 

Mr. Viner. That is correct. 

Mr. Srvurorp. You say under certain conditions 4 percent would 
be reasonable or 3 percent would be reasonable, or 2 percent would 
be reasonable. And you still feel if the veteran cannot secure some- 
one, the seller or the builder, with whom you have no contractual 

relations at all, that you have no control over—he is not getting the 

money directly himself and is not to be obligated for it—if he will 
not pay the fee, the loan on that particular house should be voided, 
and the veteran not be permitted to purchase that house, or to have it 
corrected. 

Mr. Viner. Congressman, I would like to answer that question in 
two parts. First, in the areas where there is no direct-loan program, 
there is no court of last resort. If an applicant wants to buy a house, 
and his seller is unable to pay the discount, no matter what the dis- 
count is, he is unable to get the loan on a GI basis. 

In city after city in this country—and this is a separate question 
for the VHMCP—we merely have extended the private mortgage 
market into areas that never had a private mortgage market to any 
degree for the GI loans on terms approaching the maximum allowed, 
or even at the maximum. 

Mr. Suurorp. Right there, you say you have extended. Have you 
not done more than that? You have prevented Government loans in 
that area by virtue of bringing in your private money. 

Mr. Viner. Mr. Chairman, let us say that our purpose is to seek 
to eliminate the need for direct-loan program. That is the purpose 
as seen by the Congress in the Housing Act of 1954, to seek to replace 
this public money with private money by rechanneling funds from 
the areas and the cities into these remote and small communities where 
it has been very, very difficult, if not impossible. 

Mr. Suurorp. Do you not say in effect that if you do not take what 
the private lenders have to offer you, you cannot secure, under your 
GI benefits, a loan from the Government ? 

Mr. Viner. No. 

Mr. Suurorp. Is that not in effect what you say ’ 

Mr. Viner. Let us say a lender asks a discount of 4 percent, and 
that our time runs out, and the seller to the applicant refuses to pay 
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that discount, and we have 3, 4, 5, or 10 days left in our 45 days. 
We will inform the VA that the seller refused to pay a discount of 
4 percent. The VA will then go ahead and presumably will process 
that application for a direct loan. It is only when this very, very 
small discount is involved 

Mr. Suvrorp. That is under their present theory. But let us put 
that at 2 percent. And the VA says that that is a reasonable figure, 
and a reasonable discount. Then by your agency you have precluded 
the Federal Government making the GI a direct loan, unless the seller 
agrees. And you have no control over the seller. In other words, 
you have to take it from one man and give it to another man. Or 
otherwise you prevent the Federal Gover nment from making this loan. 

Mr. Viner. But I want to make it clear that, as understood by 
those who put together the act, the Housing Act of 1954, and by those 
who are administer ing the programs, both programs, that the purpose 
of the GI direct-loan program was to equalize the opportunity of 
veterans in cities and in remote areas. In the cities, of course, funds 
have been available. In the country they have not. 

Mr. Suvrorp. Wait just a minute. You are talking about your 
metropolitan areas. Now, there have been occasions where the Vet- 
erans’ Administration had to do away with the metropolitan areas, 
because private funds would not go in and make the loans there. 
Do you think that is proper procedure ? 

Mr. Vinexr. I a know of any major cities like that. 

Mr. Suvrorp. I do. I know of a major city where that was done, 
because of the fact that the private lenders would not make the loans. 
Now, then, do you want to preclude them from getting any loan at 
all? It is the same principle. 

Mr. Viner. I do not think you have understood my answer. 

Mr. Suvrorp. I do not think I have, either. 

Mr. Viner. What I am trying to point out is that the purpose of 
the direct-loan program is not to guarantee that every lender in the 
country, unlike in an area not eligible for direct loans, will get a loan 
either at the maximum terms or on a par basis. It merely says that 
the purpose is to equalize the opportunity. 

Now, veterans in cities, if they are told, “The best we can do for 
you and the best you can get is a loan of 10 years and 10 percent down, 
on a GI basis, and a discount of 4 percent,”—those veterans have no 
place to go. You have to consider the whole discount issue. 

Mr. Suvrorp. You are a veteran yourself, and you have a GI loan, 
and you said you had difficulty in getting it. Do you think the vet- 
erans have some right—and our country recognizes they have some 
right, for the sacrifices they have made—or do you think it is fair 
or proper that all of the rules and regulations should be laid down 
for the procurement of a loan by the moneylenders ? 

Mr. Viner. I don’t think they are. 

Mr. Suvrorp. Under this plan, is that not the case? Answer my 
question. Do you think it would be fair? 

Mr. Viner. No; I don’t. 

Mr. Suvurorp. Now, where does your plan differ ? 

Mr. Viner. Let me say this. The VA has to make certain admin- 
istrative decisions as to what a comparable situation between the urban 
and the nonurban mortgage market is. 
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Mr. Suvrorp. Let’s not do that. Because it is a fairness to the 
veteran, too. And the VA can destroy a metropolitan area at will. 
They are not bound by the limits of a city, They designate what 1s 
a metropolitan area. And the VA can destroy the metropolitan area 
and make it a suburban area and take it out from under the metro- 
politan practice. 

Now, then, let us look at the veteran and what he is getting from 
this loan that we in Congress have given to him. Does he have any- 
thing to say about it at all? Or are the rules laid down by private 
lenders ? 

Mr. Viner. I would say that the rules are laid down by the Service- 
men’s Readjustment Act, under which the procedures of the private 
lenders are circumscribed by the conditions under which V A-guaran- 
teed loans are made. And I am certainly not in a position to dictate. 
Our program has no jurisdiction over the Veterans’ Administration. 
We have worked with great friendliness in a difficult period of ad- 
justing to a new system, which was new to both the Housing and 
Home Finance Agency, the industry, and the program. 

But let me say that these veterans where sellers have refused to pay 
2 percent discounts have been offered loans. If their sellers were will- 
ing, as are sellers all over the country, in cities and out, to pay the 
discount—it is not an under-the-table payment, or I don’t think Con 
gress would have enacted it—we have obtained an offer, which the 
VA has administratively considered, and it has been agreed to with 
our national committee, to be reasonable. If it is reasonable, the 
presumption is that we have to stop somewhere. The VA doesn’t 
make the loan. 

Mr. Suurorp. Who is paying it in the final analysis? The veteran 
is paying it in the final analysis, is he not ? 

Mr. Viner. I have heard it said that the appraisals do include the 
discount. I have no knowledge of that. I know it has been said 
that discounts creep into the appraisal, particularly where there are 
high discounts, and become a cost of business and raise the price. 

Mr. Epmonpson. Mr. Weaver and I are going to have to leave to 
catch a train. Mr. Shuford is going to remain to hear the other wit- 
nesses who are still waiting to testify, and their testimony will also be 
a part of this record. 

I want to state, before we do leave, that we have deeply appreciated 
the hospitality of the people of Virginia, and we have appreciated 
the witnesses, with all varying points of view, who have taken their 
time and spent a long day and passed up their lunch hour to stay 
here and to give us the benefit of their views. It is differences in 
points of view that make a democracy a wonderful place in which to 
live, and it is very obvious that we have some differing points of view 
present in this room here today, and I respect the gentle men who hold 
views different from mine, and I hope they can respect the views of 
other people. 

We are trying to get the facts, in order to work out the best possible 
program in the housing field. That is the purpose in coming down 
here, to see if there have been any injustices, to try to get at the fac ts. 

We have appreciated the hospitality of Mr. Harrison and of Mr. 
Mathisen and the other good citizens of Virginia. And I am going 
to turn the chairmanship over to Mr. Shuford to hear the balance of 
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the witnesses and continue his questioning. But we did want to ex- 
press our thanks to you. 

Do you have anything you would like to say, Mr. Weaver? 

Mr. Weaver. You certainly have expressed my sentiments, and I 
certainly want to extend my thanks and appreciation to Congressman 
Harrison and all the witnesses and everybody else who have helped to 
make our stay so pleasant here. 

Mr. Viner. I would like to say we certainly appreciate the op- 
portunity to come out in an area where we are trying to do a good 
job for the veteran and for others and to see what the problems | are. 
Maybe our approach can be a matter of better understanding. Some 
of the things we are hearing today we are hearing for the first time 
at first hand from the people they have happened to. We certainly 
don’t want to do anything to impair veterans rights or benefits. We 
do want to have the ‘understanding clear that this is a market like any 
other market which is complicated and confusing. Here you have a 
new program starting up that we think is doing very well. I think in 
testimony in W ashington you will hear much more about the national 
situation. We certainly are cognizant of the difficulties. And we 
thank you very much for having t us here. 

Mr. Morrison. And we admire you for missing your own lunch 
hour, too. 

Mr. Suvrorp. I appreciate your views on this subject. 

Mr. Viner. I thank you very much. And I would like to offer the 
resources of what I have in the way of staff and my office and myself 
us to any testimony or other presentations you would like from us. 
And I am sure that Mr. Cole, the HHFA Administrator would be 
delighted to testify himself if you requested it. 

We really want to help you. We know you will have some tough 
decisions to make. We know you will make decisions that will be for 
the best interest of all the veterans. 

Mr. Siurorp. Let me ask one question, perhaps by way of con- 
clusion. Do you think that if direct loans were made, where lenders 
will not accept the loan, because it is 2 percent, or for others reasons, 
that that will affect the money market ? 

Mr. Vrxer. If I understand your question correctly, if there is the 
general refusal to pay discounts on the part of sellers, I think it very 
definite ly will affect the market. The yield demanded by competitive 
forces in other forms of investment, as you have heard testimony 
today—the commercial bank says, “We can’t make GI loans. We 
would love to do it, but we have got to make 6 percent loans.” 

You have all kinds of things outside of the mortgage business, the 
mortgage field, that yield more than the net to the investor on GI 
loans. And it is a very difficult thing for them to sacrifice a yield 
that they owe their policyholders or depositors, guaranty or no guar- 
anty when they can get what they consider equ: ally safe investments 
at a higher yield. 

Mr. Suvrorp. Following that just a little further: The Congress 
has repeatedly held the interest rate down on veterans loans. Is this 
not the equivalent of an increased rate in interest on veterans loans? 

Mr. Viner. It is an increase of the rate of return to the lender. It 
is not an increase in the price that the veteran pays unless—— 

Mr. Suvrorp. It is not an increase in the amount stipulated in the 
mortgage ? 
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Mr. Vuver. And the amount paid the veteran. Unless you decide 
some of the difference is in the cost of the appraisal. 

Mr. Suvrorp. You have no way of determining who actually pays 
the money. But should it be found that the appr: raisals are increased 
by virtue of this discount, or that prices are increased in the sale of 
property by the discount, would that not be the equivalent of violating 
the rules of the Congress in holding down the interest rates for the 
veterans / 

Mr. Viner. I think you have stated it very well. I agree entirely 
with your statement. If the purpose of the legislation is to get the 
veteran a loan at a given interest rate, then in my opinion, the price 
of the house must be held down and the absorption of the discount, if 
there is to be a discount, must be by the seller. The law says so, and 
what | am saying is that I agree fully with you. I have no knowledge 
myself, not being an appraiser or in the VA, of whether that is done. 
To my knowledge, as lenders operate, and others in the field, I think 
they have to assume that the appraisal is a fair appraisal, as seen by 
the appraiser and approved by the VA, and we have to assume, as 
does everyone else, that the discount is not in it. There have been 
many questions as to whether that is really the case, but I certainly 
‘im not competent to discuss that. 

Mr. Suurorp. Thank you very much, Mr. Viner. And thank you, 
Mr. Morrison. 

Now there are some other witnesses who wanted to testify. I do 
not seem to have their names. Are there any witnesses who are now 
present ¢ 


STATEMENT OF B. P. NEAVEL, JR., STAUNTON REALTY CO., 
STAUNTON, VA. 


Mr. Neavet. I would like to testify, Mr. Chairman. 

Mr. Suurorp. Will you come around and give your name and 
identify yourself for the record, please? 

Mr. Neavex. Mr. Chairman, I am B. P. Neavel, N-e-a-v-e-l, Jr. 

Mr. Suurorp. Where do you live, Mr. Neavel ? 

Mr. Neavet. In Staunton. I have my own real estate firm, Staunton 
Realty. 

You just brought up there at the last the matter of the percentage 

rate of the GI. I ama GI both from Korea and World War Il. We 
a e the problem now, as you know, if there is 2 percent or 3 percent, 
or, as we use the term, 2 points or 3 points, that if we sell the house 
to a veteran, where I have made some voluntary home mortgages, we 
do not know who is going to get them. They come back to us. In the 
meantime, whoever the lender is will say, “Well, we will make the 
joan for you at 2 percent.” I am basing this 2 percent not on the 1 
percent the purchaser pays but the 2 percent the seller or real estate 
man has to pay. 

Now, we have sold a house that we have a contract on. We go back 
to the seller, and the seller says he will not do it. Then either the real 
estate man has to absorb it, or somebody. 

And you were mentioning a while ago whether the interest rates 
would be up from what we had. W ell, we have through the asso- 
ciation in Virginia or the real estate commission a set 5 percent com- 
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mission on homes. The first thing T can see is that if T absorb it Pam 
cutting my commission to 3 percent. If the seller does absorb it, that 
is fine on my part. 

Now, your lending institution comes back to us and says they will 
lend us money at 1 and 2, 1 and 3, or whatever, and the only way to do 
it is to put it in the sale of the house. My concern is the veteran. 
And actually, it looks like the lending market is trying to get the 
interest rate up on GI loans. 

Mr. Suvurorp. And you feel by virtue of the 2 percent charge or 
the discount charge that the veteran will actually have to pay more 
and that it is equivalent to his interest rate being raised that he has 
to pay on his mortgage / 

Mr. Neaver. I was in real estate in Richmond, so I was familiar 
with the point systems before we came up. The point system just 
hit here. Last vear I represented Atlantic Life Insurance, fortu- 
nately, and we had par money. Of course, that has been changed. 
But the thing now is that either we cut our commission or put it 
into the price of the house before we sell it and hope to get the 
appraisal fee for that difference. Then we tell the seller that we 
are doing that, and then he is covered on his 2 percent. 

Mr. Sivrorp. It is an indirect method of increasing the interest 
rate. 

Mr. Neaver. That is night. We can’t afford to be in the real estate 
business on 3 percent commission and to do the work in advertising 
and other things that we have to do, especially if we have salesmen 
out selling. They get part of the pay. And in that way, I think 
it is unfair to the veteran. 

Now, on the Voluntary Home Mortgage, I think it is fine the way 
it is set up. It is set up to get money where we have not been able 
to get it. 

The *y were talking about the time. I have gotten some very good 
results from them to come back with a lender right away. That 
lender may come back to me and say, “Well, I have got 20 years on 
a contract.” He might come back and say, “Well, I will take this 
loan at 2 percent or 3 percent, but I can’t give it for 15 years.” Well, 
if I don’t accept it or get the owner to accept it that way, then it 
goes back to V oluntary. Ifome Mortgage again. It can go back to 
them again. Then finally they accept | it, so the man comes up to 
make the loan from Baltimore or wherever the lending institution is 
from, and he is liable to spend 15 or 20 days trying to get everything 
settled or get the papers up, or find the guy, or anything else. 

Then it comes back to the lawyer, here, and it is liable to be an- 
other 30 days. So I think the time element is not so much involved 
with Voluntary Home Mortgage. Because just like they say, the 
first man may be accepted, and it comes back to me, and he has 
certain terms where I have to find if my association is going to 
accept it. 

Mr. Suvurorp. You would say that period is a little long ? 

Mr. Neaven. Oh, yes. 

Mr. Suvrorp. It involves the owner of the property ¢ 

Mr. Neavev. More so than anybody. And of course, the GI is 
sitting waiting as to what he is going to do, and in the meantime he 
has probably seen 50 houses he would rather have. 
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Those are the things. I can see where the Voluntary Home Mort- 
gage program is fine. 

Mr. Suvrorp. But you think that this will result in an increase in 
the interest rate to the veteran ¢ 

Mr. Neavew. It will if we go out and put it on the house. 

Mr. Suvurorp. Are there any questions? 

Thank you. Are there any other witnesses that want to be heard ¢ 

I think the president of the real estate board said that he had 
certain real estate men that wanted to be heard. 


STATEMENT OF WALTER CALISON, PRESIDENT, REAL ESTATE 
BOARD, STAUNTON, VA. 


Mr. Cautson. Yes. Mr. Richardson was here, but I don’t know 
where he is now. My name is Walter Calison of Staunton, Va. 

Mr. Suurorp. And you are president of the local real estate board ? 

Mr. Cauison. Yes, sir. These fellows are going to tell you their 


problems and the expense they have had 1 valeting these loans. I 
think Mr. Clem said he had 29 cases esa eae Mr. Richardson has 


several he was going to talk about. And from my own personal expe- 
rience, I don’t have any. We don’t sell GI. We haven't for the last 
couple of years. 

Mr, Harrison. Why ? 

Mr. Cauison. We are unable to get this financing through. 

Mr. Suurorp. How about the other real estate men in and around 
Staunton? Do they feel the same way you do, that there is too much 
trouble in trying to get a loan through to justify fooling with the sale 
of property for GI's or to procure G iI loans for them ? 

Mr. Caxtson. I think there is right much sentiment in that way. I 
think that is true with all of them. In the beginning of this program, 
as Mr. Harrison knows, the insurance companies and banks made G1 
loans without any charge whatsoever. They grabbed them. I am 
familiar with a local bank, and we made 50 or 60 loans, and the GI’s 
took them because they thought it was a good thing to do. Then the 
rate of interest started going up, and then they all started backing off. 
Then this brokerage matter came into the field. And frankly, I 
worked for an insurance company for about 5 years on the staff and 
indirectly for 20 years, and I am just directly opposed to a lending 
institution charging on my money. It is just a bad principle, I think. 
The veterans are paying the bill, Mr. Congressman. 

Mr. SuHurorp. That is the feeling I have, that the veteran is the 
one who is paying the bill. 

Mr. Cauison. This competitor of mine or this man and that man 
should be able to do business on the same basis fair and equal to the 
veteran. And sometimes we don’t sell the property. All we have to 
do is write the insurance. In some cases they are not even courteous 
enough to give us the insurance. But that is what we try for. The 
thing is unbalanced, now, though, gentlemen. 

I am sorry the gentlemen left. Because they had specific cases to 
talk about, the charges they made, how the loans were processed, and 
what have you. I might be able to find them if you would like me to. 

Mr. Harrison. You are getting into a time problem, Mr. Chairman. 
We have 40 miles to go yet. 
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Why don’t you tell them that if they will write me a letter on this 
thing, I will get the chairman to place it in this record. 

Mr. Suurorp. I suggest you send in a letter to Mr. Harrison, and 
then he can make a request of the committee that it be included within 
the record. 

Mr. Cauison. Thank you very much. I appreciate the opportunity. 

Mr. Harrison. At the close, I would like to ask that there be placed 
in the record three new complaints I have had within the last 10 days. 

Mr. Suvurorp. Without objection, it is so ordered. 

(The material referred to follows :) 


Luray, VA., February 5, 1956. 
Representative Burr P. Harrison, 
House of Representatives, 
Congress of the United States. 

Dear Mr. Harrison: I have been greatly interested in your work dealing with 
GI direct home loans. I was recently informed by Randolph Doval, Jr., that there 
is to be a hearing in Staunton, Va., on the 17th of this month at 9 a.m. After 
you read my story, you might inform me if it has any relative value to you and 
the committee. 

Several months ago I applied to the Veterans’ Administration for the necessary 
forms to obtain a loan to build my house. The VA sent these forms to me and 
I began the task of filling them out. It was at this time that I learned that 
Randolph Doval, Jr., had just sent his forms in to the committee in Washington. 
About this same time I talked to some construction men in this area and also 
to the banks here in town. I was advised by all concerned that a direct loan 
was almost impossible to get and for this reason I decided to wait until Mr. Doval 
had heard some word from this same application that he had sent. I also heard 
from other veterans in this area that they had applied for loans and had been 
asked for money ranging from $300 to $500 for the privilege of obtaining the 
money they wanted. I later learned that this payment was termed “a discount 
fee.’ I did not know at the time what a discount fee was and it wasn’t until 
sometime later that I found out what it meant. After some investigation I 
found that after application was made for a direct loan and sent to this com- 
mittee in Washington, it was too late to back out. The committee apparently 
would find some loan shark and if the veteran refused to pay the price of 
obtaining the loan, he no longer had a right to a direct loan. I would not pay 
this price if a loan were offered me. My wife and I just do not have that much 
money to throw around. If we were rich enough to be able to throw $500 in the 
gutter, we would not have to apply for a loan in the first place. I am only 
too willing to pay an interest rate for the privilege of using someone else’s money 
but I will not pay a fee (a better term might be bribe) for the dubious privilege 
of paying interest rates. 

At any rate, I did not complete my forms for a direct loan and, of course, 
did not send them in. Yesterday I received a letter from the VA in Roanoke 
expressing concern that my forms had not been sent in and asked for an expla- 
nation. I wrote them a fairly strong answer and decided not to mail it until 
hearing from you. 

That is my story as is the story of a few others in this area. If it will be of 
any service to you, I will be glad to help out wherever possible. 

Thank you for what you are trying to do. 

Sincerely yours, 
S. Roprns Marsu, Jr. 


SraunToN, VA., February 12, 1956. 
Burr P. HARRISON, 
Seventh District, Virginia, 
Congress of the United States, 
House of Representatives, Washington, D.C. 


DEAR CONGRESSMAN HARRISON : In reference to your letter of February 6, 1956, I 
find it impossible to be present at the hearing on the home-financing problems 
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of veterans in Staunton next Friday, but want to express my appreciation for your 
invitation to participate. 

I am enclosing, however, the listing of closing costs in my particular case which 
the committee may find of some value. The sum total of $429.33 obviously 
reduces considerably the advantageous interest rate of the GI home loan. Top- 
ping that listing is the 1 percent discount fee of $130. 

While it proved no stumbling block in my own case, the fact that the seller 
of the home was assessed $130 as a 1-percent discount for the privilege of partici- 
pating in a GI home loan it might well have. It so happened that the seller was a 
personal friend who was caught up in the squeeze. He was not particularly 
pleased with the situation and I understand intends to appear before the 
committee Friday. 

The redtape of the whole transaction, so far as my wife and I were con- 
cerned, was a source of considerable consternation for a period of almost 3 
months. It was a period of uncertainty, delays, and frustration, culminated 
by that whopping cash outlay which led us to believe that the melon was being 
sliced mighty thin. 

Please feel free to make such use of the above information as you may care to. 
I would appreciate it if you would return the enclosed memo which lists the 
closing costs. 

Thanking you for the interest you have evinced in the matter of GI home 
loans, I remain, 

Sincerely, 


R. DonNALD HAMILTON. 


JANUARY 24, 1956. 
MEMO 


Re: Disbursement loan proceeds and closing costs. 
To: Richard D. and Mary K. Hamilton. 


To Bases TF. eases, purceaee pre... $14, 500. 00 
To First Mortgage Corp., service charge_____-__-___-__---_-_-.---__- 130. 00 
To First Mortgage Corp., interest Jan. 23 to Feb. 1, 1956_____-___-____ 15. 00 
To clerk, recording deed, $25.75 ; deed to trustee, $25.50__.____________ 51. 25 
To Lawyers Title Insurance Corp., premium___---.._.__-_____-______ 35. 00 
ON aoe ter nee pons 20. 00 
To Cecil T. Richardson, refunding appraisal___________-__-___-__-_- 22. 50 
To Cecil T. Richardson, refunding credit report_____.________________ 1. 50 


To First Mortgage Corp., deposit Mar. 12, taxes, $18.90 Feb. 12, insur- 


a  ciecrmcenrnsremnich ehureecernionpmee 22. 54 
To Kinzer Knowles, 1 year insurance premium______-__-_______ 21. 84 
To Rudolph Bumgardner, Jr., titleexamining and legal services, 

OLS hi sth a eek ah oe a Sediment ona 115. 00 

SE Ns etn nih ee gies aoaninren aces ech cape eae ee anneal $14, 934. 63 
Credits : 
ane aren Crees Been 2 oe ea ei 13, 000. 00 
Eugene Hayes, pro rata 1956 taxes___.......~.._..~._......__- 5. 30 
ee ee ee ae 1, 500. 00 


To balance due 


Ais Bien i ee ie ee as bee es ies ee ote 429. 33 
}.oan No. 21578, monthly payments: 

Nee ee rn pied aie tvideses 72. 26 

RP RInUII 2rdte eke re ee te ee oi 1. 82 

I nce stants ah lee he ek th ck bin LS ected Redes 6. 30 

es 80. 38 


First payment due March 1, 1956 to: First Mortgage Corp., 912 East Main 
Street. Richmond 14, Va. 


[Signed] RupotpH BUMGARDNER, Jr. 
STauntToN. Va., January 24, 1956. 
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HARRISONBURG, VA., 

February 13, 1956. 
Hon. Burr P. HARRISON, 
House of Representatives, 
Washington, D. C. 
Dear Sir: In applying for a direct loan through the Veterans’ Administration, 
I filled out the necessary papers in connection with same. Not long after sending 
them to the Veterans’ Administration I received papers from Frederick W. Berens, 
Inc., of Washington, D. C., part of which was an agreement I was to sign, and 
I quote, “The undersigned hereby agrees to pay at settlement to the firm of 
Frederick W. Berens, Inc., a sum equal to 3° percent of the total loan as a 
fee for making an FHA- or VA-insured loan on the property located at 
Enclosed also were three copies of application from this same company. 
Immediately I answered their letter advising them that I would not accept 
their offer to obtain a loan for me at a 3 percent fee. Shortly thereafter I 
received a form letter from the Veterans’ Administration stating that I was not 
eligible for a direct loan for the following reason, and I quote, “Since you had 
an opportunity to procure a loan through private sources, under present regula- 
tions you are ineligible for direct loan benefits.” This was typewritten at the 
bottom of the form letter where it read, “Explain other reason.’ 
My lawyer wrote to the Veterans’ Administration asking them to reconsider 
my application for a direct loan, and after approximately 1 year from the time 
my application was mailed to them my loan was approved. Final settlement has 
not been made. 
I trust this is the information you desire, and if you need any additional 
information, please advise. 
Very truly yours, 

MAx B. WINE. 


Mr. SuHurorp. Here is one gentleman that asks to be heard. 


STATEMENT OF THOMAS H. TULLIDGE, STAUNTON, VA. 


Mr. Tutumcr. My name is Thomas H. Tullidge, T-u-l-]-i-d-g-e, and 
there are 1 or 2 things I would like to bring out, Mr. C hairman. 
Mr. Suvrorp. Have a seat, Mr. Tullidge. Where do you reside? 

Mr. Tuuniner. I live here in Staunton, sir. 

The thing I wanted to bring out, sir, is that I have been listening 
to a lot of the testimony here today, and I am in a building company 
which has been building some houses here. And I am an attorney in 
fact here in Staunton, just recently admitted to the bar. And what I 
wanted to bring up, sir, was the administrative regulations of the 
Veterans’ Administration. I think it is one of the problems that is 
a deterrent to local agencies and local real-estate men. As Mr. Calison 
stated, he did not like to handle these loans because of the redtape 
and rigmarole that is involved. 

Now, I am at the present time working up one for the bank here in 
this town, and I have been over to Roanoke 2 days ago in an effort to 
get some of the regulations of the Veterans’ Administration as to the 
preparation of these forms. They are very intricate forms, as many 
people who preceded me on the stand here have testified to, and the fact 
that they get bounced back to veterans is one of the things that takes 
up the (ime, because they are not properly filled out. 

I have handled some FHA loans, sir, and there is a mortgagee hand- 
book they have put out for the assistance of the lending agency in con- 
nection with the preparation of these forms. But so far, I have been 
unable to procure such information from the Veterans’ " Administra- 


‘Three percent fee represents 1 percent processing fee and 2 percent loan-placement fee. 
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tion. And it makes it very difficult to fill out forms and to avoid this 
delay in time. 

Now, we have pulled out veterans’ files that have been processed, a 
set of papers that have been completely processed, where the loans 
have been made and closed. You will use one of those forms in an 
attempt to make something up for other applicants, and you will find 
there is some technical error. To me, that is one of the big detri- 
ments. It isa detriment to the lending agencies. 

Mr. SuHurorp. You have not run into the discount question, have 
you ¢ 

Mr. Tuttiner. Yes, sir; we have. 

Mr. Suurorp. What is your feeling on the discounts ? 

Mr. Tuttiner. Well, sir, my feeling on the discounts is that I don’t 
like it, either. We had in one instance there in the company a case 
where money was allocated to our building concern for use in develo p- 
ment. But the rate of discount was 1 percent from the veteran and 3 
percent from the seller. But we have not used any of that allocation 
of funds, because we found it for less discount with another concern, 
the Magic City Mortgage Co. in Roanoke. 

Mr. Harrison. Without going through the VA channels? 

Mr. Tutuince. Going through the VA channels; and this concern 
in Roanoke did not charge more than 1 and 1 and 1 and 2. But that 
has come up. 

Mr. Suvurorp. Any questions? 

Thank you very much. Anyone else? 

Gentlemen, I want to say to you, too, that I have enjoyed my stay 
in Staunton. I have enjoyed being with your Congressman, here. 
And I appreciate the hospitality that has been shown. 

Mr. Caxtson. Mr. Clem is coming right down. 

Mr. Sunurorp. Let me find out from Mr. Harrison what time we 
have. 

Will you please state your name for the record, and your occupation 
and residence, please, sir ? 


STATEMENT OF JOHN CLEM, STAUNTON, VA. 


Mr. CLem. Yes,sir. My name is John Clem, C-l-e-m. 

I live in Staunton, Va., and I apologize for making you late, but 
I stayed here until a quarter to 4. 

Mr. SuHurorp. That is right, sir. What is your business, Mr. Clem ? 

Mr. Crem. I am in the real estate and insurance business. 

There has been so much testimony here today that there really isn’t 
much that I can add, other than to say that there is much good in 
both agencies, the Voluntary Home Mortgage and the Veterans Direct 
Loan P rogram. We have had experience with both. 

We have processed in excess of 100 GI-guaranteed sales last year, or 
thereabouts. We had to pay discounts. 

We have 29 or 30 cases in Voluntary Home Mortgage today, either 
closed, or in process. It has been difficult, and at times very trying, 
but it is also a new agency. 

My opinion really does not mean much, I am sure, but I, from a few 
observations, might be able to make a suggestion or two which would 
help everybody. 

Mr. Suvrorp. I think that would be fine. 
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Mr. Crem. And I did not come here today prepared to testify, I 
came to listen. But as I sat through the meeting, I came to one or two 
conclusions, for what they may be ‘worth to you. 
Mr. SHurorp. We are very glad to have them, sir. 
Mr. Crem. First, gentlemen, financing in itself has become a very 
highly specialized business. And one of the gentlemen this mornin 
made some comment about the numerous VA papers. Well, I should 
say to you here and now that VA does an excellent job, and ‘there is a 
definite need for every one of the papers. 
Now, you have to get them right, or they will kick them back and 
clog up the calendar. It will take more time. It takes time to learn 
how to process them. 
The same is true of Voluntary Home Mortgage. We have had to 
increase our personnel one and a half persons to handle this work. 
And I must in truth tell you that Voluntary Home Morigage is treat- 
ing my office very well at this time. 
Mr. Suurorp. How many loans have you processed through the 
Voluntary Home Mortgage ? 
Mr. Ciem. Well, about 30 processed. 
Mr. Suurorp. How many ee you actually closed? I think they 
said they had only closed in Virginia about 28. 
Mr. Crem. I expect that I got my share of them. 
Iam sorry. I must have left those papers at the office when I left, 
sir. AsI recall, itis 7 or 8. Iamsorry. I had it with me all day. 
Mr. Suurorp. As an estimate, you estimate it is about 7 or 8 that 
you have completed through your office? 
Mr. Crem. Yes, sir. 
I have been frustrated many times and my friends in the Veterans’ 
Administration have been most patient when we have called them. 
Mr. Suurorp. Do you build and sell, or do you simply sell ? 
Mr. Ciem. I sell, mostly. We had a "small building program going, 
here, that is just being wound up. 
Mr. Suvurorp. But most of your contact with the Voluntary Home 
Mortgage has been with sales of homes already constructed ? 
Mr. Crem. Yes, sir; that is correct. 
Mr. Suurorp. And as seller, you were required, or the seller was 
required, to put up the discount. 
Mr. Crem. The seller was required to put up the discount. That 
is right. 
Mr. Suvurorp. But in all cases, what was the discount rate? 
Mr. Crem. Sir, the discount rate varied. It has varied. The cur- 
rent market is 2 percent. 
Mr. SuHurorp. What is the most ? 
Mr. Crem. Three percent. 
Mr. Suurorp. Three percent ? 
Mr. Crem. Yes, sir. 
Mr. Suvrorp. That is 3 plus 1? 
Mr. Crem. Three and one. 
Mr. SHurorp. You have had them with 3 and 1, and 2? 
Mr. Ciem. Yes, sir. 
Mr. Suvurorp. On that, do you think there is any inclination at all 


discount Chat he is going to have to pay in fixing the price for his 
property ? 


on the part of the owner of the property to consider the 2 percent - 
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Mr. Ciem. No, sir. It comes asa shock to him. 

Mr. Suurorp. But all of the real estate men in town know they will 
have to pay if it goes through the finance? 

Mr. CLem. Yes, you will have to pay if it goes through finance. 

Mr. Suurorp. And those that have been handling the getting of the 
GI loans know they will have to pay a discount under the new setup. 

Mr. Cuem. Well, you pretty generally have to pay a discount. 

Mr. SHUFORD. And that is pretty generally known among those 
that are selling, too, is it not ? 

Mr. Crem. Yes, sir. But we have our own way of getting the 2 
points, I don’t mind telling you. 

Mr. Suurorp. What method do you have of getting the 2 points? 

Mr. CLem. Youwill have to doa selling job. 

You will take a list on a house and list it as you would any current 
sale or listing. And then when you have got a “buy er for it, you must 
go back with an offer, and the seller must sign the contract "and letter 
at the time he closes the sale. That is the only way that we can do it. 

Mr. Suurorp. And that is when the price on the property is actually 
fixed, is it not? 

Mr. Ciem. The price has been fixed. 

Mr. Suurorp. I mean at your listing. You get your list price. 

Mr. Ciem. I always try to fix the list. price before we talk discount. 

Mr. Suvrorp. Before you talk discount. 

Mr. Crem. We run quite a few through, conventional and local 
loans, too. 

Mr. Suvurorp. But don’t you feel, or do you feel, asking it that way, 
that the veteran, in the final analysis, will have to pay the discount ? 

Mr, Ciem. Not under that circumstance, no sir. If a man has 
priced his house, and I can go out and take the signed contract with 
a discount letter, you cannot change the price, because he has already 
made the offer. 

Mr. Suurorp. He has already made the offer. But with the general 
knowledge that 2 percent is being charged, your list price can be 
increased, too, can it not ? 

Mr. CLem. Well, I don’t price the man’s house, sir. 

Mr. SuHurorp. That is what I thought. He is the one that makes 
the price. And he knows he is going to have to pay a discount of 
2 percent. It would be human nature to include that, would it not? 

Mr. Crem. Not entirely, sir. Because, as I previously stated, I make 
an effort to get a price before the point is discussed, or discount. 

Mr. SHuForpD. On your conventional loan, it runs about the same? 
Mr. Crem. Yes, sir. We have been having to discount for some 
time. 

Mr. Suurorp. On conventional loans ? 

Mr. Crem. Well, what do you mean by conventional loans, Con- 
gressman ¢ 

Mr. Suvurorp. I mean, not with the Federal Government at all. 

Mr. Ciem. No. Qn local, we can get those at par. That is right. 

Mr. Suvurorp. You get those at par? 

Mr. Crem. Yes, sir. 

Mr. Suurorp. Can you get any 5-percent money here at all ? 


Mr. Crem. Doyougetany? Inthe open market in town? 
Mr. Suvurorp. Yes. 


Mr. Ciem. Yes, sir. 
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Mr. Suvrorp. You get 5-percent money in town. So then, under 
this loan, he is paying a little more than 5 percent, isn’t he, with the 
discount ? 

Mr. Cem. Well, it remains to be seen whether you are counting that 
as acquisition cost or interest, or whatnot ? 

Mr. Suurorp. If you counted it as interest. 

Mr. Ciem. It is, of course, a year or two; yes. 

Mr. Suvrorp. (ross yield, yes. It would run a little more than 5 
percent ; wouldn't it ? 

Mr. Ciem. Yes, we have lost cases on discounts, too. 

Mr. Suvrorp. I see. 

Have you any questions ? 

Mr. CLtem. May I finish what I wanted to tell you?’ 

Mr. Srvrorp. Yes. I want you to. 

Mr. Crem. Like I say, both agencies have their place. I am for any 
agency that can, as Mr. Hale said early this morning, come in and 
take a loan off of Uncle Sam. Believe me,I am. But I am still for 
the agency where they cannot make that loan, or the time consumed 
or the frustration involved makes it bad for everyone, the buyer, the 
seller, and the agent. 

Mr. Suvrorp. How do you feel about this position: Suppose the 
seller refuses to pay the 2-percent discount ? 

Mr. Ciem. Well, I have lost deals on that supposition, sir. 

Mr. Suvrorp. Do you think that that is fair, that the veteran should 
lose the purchase of that piece of property because the seller would 
not pay the discount ? 

Mr. Crem. No, sir; that is not fair. But as one of the gentlemen 
tried to bring out earlier, we are projecting the veteran out in the 
money market. That is the tough part, as I see it. Believe you me, 
T am for the veteran. 

Mr. Suurorp. Yes. I understand that. 

Mr. Ciem. But the tough part is that we are projecting the veteran’s 
loan out in the tough money market. When you go through Volun- 
tary Home Loan, it comes out of that money market. Because he can- 
not compete with that, I do not think we should shut off direct loans 
and penalize him. 

Mr. Suvurorp. And you think it is a penalty on the veteran if he 
cannot get his loan, because the seller won’t pay the 2-percent discount. 
Yon think that is a penalty on the veteran ? 

Mr. Crem. Well, if he cannot get his loan, he is being penalized. 

Mr. Suvrorp. Did you have something further in your letter there / 

Mr. Ciem. I don’t have any other paper, but I would like to suggest : 
We have Voluntary Home Mortgage. It is new. It is a baby. It 
is just getting started. Like I tell you, I hired an extra girl to make 
it work. Let’s give it a little more trial, with a few changes in it. 
I am not trying to sell you Voluntary Home Mortgage. I just told 
you I want to use Roanoke when I have to. 

M. Suvrorp. What changes would you suggest ? 

Mr. Crem. All right, sir. I would have Voluntary Home Mortgage 
shorten its term from 45 days to 20 days and require the insurance 
company to get those papers back to them. And I am sure—some 
gentleman said 105 days this morning, and he is so right—I am 
sure that some more work could be done there. 
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I would recommend that Voluntary Home Mortgage either accept 
the loan as we submit it, or decline it. 

For example, you go out and sell a man a $10,000 home, 2 percent 
down, and whatever the closing costs are. You figure it out and try 
to show what it will cost him. 

One of my biggest complaints has been that Voluntary Home Mort- 
gage will ac cept a case, but they want 5 percent down. I have not 
had too much trouble with them switching the points after the thing 
goes in. 

And there was another very important one I have been thinking 
about. all day, but I have forgotten what it is. 

Oh. May I suggest that you might, for these isolated areas in which 
we live-— 

Mr. Harrison. I am getting tired of hearing that. [ Laughter. | 

Mr. CLem. You might try Voluntary Home Mortgage on a competi- 
tive basis—now I am getting into something I hardly know anything 
about—with the veterans’ loans, and see what happens. 

Do you follow what I am trying to say ¢ 

Mr. Suvurorp. I think what you mean is this: That you submit it 
to the Voluntary Home Mortgage Program and see what they will 
do. If they will not take it w ithout the discount 

Mr. Ciem. Send it to Mr. Cronin’s office or Mr. Moore’s office. 

Mr. Suvurorp. Send it over there and let them make it on a volun- 
tary basis. Let them make a voluntary loan. 

Mr. Ciem. As someone testified today, they are beginning to find 
out that they are getting some pretty good ‘loans over here in our 
community. They have come in and investigated it, and they are be- 
ginning to find out there are some right good loans. But to take the 
frustration out of it—as to this fellow Friski, that is just murder. 
They just had the man over a barrel. In truth, that boy wasn’t, as 
I said, properly informed to start with. If someone had sat down 
with him and fried to go over it with him, it might have saved him 
all that. Perhaps not. But I have been through that. 

Shorten the time, so that you will know, and then put the loan on 
a competitive basis, and see what happens. 

Mr. Suvurorp. And you think that you could make the loan at par 
then ? 

Mr. Crem. Mr. Congressman, the money market is on a competitive 
basis all up and down. They are trying for 1, 2, and 3 points, you 
know. 

Mr. Suurorp. You do not mean by that statement that you would 
let the Government go in and charge a discount, do you? 


Mr. Crem. No, let the insurance company compete with the Govern- 
ment. 


Mr. Suurorp. Let the insurance company come down to the 
Government ? 

Mr. Crem. Right. And I believe if they make those inspections, 
if they come down and see this property ‘that we are mortgaging, 
they will think pretty strongly about par money. 

Mr. Suurorp. Because the Government makes direct loans at par. 


And you think that would have the effect of bringing the moneylenders 
down to the Government. 








